














PATENT NO. REISSUE 19873 


THERE'S a definite swing toward 
automatic hot water heating this year. You 
can cash in on it if you will advertise and in- 
stall Thrush Flow Control—the most efficient, 
completely automatic and economical hot 
water heating system ever developed. Be- 
cause it is a forced circulating job, smaller’ 
pipe and valves may be used so that a 
completely modern Thrush controlled system 
for Summer-Winter use actually costs less to 
install than the old fashioned gravity job. 
Mail the coupon today! 

H. A. THRUSH & COMPANY 


Peru, Indiana 
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H. A. Thrush & Co., 
Bou 459, Peru, ind. 


Please tell us how we can Increase our business by rec- 
ommending Flow Control Hot Water Heating System 
ja ou community. 
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FORCED CiRCULRATING 


HOT WATER HEATING SYSTEM 
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Vogel No. |—Many thousands in use in 
all parts of the country. Cannot freeze, 
no matter how cold the weather. 




















Vogel No. 2 — Frost-Proof Closet. A dur- 
able, low-priced outfit. Supplied with 
enameled rim hopper 
hardwood seot. 


and reinforced 
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This name is the plumbers’ and 
consumers guarantee of quality, 
economy and service, and has 
been for more than a quarter of 
a century. VYQ@GEL products have 
a reputation, and they live up 
to it: selling YQ@GEL products is 
easier because you can always 
guarantee a dependable eco- 
nomical installation which will 
last for years. 


We are preparing a new series 
of blotters on the VQGEL Line. Let 
us know how many you can use, 
and we'll send them imprinted 
with your name and address. 


JOSEPH A. VOGEL COMPANY 


Wilmington, Del. © St. Louis, Mo. 
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Invoices covering original cost of pipe and installation — that to many 
persons constitutes pipe’s price. But it is only a part. Others go a step 
further — they include with original cost the amounts they must pay 
for replacement material and labor in case of pipe failure. But, even 
though this group is more correct in arriving at pipe’s price, they have 
omitted important and often neglected items — lost production time 
and wasted overhead expense due to shut-downs caused by pipe failure. 
Engineers, operating men and owners appreciative of these facts — of 
the unnecessarily high price that pipe can exact—give the same attention 
and thought to the selection of pipe that they give to machines, buildings 
and processing materials. Many of them standardize on Republic Pipe - 
because they know that they can expect the same high quality for which 


all Republic Steel products have established a world-wide reputation. 


butt weld, lap weld and 


& 
Republic produces pipe to 
meet every requirement — 


electric weld pipe of steel, 


C O R P O R A j | QO N copper-bearing steel and 
rust-resisting Toncan 


GENERAL OFFICES:---CLEVELAND, OHIO 
When writing Republic Steel Corporation for further information. please 


Copper Molybdenum Iron. 
Write for literature. 
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Goulds CID Shallow Well 
Water Supply System. 


Goulds CID Deep Well 
Water Supply System. 
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Point for point—compare a Goulds CID Water Supply System. 
See how it stands out. The experience of nearly a century is re- 
flected by the efficient design which keeps pumping costs low 
. by the unequalled quality of the materials . . . by the pre- 
cision of every part . . . by the complete range of sizes that 
enable you to meet the capacity requirements of every customer. 
These are reasons why sales have mounted steadily since 1931. 


Goulds prices are right. They are low enough to give the pur- 
chaser the greatest value for his pump dollars. They are high 
enough to give you worthwhile profits on every sale—and be- 
cause Goulds CID Water Supply Systems are built to render 
trouble-free service month in and month out these profits are not 
leached by costly service calls. 





Goulds CID water Supply Systems are sold under a policy that 
recognizes and protects the established distributor. This policy 
assures full cooperation at all times. Write today for complete 
information. 


GOULDS PUMPS, INC. 


200 FALL STREET, SENECA FALLS, N. Y. 
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THESE NEW SYSTEMS 
BRING YOU EVERY SELLING FEATURE! 


Pri. are getting wise to air conditioning. 
NEW ARCO AIR CONDITIONER Wlew Thev're learning what to ask for. They know 


oe ?, the value of scientific humidification and other 
wpplies Humidification, Ventilation, Air Cleaning, Air : - 


| | | aids to winter comfort. And they re asking for 
Cirevlotion—all the odvantages of Winter Air Con- , , 5 
~ them in the homes they build or modernize. 
ditioning . . . in connection with radiator heoting. T : , 
That's why so many Heating Men are pushing 
AEE ATA AE LLL LALO A.D ELLIO 


the new American Radiator Conditioning Sys- 
tems. They provide everything people want: 
IATOR conditioned air —humidified, cleaned and circu- 
lated: sun-like radiant heat; and abundant hot 
water for every household need. 
NDITIONING For modernization, you can sell the complete 
system; bring the heating up to date with new 
eee radiators, new boiler, and new controls, for 
greater comfort. Or. where the family already 
STEMS has radiator heating, sell conditioning alone. 
And don’t forget to use the American Radiator 
+ sai ci imac emaeneamceel Time Payment Plan that gives your customer 
The better kind of air conditioning with up to three years to pay, without down payment. 
radiant heat ... provides fresh air ven- yet gives you cash at once, when the job is done. 


tilation ... humidification... air clean- Ask your w holesaler, or mail the coupon today 
ing . . . sun-like radiant heat... air for the details. 


circulation . « controlled heat distribu- AME RICA N RADIATOR C OMPANY 
tien ... year ‘round domestic hot water, eension or AMERICAN RADIATOR & STANDARD SANITARY CORPORATION 
40 West 40th Street. New York. N. Y. 








New boilers for the small New, improved Redictors— 
tome burn oil, gos, coal entirely concealed or free 
oF coke. standing. 








aa — 
Y 
YOUR PROGRAM ON THE AIR! AMERICAN RADIATOR COMPAN i. 
LISTEN IN! American Radiator Fireside Recital 41 West 40th Steet, aenastent Radiator Con- 
Controtied venting with Arco Copper Pipe and Fit- +. @very Sunday Night 7:30 P.M. E.S.T. Send me details on — the Arco payment plas 


valves soves fuel, tings for heoting os well os WEAF-NBC Red Network. ditioning System 
heat, plumbing. 


NAIL THE COUPON TODAY ‘s: FACTS 
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Name 
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Address 
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State— DE 11-36 
City—— ' 
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STEEL BOILERS 





aterbury taxpayers 


O/ in average 
o fuel costs 


Last winter told the story. In the preceding fall the 


Board of Education of Waterbury, Connecticut, through 
M. J. Daly & Sons, heating contractors, replaced old 
boilers with Fitzgibbons R-Z-U steel boilers in a number 
of important Waterbury schools. They expected a sub- 
stantial fuel saving—AND THEY GOT IT. In spite of a 
good, healthy New England winter, Fitzgibbons Steel 
Boilers came through with lower heating costs that look 
good to the shrewd-buying city fathers of that Connecticut 
industrial center. 


This is an old story with Fitzgibbons R-Z-U Boilers 
and with the other types of Fitzgibbons Boilers designed 
to heat large buildings, and institutions. Fifty unbroken 
vears of designing and building these boilers have put 
the ingredient into them that insures ultimate fuel sav- 
ings, low upkeep, satisfactory performance. Every heating 
contractor, architect, and city official should have the full 
story, as told in the Fitzgibbons catalog. May we send you 
a copy? 


Fitzgibbons Boiler Company, Inc. 


GENERAL OFFICES: 


ARCHITECTS BLDG., 101 PARK AVE., NEW YORK, N. Y. 


Works: OSWEGO, N. Y. 


BRANCHES AND REPRESENTATIVES IN PRINCIPAL CITIES 





S R-Z-U BOILERS 
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INTERNATIONAL TRUCKS 


DOMESTIC 


Can be Bought on 
ATTRACTIVE EASY TERMS 





ENGINEERING 





AT LOW RATES 


® International Harvester has 
probably had more and longer experi- 
ence with time-pavment financing in 
the sale of its products than any other, 
corporation that you might name. 
Long before the very hireh of the 
automotive industry the builders of 
this century-old organization were 
selling millions of dollars worth of 
agric valavel equipment annually, on 
“time.” Many younger enterprises 
a" be said to have “gone to school” 
» International Harvester in the 
icine ‘ing of time payments. 
In the past 30 years tens of thou- 
sands of men have been he Iped to 


ownership of International Trucks 
by International Harvesters exten- 
sion of credit. The most liberal of the 
many partial-payment plans in the 
industry today reflect International 
policy of long years’ standing. 

Pay CASH on delivery for your 
trucks when you can, and save all 
financing charges, but when cash must 
be conserved see what International - 
liberal time-payment plan may offer 
you. Inquire as to our materially re- 
duced financing charges —\et Inter- 
nationals earn the ‘Ir Way as you pay. 
INTERNATIONAL HARVESTER COMPANY 


(06S. Michigan Ave INCORPORATE! Chicage, Illines- 


Fr: ten 
MN id 









\\ 
anen! 


~~ . : QBAtenas 


i : 



























| 
thre first Ve Cormick Reaper 


Paicks came 75 vears later 





ot | J 
a Bi y Ps 


en if ’ ‘ 
| Cyrus Hare MeConwick 
fi inded 
| International Harvest 
| 


Liberal Time-Payment Poll 














$610 for 1%-ton chassis, f.o.b. factory, are great values for 


7 for +-ton chassis 
International quality. International time-payment rates apply to every model, 
Half-Ton to big Six-Wheelers. Call any International dealer or nearby branch. 
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and opens 
the way to a 
DOUBLE - PROFIT for you 


Sell Air Conditioning—that’s what every 
home modernizer or builder wants today! 
But sell it the easy way! 

Homes heated with one-pipe steam can 
now be equipped with Hoffman Products 
that will give both Air Conditioning and 
better heating—at no greater operating cost 
than that of ordinary heating alone! 

How? Simply by equipping the radiators 
with Hoffman Vacuum Valves and in- 
stalling a Hoffman Air Conditioner, The 
fuel saved by the Valves will more than 
offset the cost of operating the Air Con- 
ditioner, 

Can you imagine a more convincing sell- 
ing story to lay before a prospect? He gets 
greater comfort because radiators equipped 
with Hoffman Vacuum Valves heat quicker! 
They stay hot /onger! And with the new 
Hoffman Six Speed Venting feature, every 
radiator can be made to heat equally. The 
system can be brought to an accurate 
“balance” that means uniform tempera- 
tures in every room, 


On top of this, cleansed and properly 
humidified air circulated throughout the 
house. Here is everything modern science 
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No. 2 Hoffman 
Vacuum Valve 























Hoffman Vacuum + 
Heating with Air 
Conditioning is con- 
sistently advertised 
im magazines exert- 
ing a powerful in- 

ence on millions 
of home builders and 
modernizers. Watch 
for Hoffman adver- 
sisements in these 

Ma £azines. 



















The Valve with the > ;N 7 
TT att mere a has devised for home comfort—at lowest 


adjustment of possible cost. Write for full information 
venting speed | on installing a Hoffman Air Conditioned 
Vacuum Heating System. 







HOFFMAN 


SPECIALTY CO., Inc. 


DEPT. RX-11, WATERBURY, CONN. 


Makers of Venting Valves, Traps, Supply Valves, 
Pumps and Air Conditioners —sold everywhere by lead- 
ing wholesalers of Heating and Plumbing Equipment. 









REAMLINE FITTINGS 
REAMLINE COPPER PIPE 









, LEAH-PHOOE 


HEN the plumber or steamfitter makes a joint with a STREAMLINE Fitting and 
Copper Pipe, there is no doubt in his mind that it is perfectly tight—he doesn't 
ve to wonder about it—he knows that it is absolutely leak and vibration~- proof. 





anya plumbing contractor or maintenance engineer has lain awake nights wondering 
those joints his men made in all that concealed work on that new building were going 
» "stay tight.” He knows that a failure with its attendant leaking water spells trouble 
xhim—particularly so, if it happens after the building is finished and occupied. It may 
wre his reputation to the extent that it may seriously affect future business —to say 
thing of the actual loss to him in dollars and cents. 


REAMLINE is a cure for all this worry—better still, a preventative for it. STREAMLINE is 
proof, vibration-proof and leak-proof—and the extraordinary thing about it is that it 
corporates its own visual evidence of a leak-proof joint—the silver proof ring. This is your 
surance that there will be no “comebacks”—it protects your reputation and your pocket 
dinsures the owner a perfect system for the lifetime of the building... and longer. 


NAMLINE has done more in maintaining the plumber in his rightful place in the 
ds of the public than any other product—his place as a first-class mechanic and not 
ihandy man. STREAMLINE requires the plumber’s skill and plumber’s tools to install. 







DIREAMLINE Copper Pipe is not commercial copper pipe. It is a greatly improved 
Moduct of uniform diameter and consistently close tolerance. 


PREAMLINE + STREAMLINE The Plumber’s  _ A Perfect 
Fittings Copper Pipe Skill = — Plumbing Installation 


fy the perfect plumbing job use STREAMLINE Copper Pipe— Connect it with 
INAMLINE Fittings. 









STREAMLINE 


PIPE AND FITTINGS DIVISION 


MUELLER BRASS CO. 
- PORT HURON, MICHIGAN 
in Conada—Canada Wire & Cable Co.. Toronto, Ont 
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When the plumber or steamfitter 
makes a joint with a STREAMLINE 
Fitting and Copper Pipe he can tell at 
a glance that the joint is leak-proof 
and permanently tight, by the ap- 
pearance of the solder as a complete 
ring at the end of the fitting. Py 
visual evidence of wort eli done. — 














JOINT HEIRS of YOUR GOOD WILL 


. Good feeling is never bestowed upon the un- 
oF deserving. Faithful performance alone fosters 
appreciation. Never off-guard, never neglectful of 
duty, Square GEE” Rapidseal CopperTube SolderType 
Fittings are certain to enlarge and fortify the respect 
you have accorded their worthy partners. Embodying 
true breed Square “GEE” qualities, Rapidseal Copper 


THE GRABLER MANUFACTURING COMPANY 


6565 BROADWAY ® CLEVELAND, OHIO 


Worehouses: NEW YORK «+ CHICAGO «+ PHILADELPHIA 
LOS ANGELES « SAN FRANCISCO « DENVER 


SQUARE 


MALLEABLE, CAST IRON 


Tube Solder Type Fittings having wall thicknesses 
closely approximating that of the tubing make possible 
‘exceptionally rapid heating with the torch and corre- 
spondingly rapid cooling after the joint is soldered. 
This reduces installation time. Rapidseal Fittings are 
expected to become joint heirs of your good will. Order 
them through your wholesaler. Write for Catalog. 


The Square “’GEE”’ Line Includes: 


STANDARD AND EXTRA HEAVY MALLEABLE FITTINGS © STANDARD AND GROUND 
JOINT UNIONS « RAIL FITTINGS © STANDARD CAST IRON STEAM FITTINGS # STANDARD 
AND PATENTED CAST IRON DRAINAGE FITTINGS © STANDARD AND EXTRA HEAVY 
BRASS FITTINGS © BRASS UNIONS « STEEL AND BRASS NIPPLES «© HANGERS * 
FLOOR AND CEILING PLATES © RAPIDSEAL COPPER TUBE SOLDER TYPE FITTINGS 


“BEE” 
Fittings 


DRAINAGE, BRASS, COPPER 
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CHICAGO FAUCET NEWS 


Vol. 5, No- 1 








© Issued Monthly by The Chicago Faucet Co., 2700-22 N. Crawford Ave., Chicago, III. 








All parts of Chicago Faucets subject to wear are incorfPorated 
ardized, removeable, interchangeable operating unit and ar 
renewable as an electric light bulb. 
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THE NEW AND IMPROVED 


BROWNIE 


SHOWER HEAD 









EL 


Besides the No. 620-B, shown 
at the right, the Brownie Shower 
Head is available in the three 
other types described below. All 
are finished in either nickel or 
chromium. 












With ball joint, 
; Y4-inch iron 
pipe size 
shower arm 
and wall flange, 
complete ready to install. 


No. 620-C 
Rigid type, no 





























bed i, inch No. 620-B Brownie Shower Head with Ball Joint a 
iron pipe fe- First introduced in 1931, the Brownie Shower Head come chgge 
male. This :; ' ; 
model retains ‘*WePt into immediate favor. Since then it has been ° 
the straight cyl- paid the high compliment of widespread imitation. Self-cleansing. Simply 
indrical shape. Yet it still maintains its leadership. And now, with- loosen face plates and 
: out increasing its price, we have given it anew and |/""" | 
No. 620-D e | more pleasing design. Its new shell is brass, conical, | 
Rigid type with i gracefully tapering up from a hexagonal face. Face aa 
institutional pat- plates now move forward even further than formerly, e 
tern 4-inch square thus making flushing still more quickly effective. Saves 25 to 50 per 
—= ‘ce 2 In short, the Brownie retains all of its well-known ae SO ae 
inch iron pipe operating advantages, plus increased eye-appeal. —_— 
female. Order your sample today. 












Nou (felter than Ever 























—————————— 
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pc ow la gemg Ms , aie | he Heat out of control can’t possibly make for com- 

through recognized wholesalers. " ie fort in the home. For true comfort heat must be 
kept constantly under proper control. SLATER 
Dual Float Vacuum Regulator Valves play a vital 
part in performing this function. By reason of 
their basically sound, scientific design and con- 
struction, SLATER Valves make it possible to 
properly equalize the one pipe system. They so 
control the heat as to make home comfort simply 
a matter of course. 











When installed on every radiator in the system, 
SLATER Valves serve a two-fold purpose... 
they provide a measure of comfort for the house- 
holder which he could never hope to secure from 
ordinary valves ...and they put the heating con- 


. ; 7 tractor in line for a more substantial margin of 
Above is the No. 1A @ : , | 
SLATER Non-Vacuum profit per job. 
Valve. At left is the e* 
No. 24 SLATER Vac- a 
uum Valve. Two of a ei The cross-section view of the SLATER Valve 


— of race % ~=«which appears at the left tells the heating man a 
more graphic story than a hundred words of de- 
scription. Study it. See if you won’t agree that, 
in the SLATER Valve, science has contributed 
much toward making this the perfect vacuum and 
air valve... an air valve you would not hesitate 
to recommend to all your customers. 








STUDY THESE SLATER i a 

Peeyewes: ) om =6There’s a SLATER Valve to meet every air valve 
A — Vent Lock — Prevents y requirement ... and also to overcome every price 
Tampering with Adjustment. Pac oar lili : initia, eis 
peg 4 o-oo de, restriction. Decide now to specify valves from the 
Regulator. C—Large Orifice. i SLATER line for all your heating jobs. Order 


D—Upper Corrugated Float ' F N TR l alwme . , atin 
(Open to Atmoaphere) E— a = SLATER Valves through your wholesaler. 
Float Guide. F—Lower Float 
(Thermostatic Control). G— 


Adjustable Syphon. 4 & / 
5 eee ee SLATER MFG. & ENGINEERING CO. 
24 WATER STREET, WAKEFIELD, MASS. 
SMITH & DALE, ¢s;‘starrsiacct BOSTON, MASS. 
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DUAL-FLOAT 
VACUUM REGULATOR 
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Now “— PIERCE Exclusive Features 
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FIRED BOILER 












Cutaway view 
showing how 
water surrounds 


— an Exclusive Features 
—_ Give Better Heat Absorption 
RESENTING another new member of the famous Pierce 
line—combining exclusive Pierce features in a boiler SIMA S 
especially designed for Stoker firing. Uses any stoker for A)U(OU ED Water surrounds the 








hard or soft coal. Provides 1,000 to 2,000 square feet of Sie y}\URT flame. Radiant heat 
installed steam radiation. Tio! a jp. is effectively captured. 
Direct or radiant heat from the fire is fully absorbed by 
the water-backed walls on all four sides of the flame. Maxi- 
mum heat from the burning gases is extracted by 4-way heat 
travel through narrow flues equipped with “Stayclean” fins. 
5 ' qepP y 4-Way Heat Travel 
Instantly responsive to the action of the stoker flame, the 
Pierce Boiler is ruggedly constructed . . . easy to clean. 








No heat losses. 











Efficient operation and satisfaction guaranteed by 97 years Note how the burn- 2 SS 
of Pierce heating experience. ing gases are drawn Ss : 
Mail the coupon today for complete information. through narrow flues S233))) 
which fully extract oman. 
PIERCE-BUTLER RADIATOR CORP., Syracuse, N. Y. the heat units. re) » 
Conversion Oiland Gas Boilers Oil-Burning Boilers - - 
Ames High Pressure Boilers Stoker-Fired Boilers 
Ames Una-Flow Engines Steel Boilers 
Coal-Burning Boilers Radiation tmasensnLanaonocooaem™ - “_ 
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Pierce-Butler Radiator Corp. e 
701 Nichols Ave., Syracuse, N Y. 


Send me, without obligation | 
- Folder and full information on Pierce Stoker Fired 
~ Boiler. | 

- Pierce Catalog showing your complete line of heating 
a equipment. 


STOKER-FIRED BOILER 


Mail this coupon today» 


Address. - - 
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— of HOMES and FARMS 
tbe! | fodernized With Running Water 


st nin = en snee aie 


It won't be long until fall has slipped into winter and cold weather will be with 
us again. 


Prior to this time, the opportunity to sell and install Myers Water Systems 
should be taken advantage of by Myers Dealers and Distributors everywhere. 


Rural electrification and the desire to banish pumping and carrying water, 
using outdoor toilets and other inconveniences are uppermost in the minds of 
country and farm folks. 


Don't overlook this splendid market. Sell and install Myers Water Systems 
while prices are still so favorable. There is a style and size for every service. 
Hand, engine or motor power—shallow or deep wells or cisterns—capacities 
up to 10,000 gallons per hour—regardless of customer demand there is a de- 
pendable Myers to meet it. 


Your inquiry will receive prompt attention. Write or wire. 
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F.EMYERS & BRO. £9: 


ASHLAND, 


PUMPS- WATER SYSTEMS -HAY TOOLS-DOOR HANGERS 
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UY SPEAKMAN 
You Get Wore Doller Value! — 
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Construction of Speakman Hi-Seat Built-in Wall Valve. Some 

features of this valve which give that extro value are 

Renewable high seat, easily accessible; extra heavy, short 

valve stem—to insure accurate seating; oll ports subject to 
' wear renewable from face of woll. These ond other feotures 
ore fully described in the broadside entitled, What Do You 
| Get When You Buy Plumbing Fixtures?” 





a can make good looking 
plumbing fixtures, and judging 
from appearance alone, it is often 
difficult to make a choice between 
various lines of fixtures. But if you SIDE SHOWS HOW 
buy showers and fixtures by name, TO BUY QUALITY 
which is the correct way, look for PLUMBING FIXTURES 
the name Speakman. Then you can SEND FOR IT 
be sure of quality construction, 
careful workmanship and modern 
attractive design. 





THIS BROAD- 












SPEAKMAN COMPANY 
Wilmington, Del. 


— Quality Fixtures Since 1869 


K.2634M—Speokman Built-in Metaline 
Heavywote Shower. 


SPEAKMAN SHOWERS & FIXTURES 
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EVERY SECTION in EVERY RADIATOR in EVERY ROOM FULLY 
HEATED—SIMULTANEOUSLY BY PERFECT BALANCING 
EXTRA COMFORT THAT EARNS EXTRA PROFIT 


INSTALLING— 










Either 
Regular Venting 
or Vacuum 





Valves 











(ORIFICE CONTROL | 
AIR VALVES 


ARMORED CAP PREVENTS tam- 
pering— 

NO SEALED FLOAT to crush or f 
rupture. Lifelong Bi-Metallic oper- 
ating mechanism. 
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NEW YORK AIR VALVE CORPORATIO 
611-621 Broadway, New York City 
Gentlemen: Please send us special introductory offer and ‘iu@v<¢ literature. 
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Newest model Whitehead 25" Series 
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Monel cabinet sink. This model combines life-time 
beauty with life-time convenience: it’s planned to do just that. 


-puts FRESH LIFE into Sink Sales 


Latest Whitehead design spotlights ‘“‘we-want-it”™ 
features in Monel comfort model 


ERE, Mister, you hold my coat . . . 

I got to tear loose about this new 
est Whitehead baby . . . the sink that 
packs more “I-want-it-now” than a 
Christmas tree. 

This time Whitehead let himself go. 
Put out a sink that bristles with enough 
selling points .. . enough land-the-con- 
tract points... to make it a seller if it 
was made of lead! 

It’s got more good looking lines than 
a gal in a Hollywood bathing suit. It’s 
loaded with come-hither features that 
nestle right down next to mama's heart 
till she can’t get along without it. 

F’rinstance that anti-backache loca- 
tion for the bowl—that gets the ladies 
right where they live. 

By actual count you can find a half a 
dozen other itch-to-own features if you 


don’t even mention MONEL.* 





But now you do mention it, let’s re- 
mind you that here’s a sink you cant 
chip, can’t peel, can’t keep from looking 
good-looking from now to the end of 
the chapter. Rust? You know it can't. 
Corrosion? That’s a laugh. 

And... whisper this one, Mister. . 
it’s the sales-opener for a whole kitchen- 
ful of Monel that you can sell, all with 
enameled-steel cabinets by Whitehead, 
just waiting and ready for you to move 
them into place. Also you Il be inter- 
ested in the quick-and-easy installation 
features of the new sink itself. It saves 
a heap of barked knuckles and cussing 
when you re connecting up. 

Want prices? Dimensions? Details, 
such as left- and right-hand models, 


MONEL. 





v » 

) 
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New-Born Features 

1. No-back-strain bow. 21, 
from front edge. 

2. All-steel under-construction. 

. Pedestal faucet, mounted on 
sink deck. 

i. One-piece back, either 1!/, 
or 8” high. 


- 


5. Soap dish and glass holder 
stamped in deck 











louble-bow!] models, etcetera? Drop 

line to Whitehead. 304 Hudson Street. 

New York, N. Y. And tf you act now. 

theres still time enough to make it a 

Merry Christmas torthe missusand kids 
co * 7 

THE INTERNATIONAL NICKEL 
COMPANY, INC. 

67 WALL STREET NEW YORK. N. ¥ 
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EASY 10 INSTALL—HARD 10 CORRODE 
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No.18 


Easy to install—hard to corrode. That's a real trib- 
ute to a ballcock. But that’s only part of the features 
of this fine No. 18. It was designed to give double 
satisfaction: for your customers, we made it quiet, 
efficient, long-wearing, and easily adjustable to all 
kinds of pressures and tanks. For you, we made it 
easy to install and service, sure to give satisfaction 
and thus increase your good reputation wherever you 
install it. It is real M-VB quality all through. 
















Your jobber can give you details and prices—No. 18, 
although a quality product, is priced in the popular 
range. A letter to the address below will bring you 
the complete M-VB catalog, with all the latest addi- 
tions to this famous line. 
























l. Even at high pressures, it takes a standard 4” x 5” 
float. 


2. A powerful, new condensed leverage makes it easy 
to install in close tanks, easy to get at the reg- 
ulator. 





3. Hard rubber regulator cuts down corrosion, pre- 
vents freezing. gives plunger full bearing in 
rubber for its entire length. 


4. Adjustable to absolute silence at pressures from 
200 to 5 pounds. Fills the tank quickly. 


5. Thumbscrews are cast bronze, typical quality con- 
struction. 





MORENCY-VAN BUREN DIVISION 


SCOVILL MANUFACTURING COMPANY 
STURGIS MICHIGAN 


A Complete Line of Closet Tank Fittings 


——— 











18 &@ NATURAL 


Beeause it is the only really 


cleanable water heater. 


Because it is the most carefully 


engineered and manufactured. 


Beeause it inhibits lime ... it’s 


almost non-fouling. 


Because itis allcopper and bronze 


-.-there’s no rust and corrosion. 


Because it is the lightest heater 


per gallon of capacity. 


Because it is built for up to 150 


pounds service water pressure. 


Beeause it is so obviously right 
in principle and so right in ap- 


pearance that everybody “falls* 


for it—on sight. 


Adams Kleen-Tube Water Heaters are built in a complete range of 16 sizes, from 40 gallons to 800 gallons 


rated capacity. They are rated according to 


conservative. 


conventional practice, in terms of gallons 


per square foot of copper. But actual tests show that Kleen-Tubes consistently exceed rated capacity. 


ADAMS ENGINEERING COMPANY, Inc. 


2607 Wentworth Avenue -* 


Chicago 
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Hot Water Heat 
BETTER with the 
CIRCULATOR 


HE Minneapolis-Honeywell water circulator speeds 

















































up the delivery of hot water to radiators and elim- 
inates the inherent lag of hot water heat. Remote 
radiators ordinarily hard to heat are maintained at the 
correct temperature because circulation is stepped up 
to as high as 400 feet per minute. Exclusive features, 
such as sealed oil reservoir, and quiet, spring mounted 
and Duprene cushioned capacitor motor, make the 
Minneapolis-Honeywell water circulator the last word 
in circulators. They are available for 14”, 2’ or 3“piping. 
Minneapolis-Honeywell Regulator Company, 2801 
Fourth Avenue South, Minneapolis, Minnesota. 
Branch and distributing offices in all principal cities. 





In Canada: Minneapolis-Honeywell Regulator Company, Ltd., 117 
Peter St., Toronto. European Sales and Services: N. V. Nederlandsche 
Minneapolis-Honeywell, Wijdesteeg 4, Amsterdam — C, Holland 


Dependable Controls Cost Less Than Service 


MINNEAPOLIS 
HONEYWELL 


Control Systems 


BROWN INSTRUMENTS For 
INDICATING, RECORDING AND CONTROLLING 
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THOUSANDS OF 
NEED THE VENT 


ORIGINATED BY 
THE CREATORS OF 


“BALANCED RADIATION 
BY CONTROLLED VENTING” 
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New Profits for You 
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ONE-PIPE STEAM JOBS 
F RITE BALANCER 


BACKED BY 

A STRICT SALES POLICY 
THAT PROTECTS YOUR 
INTERESTS AND PROFITS 














VENT-RITE No. 4 I.V.S. 











The VENT-VAC SYSTEM 


A POSITIVE IMPROVEMENT IN OPERATION FOR 
ONE-PIPE STEAM SYSTEMS 


The Vent-Rite Balancer operating in conjunction with Vent-Rite No. 2 
Vacuum Valves creates the Vent-Vac System, which elevates the One- 
Pipe Steam Job to a Dominating Position in the heating industry. 


The Vent-Vac System Positively Insures: 
|. The controlled distribution of steam as it is generated, so 


that ALL RADIATORS ARE HEATED AT THE SAME 
TIME ON EVERY FIRING CYCLE, 


2. A further controlled B.T.U. distribution, under vacuum TO 
ALL RADIATORS IN PROPORTION TO THEIR RE- 
SPECTIVE HEAT LOSSES. 


This drastic improvement in One-Pipe Heating permits you to sell One- 
Pipe Jobs with a New Confidence and Positive Guarantee of Satisfac- 
tion. Write for your copy of ‘Revolutionizing Steam Heating.” 


COMPLETE LINE OF ELEVEN VENT-RITE VALVES 


Moderately Priced—is available to meet every venting requirement. 
Their Wide Venting Range and Tamper Proof Adjustment Improve the 
Operation of Any One-Pipe Steam Job. 


VENT-RITE CONTROLLED VENTING IS BASICALLY “RIGHT” 


The correct venting rate for each radiator in a system that will insure Positive Con- 
trolled Distribution of steam, CAN NOT BE predetermined. It requires actual regu- 
lation after installation to Balance” that particular system on which the installation 
is made. 

The venting orifice of Vent-Rite Valves therefore, is not split or divided into a few 
sizes of venting holes, but expressly provides as many as 540 venting rates by means 
of a modulating valve construction. This venting range, from entirely closed to the 
full open position of a 1/16 inch diameter orifice, is ample to Balance and Control 
the distribution of steam to any number of Radiators. 

Thus, Vent-Rite Valves, set by the Heating Contractor, make Controlled Distribution 
a practical feature regardless of the Number of radiators, Sizes, Locations, or Pressure 


Carried. 
ANDERSON PRODUCTS 


INCORPORATED 
CAMBRIDGE MASSACHUSETTS 








VENT-RITE No. 5 





VENT-RITE No. 6 I.V.S. 








AIR-FLO No. 33 
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CiB-cd) Fittings are Accurate 






















Rigid and inflexible because they are cast, NIBCO cop- 
per fittings retain the accuracy of the machining operations 
which establish roundness of openings and exactness of 
angles. They may be kept in bins or boxes, or carried in a 
pocket for that matter, without any necessity for a correct- 
ive operation before use. The rugged strength of NIBCO 
fittings makes the job more substantial, and gives it the 
stability of appearance that is frequently important. 


Copper plumbing has public acceptance for its superior- 
ity, and NIBCO fittings have been designed with that high 
standard of quality always in mind. Ask your jobber about 
them. Flared tube or solder fittings are available in addi- 
tion to the new solder fittings for waste and vent lines. 
The NIBCO line—always a leader in the field of copper 
plumbing—meets every need. 


NORTHERN INDIANA 
BRASS COMPANY 


ELKHART, INDIANA 





ENGINEERING November, 1936 





























DOMESTIC 





November, 1936 


The Compensating Thermostat, as you know, differs from the 
conventional thermostat (for convenience here called the Plain 
Thermostat), in that it utilizes a small heater element to react 
on the blade, breaking the heating circuit before air tempera- 
ture reaches the thermostat set point. 

These two types (Plain and Compensating) were tested 
under identical conditions for comparative accuracy in main- 
taining room temperature at a given set point. 
Tests were run, not in the laboratory but in 
a residence occupied by a Detroit family. 

The Plain Thermostat was set with labora- 
tory precision—far closer than would be 
practicable in normal service. The tempera- 
ture chart on the left shows exactly how this 
instrument behaves. Notice the total varia- 
tion of 6°—2° under and 4° over the set point. 
Also, the length of the burner's operating 
cycle—approximately 70 minutes on and 15 
minutes off. The heavy line at the top of the 
chart shows the periods during which the 
burner was on. 

The Plain Thermostat was then replaced by 
a “Genuine Detroit” Two-Eleven Compensat- 
ing Thermostat but without any other changes 
in the set-up. The temperature curve on the 
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right shows how evenly room temperature was held by this 
instrument. At no time did it differ by more than half a degree 
from the set point. And instead of a few long operating 
cycles, there were a number of much shorter cycles ... ap- 
proximately 15 minutes on and 5 minutes off. 

It is apparent that Plain Thermostat control produces high 
peaks in the temperature curve, which represent not only 
discomfort from over-heating, but an appre- 
ciable waste of fuel. Likewise, the valleys in 
this curve show periods of discomfort from 
under-heating. With Compensation both 
peaks and valleys, both discomfort and waste 
are eliminated. 

With the Two-Eleven Thermostat you can 
have perfectly even temperature regulation 
as illustrated above. Or if for any reason you 
prefer longer heating cycles with some varia- 
tion in temperature level, that is equally 
available. The Two-Eleven is the only unit 
which will give you any desired degree of 
compensation and heating cycle without 
changing the thermostat itself or some of its 
elements. Simple adjustment of the heater 
element provides this wide variation. 

* For complete details ask for Bulletin 86. 


NEW YORK, N. Y.—40 West 40th Street? 


DETROIT, MICH., U.S. A. DetROIT | UBRICATOR TZ CHICAGO, ILL. — 816 S. Michigan Ave. 


5900 Trumbull Avenue 


LOS ANGELES, CALIF. — 3720 Crocker Bivd. 


DIVISION OF AMERICAN RADIATOR & STANDARD SANITARY CORPORATION 


Canadian Representative — RAILWAY AND ENGINEERING 


SPECIALTIES LIMITED, Montreal, Toronto, Winnipeg 






























ONE SURE WAY TO EXTRA SALES 


hath 


tHE KOHLER 
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SHOWER BATH 














FOOT BATH 


@ Kohler three-way sales appeal . .. three-way 
utility — that’s why the 3-Way Metric Bath is 
80 easy to sell. 

The Kohler 3-Way Bath is an all-purpose 
bath: safe, easily controlled mixer for shower- 
ing; a wide built-in seat — popular with old 
folks and children for foot bathing; and a regu- 
lar full-length tub for bathing and soaking. All 
three in one fixture which fits the usual bath- 


room recess. 


You can sell the 3-Way Bath alone or as part 
of a Kohler Matched Set with a harmonizing 
closet and lavatory. The beautiful design goes 
well in any bathroom. Kohler engineered 
efficiency guarantees long, trouble-free use. 

The 3-Way Bath is a tonic for any Master 
Plumber’s business. Why not pep up your own 
profits? Write for details to Kohler Co. Founded 
1873. Kohler, Wis. Shipping Point, Sheboy- 


gan, Wisconsin. 








PLUMBERS’ 
PROTEK POWDER 


A powder paste that gives real protection to the 
surface of fixtures during installation. Easy to 
apply and remove. 


HELPERS BY KOHLER 


AVERTOR BRACKET 


For all built-in baths. Fastens securely to stud- 
ding. No water seepage into wall. Less chance 
of cracks in plaster above rim. 





KOHLERoOoFKOHLER 


PLANNED 





PLUMBING 


AND HEATING 
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TUB BATH 
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CADWELL AIR VALVES 


That faulty radiator valves are a serious detri- 
ment to the entire heating system, is a fact well 
known to heating contractors. These men can 
appreciate the importance of efficient, dependable 
air valves to the satisfactory performance of the 
heating system as a whole. That’s why so many 
of these men recommend CADWELL Air Valves 
for each radiator on the line. For better results 
on your heating jobs why not follow their example? 
The CADWELL line is complete . order your 
supply through your wholesaler today. 









CADWELL No. 10 ANGLE TYPE 
THERMOSTATIC AIR VALVE 


This valve is positive in action. It is 
completely thermostatically controlled. 
Furnished also in bottom outlet types 
which are available in %” and 4” and 
%” x %” sizes. 


CADWELL No. 50 ANGLE 
TYPE VACUUM AIR VALVE 


The No. 50 Vacuum Air Valve 
equalizes the one-pipe steam 
tem. It is also furnished in bottom 
outlet type either 4” or %” x 
%” size. 


SYS- 











No. 10 PERFECTION FLOOR 
AND CEILING PLATES 


One of a complete line of floor 
and ceiling plates which we also 
manufacture. These are available 


in many styles and aizes. 

Copper Service Tube Plates in 

No. 10 Type supplied in s‘zes 
34” to 2” inclusive. 
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CADWELL No. 435 SYSTEM FOR 


HOT WATER HEATING 


which departs from the 
A positive system 


A complete unit in itself 
conventional type of equipment. 


which properly protects the boiler and keeps the 
system balanced with water. Has no springs to 


hamper its operation. It keeps expansion pressure 
in the system. This type of expansion tank is a 
necessity on every hot water heating job. May be 
used with or without any type of control valve or 
water circulator. Substantial savings in time and 
labor are effected by contractors who install the 
No. 45 system. 


A self-closing 


seat 
pressure. 


hot water boiler. 


sists of feed valve, 





all in one unit. 





" 


No. 25 


No. 5 
CADWELL No. 75 PRESSURE AND 
TEMPERATURE RELIEF VALVE 


This is a competitive type relief 
valve meeting the requirements of 
the limited budget. It is of the 
fusible plug type and does not in- 
clude self-closing feature. 


CADWELL No. 35 DIAPHRAGM 
TYPE PRESSURE AND 
VACUUM RELIEF VALVE 


Here is a dependable relief valve 
which is ideally suited for use 
where a temperature relief valve is 
not necessury. 





No. 75 





relief 


¢ 


type 


int 


3 HOT 


valve, 


CADWELL No. 25 TEMPERATURE. 
PRESSURE, VACUUM RELIEF VALVE 


diaphragm 
valve for range boilers. 


relief 


Has only one 
and this is governed by 


ernal 


Highly encorsed and recom 
mended by public safety authorities. 


CADWELL No. 
WATER CONTROL VALVE 


For feeding the water supply to the 
It is guaranteed to 
relieve system of high pressure. 


Con 
ball 


check, screen and back pressure valve 




















WE ARE MANUFACTURERS 
cialties. Detailed information on items shown 
line will be supplied upon request. All are sold 
channels. 





through 


of a complete line of heating spe- 
and on other products in the 


regular wholesale 





tablished 
IS94 
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HOW TO CAPITALIZE ON 


Humidifying Radiator, © hat if you had to sell heating systems not 
for cash but for so much per B.T.U. they'd 


Large evaporating ca- 


pacity in small space. 





Cabinet enclosure. deliver per pound of coal. You’d be extremely 


Easily, quickly installed, = careful about picking your boiler, wouldn’t you? 


replacing ordinary radi- 


Stleas Preutioatiy ae Why not, then, sell your customers heating 


a systems whose economy you can at least guar- 
antee! There’s no sales argument like it! And 
that’s just what you can do with the Crane 
line. There are scores of letters in our files 
from users stating that Crane boilers use less 
fuel. And laboratory tests show the same 
thing. Such economy is something you can 


take out and sell! 





Crane boilers have 50 per cent more hori- 
zontal “ceiling” heating surface over the hot 
gases than ordinary boilers. Patented baffles 
constantly direct the water to the most eff- 
cient heating areas. [This saves heating dollars 
in amounts big enough to count! 

yp tei tet tins es ai Crane Heating Systems include boilers for 


matic firing. The SO & W O has super- 


efficient extended ceiling surface. For 


coal (hand or stoker-fired), oil or gas, for the 
lass etiiiaints Leatiatia: operation of steam, hot water, vapor or vac- 


° uum systems, with or without air condition- 


Crane Round Boiler for Coa! Burning— 
the boiler with 24 radical improve- 
ments which result in substantial econ- 
omies and great ease of tending. 


Readily adapted to oil burning. 


Directed Radiation. Invisible shields 
direct heat outwardly into room, mini- 
mizing ceiling-floor temperature differ- 


ence, protecting walls, etc., from smudge. 
































ing. You have your choice of Directed or Con- 
cealed Radiation plus the Crane Humidifying 


Radiator. 


Ask your Crane salesman or write today 
for details of Crane co-operation in the 


sale of Crane Heating Systems 


CRANE 


CRANE CO., GENERAL OFFICES: 836 S. MICHIGAN AVE., CHICAGO, ILLINOIS © NEW YORK: 23 W. 44TH ST. 


Branches and Saies Offices in One Hundred and exty Cities 


VALVES, FITTINGS, FABRICATED Pere, PUMPS, HEATING AND PLUMBING MATERIAL 





iL WATTS 
nODUCTS 


RE.. 








Watts engineers build for 
service and permanency. 
Every unit of the extensive 
Watts Line is designed for 
easy access and quick, 
inexpensive installation. 
Every unit is a “danger 
spot’ eliminator. There is 
asale possible, for some 
article of Watts manufac- 
ture, in every home .. and 
once installed Watts units 
satisfy and stay sold. 


Boost your prestige and 
bank account by featur- 
ing Watts products. 





aa 


450 
HOT WATER HEATING 
UNIT 


Built of composition BRONZE and 
ether high grade materials. A 
completely efficient, low priced. 
ge unit built to Watts stand- 
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Put punch into your sales... 
extra dollars into your pocket 


Snap into the attack with ammunition to make a clean-up. . 
concentrate on the Watts Line, the most complete line of Pres- 
sure Regulating Devices; Reducing Valves; Feeders; Low Water 
Cut-offs and Circulators, produced by any one manufacturer 
in the world. 

If you are not already handling, or acquainted with, the Watts 


Line write at once for complete information. 
-_ 





NO. 20 
PRES -TEM -VAC 


Pressure, Temperature 
and Vacuum Triple Duty 
Relief Valve. Completely 
accessible. 








“7s 
aetna’ 
tad : 


an 3 
NO. 4OA 
AUTOTHERM 


al Fully Automatic 
_ Pressure and Tem- 
perature Relief. Au- 


a 
NO. 60 tomaticcily relieves 


Gauge glass type Boiler Wate: and re-seats. Has 


Feeder. For boilers up to 5,000 a pane 8 
sq. ft. Maximum steam pressure The Relief Valve of 


25 Ibs. 
















the future. 





REGULATOR 
C PANY 






















A perfect pass brings the stands to its feet. But unless 
a team-mate catches the ball that pass is wasted... 


Likewise in heating: The finest burner ever built can only 
make heat economically . . . then it's the boiler’s job to catch 
that heat and put it to the useful work of warming the building. 


Backed by more than 60 years experience, Kewanee 
Boilers for automatic firing are designed to get the best out 
of oil or gas burners. And they do. .. 


One of the reasons why there are more Kewanee’s in good 
buildings than all other steel heating boilers. 


Get the facts about Kewanee Boilers what they will do 


‘ | : ' 
high quality ... low cost and easy replacement financing pi 
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‘| Sell BOTH the Colonel’s Lady... 


~~ 


and Mrs. O’Grady age<ae 








WARCO 2M MASTER ADJUSTABLE 
VACUUM VALVE 
WARCO 2J JUNIOR ADJUSTABLE VACUUM VALVE The supreme achievement of the air valve field. For 


A highly efficient Valve specially designed PATENTED adjustable feature and simpli- homes that want nothing less than the finest. With the 
for jobs where price is an important con- fied 4-speed venting control. Also supplied exclusive Warco “‘2 in 1" construction. Also available 
sideration. Equipped with the Warco in Non-Adjustable type. in Non-Adjustable type. 





EET the two stars of the Warco line. These two unusual Vacuum 

Valves, both equipped with the PATENTED Warco Adjustable 
venting ports and the famous Warco simplified 4-speed venting control, 
are outstanding in sales because they're outstanding in RESULTS. Each 
represents the greatest value in its field. 





The Warco 2M Master Vacuum Valve is proving a sensation everywhere. 
lt is the ONLY Valve that vents and vacuumizes in two independent 





operations. It vents and vacuumizes FASTER and MORE COMPLETELY. The PATENTED Warco Adjustable cap. Foolproof. 
It is the last word in providing controlled heat distribution and fuel Simplest to operate. No nuts to loosen. Venting ports 
economy. {Reduces fuel costs 25% to 33'3%!) always visible . . . and accessible. 





The Warco 2J Junior Vacuum Valve is lower in cost, but tremendously 
efficient; gives long and satisfactory service. With the Warco line, 


you're equipped for every selling opportunity, large or small jobs, THE MOST COMPLETE LINE OF 
large or small homes. VALVES ON THE MARKET 
W. A. RUSSELL & CO., Grand Central Terminal Bidg., New York, N. Y. The Warco line is really complete, in all the 


word implies. Air and Vacuum Valves, Adjusta- 
bles and Non-Adjustables, for both radiators and 
mains. A Valve for every purse and purpose 


















Warco, 


MAKE WARM FRIENDS Tenrep 





F 5 ‘Free 


Illustrated catalog showing complete 
Warco line sent on request. WRITE 
FOR IT. 
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HUMIDIFYING 


with Raydiant Radiator Heat 
is EASY...PRACTICAL...and SAFE 


Weil-McLain Humidifying Radiators unlock for you the vast market that can 
never be touched by high cost humidifying equipment. Weil-McLain Humidi- 
fying Radiators are priced but little higher than conventional radiators, yet 
they give you something far better and easier to sell—because they give your 
customer the vital 90% of winter air conditioning—heat and humidity— 

for very little more than the cost of heat alone. They may be had in 


hand-fill or automatic types, as follows: 





HAND-FILL HUMIDIFYING RAYDIANT 


® Aluminum hand-fill humidifying pans are 
supplied for all heights in both single and 
double vectant Raydiant Cabinet Radiators 
During the winter months when the natural 
relative humidity of heated air is low, these 





EAT-CHAMBERED FLOAT VALVE AUTOMAT- 
UMIDIFYING ICALLYS E 
NIT , WATER 
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MER- 
UNIT 1S PART OVERFLOW 
OF RADIATOR DRAIN TUBE 
Illustration shows assembly of humidifying 
unit in the Raydiant concealed-type radiator. 
Assembly is the same in the cabinet-type. | 





Illustration shows conceaied-type Raydiant 
Automatic-Fill Humiditying Radiator with 
access door open. The cabinet-type <s fur- 
nished without this door. Top cover of Cabi- 
net Radiator provides access to humidifier. 











excessive air dryness. 


pans provide an inexpensive means of increas- 
ing the moisture content of the air and relieving 


Evaporation of the water from the pan occurs 
when there is heat in the radiator. Thus in the 
coldest weather, when the indoor relative hu- 
midity is lowest, more evaporation takes place. 

Pan is filled from front of radiator through 
convenient trough that extends from pan to 
grille opening or by lifting top cover of radiator. 
Pan is removable for occasional cleaning. 
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Cut-away rear view “ 

showing evaporating a q 
pan in Cabinet Raydiant © 


Pans are furnished in sizes determined by 


the length and width of the radiator. 


AUTOMATIC-FILL HUMIDIFYING RAYDIANT 


@ The Weil-McLain Automatic- Fill 
Humidifying Radiator is a combination 
of a Raydiant Radiator and a heat-cham- 
bered humidifying unit. In the assembly 
the humidifier becomes part of the radi- 
ator Whenever there is heat in the radi- 
ator evaporation takes place. Because of 
its heat-chambered construction, the 
evaporating capacity of the unit is greater 
than that of ordinary pans. 

Water is automatically supplied to the 
evaporating unit and held at a fixed level 
by a float-regulated valve. An overflow 
drains off surplus water, should the valve 
at any time fail to hold the water at the 
proper level. 

Only two connections, one for the water 
supply and one for the emergency over- 
flow, are required in addition to the régu- 


lar radiator connections. Ten feet of flexible 
copper tubing and a needle valve with 
clamp, which is attached to any conven- 
ient pipe of the domestic water system, 
are furnished to make connections for 
humidifying easy and inexpensive. 


Under ordinary conditions a single unit 
will provide practicable humidification for 
the average six- to eight-room house. If 
more humidity is desired, an additional 
Raydiant Humidifier may be installed. 
Since moisture spreads to all communi- 
cating rooms by diffusion, the Humidify- 
ing Radiator may be placed wherever 
convenient. Write Weil-McLain Co., 
General Offices, 641 W. Lake St., Chicago, 
for complete details. New York Offices, 501 
Fifth Ave. Radiator Division, Erie, Pa. 
Boiler Division, Michigan City, Ind. 
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...the Self-Selling 
Features of the 


ELECTRIC SUMP PUMP 


Even in a very brief demonstration, the trouble- 

saving features of the Imperial Floatless design 

tell their own story... They sell themselves with 
hardly any explanation. 


The long-standing handicap caused by sediment 

in the water is now at an end... The customer 

sees at once that a clogged or leaking float 

cannot cause stoppage with this design, as 
no float is used. 


The method of level-control gives absolute pro- 
tection against interrupted service caused by 
sediment ... Two electrodes start and stop the 
motor at any water-level required ... Other 
advantages are equally obvious to your prospect: 


EXTRA-LOW PUMP-DOWN: 
less than 3 inches from the pit-floor...a 
great improvement over 12 inches, about the 
limit with float control. An even lower level 
t-9 oLey-1:) 00) (- Moh mbecl-losel- Me) MoteMotth elileta mk at iel eh 


SIMPLIFIED CLEANSING: 
no float to prevent raising the strainer to 
the top of the shaft for cleaning ...a vital 
factor toward dependable action. 


200M oy coy e¥A- Mb alt-10(-1-1:) ele) ot-it at leit le): MEME} ol-Tet lod 
shaft bearings, unfailing circuit breaker 
action and other features add greatly to 
durability and long service. 


Order from your jobber 
Special TT LL pamphlet on request 


THE IMPERIAL BRASS MFG. CO. 


1231 West Harrison Street, CHICAGO e@ 210 East 45th Street, NEW YORK 
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These pictures show Revere Copper Water Tube 
and Streamline soldered Fittings in the new Knox 
County Criminal Court Building, Knoxville, Tenn. 
Nearly a mile of Revere Copper Water Tube Was 


used in this installation. 






Copper Water Tube Goes to Court 


®@ OF COURSE, Revere Copper Water ‘Tube is always in 
court—always at the bar of public opinion, And you are the 
judge. Sentence it to hard labor on your tough jobs; this 
tube can “take it.” Uniform in structure, temper and finish, 
you can rely on every foot. Its smooth inside finish assures 
steady flow—full pressure. No clogging with rust; it is non- 
rusting. Saves trouble and up-keep. 

line for heating lines, too—especially modern forced 
circulation systems. Install with Streamline soldered Fit- 
tings, or with compression fittings; no threading necessary. 
That's why the Revere Copper Water Tube wall can be 
thinner than that of threaded pipe, which permits a smaller 
over-all diameter for the copper tube. Which in turn is why 
you can use smaller, less expensive pipe covering with 
Revere Copper Water Tube than with iron, steel or brass 
pipe of the same capacity , 


(propos of which, remember that radiation losses are 





much less with Revere Copper Water Tube than with 
black iron or steel pipe. So much so, in fact, that in loca- 
tions where there is no air circulation Revere Copper Water 
‘Tube can be used without insulation. 

When all these angles are considered, it actually costs 
your customers no more to use Revere Copper Water ‘Tube 
than ordinary rustable pipe. The greater reliability and 
better looks of the Revere Copper Water Tube is net gain 
to your customers. And to you it means more profit, more 
good-will, more satisfaction. A distributor near you carries 
Revere Copper Water Tube in hard and soft tempers and 
all standard sizes, with Streamline soldered Fittings and 
compression type fittings to match. If you don’t know him, 
ask us his name—and get the Revere Copper Water Tube 
Book, 40 pages of useful information for plumbing and 
heating contractors. Address our Executive Offices, 230 


Park Avenue, New York City. 








Revere Copper azd Brass 


FOUNDED BY 
PAUL REVERE 





New Beprorp, Mass, 


Executive Orrices: 230 Park Avenus, New Yorn City Mirts: Battimors, Mp 


Rome, N. ¥e 


INCORPORATED 


Taunton, Mass. 


Derraoir, Micn. + Cuicaco, lit Saces Orrices in Princirac Crvigs 
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@ For just the price of the seats — 


1, Three attractive Christmas gift boxes with CHuRcH 
SEATS in color and Cannon Guest Towels to match. 


2. Fifty Christmas Cards and Envelopes. 


3, Material for your Christmas window display, in- 
cluding banner, window card and crepe paper. 


Here’s a special Christmas offer 
—two nationally advertised prod- 
ucts for the price of one. With 
each set of three CHURCH SEATS 
in color you get three Cannon 
Guest Towels to match. All 
neatly packaged in attractive 
Christmas gift boxes. 

It’s your big chance to get a 
share of Christmas business. The 
gift packages make an attractive 
and useful present, of which the 
housewife can well be proud. 


That isn’t all! With every set 
of three gift packages you get the 
material for merchandising them 
and building up good will. Fifty 
Christmas Cards complete with 
envelopes; Christmas banner ; 
window card in color; crepe 
paper for decoration. 

All this for just the cost of the 
three CHURCH Seats. For full 
information and quick delivery, 
see your wholesaler. Don't miss 
this chance for profits. 


Cc. F. CHURCH MFG. CO. +> HOLYOKE, MASS. 
Division of American Radiator & Standard Sanitary Corp. 


CHURCH <A SERTS 


THE ENTERING WEDGE TO 





GREATER SALES 
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AIR CONDITIONING SIMPLIFIED 
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This book clearly and understandably ex- 
pounds the six standard, accepted methods of 
figuring radiation: With and Without Tables; 
The 2-20-200 Rule: The Btu Method; The Cubic 


Content Method and The Decimal Factor. 


Method. Each method has been thoroughly 
tried and tested in actual practice. Here is a 
book which every heating man will want to 
keep handy at all times, on his desk or in his 


Six WAYS TO FP FIGURE RADIATION 


pocket. With this book he is enabled to ac- 
curately, easily and quickly figure the radia- 
tion on any type of heating job. It helps him 
to land business and to avoid costly mistakes 
in figuring. Book consists of 64 pages, is 
beautifully bound in flexible leather and 
measures 33/;x6%/,. 
Price postpaid vo gatas 











A new book which gives a step by step story 
of air conditioning, what it is, how it works, 
what it does, how to install it, how it is sold. 
The book is written in three complete parts 
from the pens of the leading authorities in the 
industry and edited by Harold L. Alt, heating 


engineer. The first part is on theory, the sec- 
ond part on the application of the theory and 
the third part on getting air conditioning busi- 
ness. 216 pages, 5!/,x81/4, bound 


in cloth. $] 00 


.i(sd”sti‘érR er « 


JONES’ ESTIMATING TABLES 











On Air Requirements and Duct Sizes for Heat- 
ing and Air Conditioning. By ERNEST F. 
JONES. This book makes the work of figuring 


possible condition, including various types of 
construction, roofs, floors, ceilings, insulation, 
single and double glass, windows, everything 


heating and air conditioning requirements that will have an effect on heating and air 
clear, easy and absolutely certain. Elimin- conditioning. May be used on any system 
ates chance of error or omission. Saves time using ducts. Beautifully bound, $4 00 
in estimating. Four sets of tables cover every 53/4x81/2, 68 pages. Price postpaid .—— 


ALT’S HOUSE HEATING PLANS 


By HAROLD L. ALT. This book will give the and gives full and complete layouts. Progress 
heating contractor the very latest information within recent years in the design and manu- 
for use in designing and installing heating facture of heating equipment has been so 
systems for bungalows, residences, garages great that small structural heating system in- 
and combination store and apartment build- _stallations present entirely new and different 
























ings. All of the smaller types of structures. It problems.’ These are solved in this book. 
includes design for all of the various boiler 208 pages, 51/2x8!/2, bound in 
and radiator systems, data on accessories cloth. Price postpaid 


$1.00 
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OIL BURNER HEATING 


This book discusses ways and means of over- do when changing from gas installation to oil 
coming difficulties from the sale of the job to burner, how to figure oil consumption for year. 
the operating installation. Every chapter in 43. (Can be used on practically any oil burn- 
the book is built upon direct questions asked ; , a 
by heating men. Testing problems worked ° installation. and much of the information it 
out show what should be done to test effici contains applies also to gas burning boilers 
ency of installation, how to compare cost of and to stokers. 184 pages, 5!/2.x81/4,, bound in 
oil or gas heating, how to find heat losses, 
how combination chambers are built. what to 
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| OW that election is over and 
- closed for 


the open season 


fancy talking, let’s get down to 
some real unchallengeable state- 


ments. 





The fact of the matter is, we 
have sort of put off telling the 
truth about this Oil Boiler of ours, 
for fear you would accuse us of 
having formed the politician-exag- 
geration-habit. Which certainly 


would 


statements of at least 50 percent. 


mean a discount to our 


However, the results of our poll 


it elected. 


IRVINGTON, N. Y. 
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on this Burnham showed such an economy victory 
over all comers, we just plain can't help declaring 


Elected for all those who want a built-in 
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matter 


really is all 


water coil and all. 


percent, 


when you consider how economica! 


matter of 








The Before Election Poll 
on This Burnham 


Proved It Led Them All 


Not half built 


in. mind you. but all. 


‘The poll showed an economy rang 


to 20 percent. 


make a liberal allowance and call 


That's cet 


top hole CCOMOTTIA 


boilers claim ra) he 


‘To use a tavorite political phrase: 


record, this 


economy of the Burnham. A re 


most welcome fo see 


You won t have to vet (Congress 


a bill for an Investigation Committee to 


It’s here open to all. 


See for vourself. 


(set the tacts on the 





ZANESVILLE, OHIO 


Representatives in All Principal Cities of the United States and Canada 
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Now a NEW Profit-Making Sales 
Plan backs these J-M Insulations/ 











JOHNS -MANVILLE ASBESTOCEL RANGE 
BOILER JACKET saves enough fuel in a few 
months to pay for itself. This is a sales story 


that lands many an extra $6 to $8 job. 





J-M Movie part of plan to get 
more “new-house” business for 
plumbing and heating contractors 











J-M PRE-SHRUNK ASBESTOCEL with new 
non-canvas finishes saves 4 labor cost. (Pic- 
tured is the J-M Aluminum Finish for de luxe 


JOHNS-MANVILLE NEW PRE-SHRUNK 
WOOL FELT. Furnished either with a canvas 
or with a handsome aluminum finish that ends 








AND HERE’S 
THE NEW BOOK! 


The J-M Movie tells you how 
this book puts over the idea of 
new construction. Learn how it 
can help you do a real selling job 
... and one that's mighty profit- 
able for you! Be sure to see the 
J-M Talking Pictureand get your 
free copies of ‘‘I Am Your Master 
Plumber,’’ imprinted with your 
name and address. 











pasting. It saves 4 on labor cost. 


TALKING PICTURE that carries 

you right through the whole sub- 
ject of home construction from financ- 
ing to completion! A new book designed 
to do a real selling job! Both combine 
to help you cash in on the greatest sales 
opportunity plumbing and heating con- 
tractors have seen in recent years! 

All signs point to a building boom 
ahead. It will mean more money for you, 
especially if you can take advantage of 
the jobs that are certain to be open. 

Be sure to see Johns-Manville’s re- 


wm Johns-Manville 


jobs. Also furnished in Asbestos-Paper Finish.) 










JOHNS-MANVILLE 85% 
MAGNESIA. Highest insulat- 
ing value. Neat appearance. 
Permanent. Costs more but 
worth more. And a handsome 
profit for you. 





markable, full-length dramatic movie. 
It will show you where these opportu- 
nities are. ..and how to profit through 
the use of J-M Insulations. In addition, 
you will receive free copies of a new 
book, written to enable you to do the 
kind of selling job that assures big re- 
turns. Send the coupon today for full 
details of our new plan. Johns-Manville, 
22 E. 40th St., New York City. 


Ask Your Supply House When the J-M 
Picture Will Be Shown in Your City. 


LOW-PRESSURE 
INSULATIONS 





Sold Only by the Leading Supply Houses 


JOHNS-MANVILLE Name 








22 E. 40th St., New York City 





Please send me details on your Address 
new plan and also the name of my 





nearest J-M Jobber. City 
























WHAT MASTER PLUMBERS SAY ABOUT 















C olor that appeals instantly to your 


customers—that sells installa- 
tions for you! Briggs Beautyware offers soft, | 
rich, solid colors and exclusive pastel, two- | 
tone combinations as well as gleaming | 
white. Now you can take full advantage of 
the powerful sales influence of color! 

















YY e 
lght Weight >» 
definite 


benefits to you and your customers! Briggs 
Beautyware needs no special wall or floor 
supports—is easier to haul, handle and install 
—savestime and money. And Beautyware is 
far stronger than bulky, heavy cast fixtures. 











features that make a defi- ' 
nite hit with the practical 
home owner! The Briggs Beautyware Safety 
Tub has a serpentine embossed bottom that 
reduces the chance of slipping, and a broad, 
flat safety seat on the outer rim. Every 
Beauty ware bathtub has a patented lip flange 
that permits perfect plastering and tiling-in. 
















PLUMBING WARE DIVISION 
Briggs Manufacturing Company, Detroit, Michigan 
New York: 101 Park Avenue * Chicago: 177 N. Michigan Blvd. 













> mart Style in keep. 

ing with 
the trend of modern home decoration! 
The Master Plumber can offer his cys. 
tomers Briggs Beautyware in designs and 
colors to suit any decorative scheme. This 
is a plus value that appeals particularly to 
women who select plumbing fixtures. 











e * 
anttatuon guards the 


health of the 
American home! Beautyware offers supe- 
rior sanitary features that cost no more: 
vitreous porcelain inside and out, un- 
yielding bond betweenthe metal baseand 
porcelain enamel, and easily cleaned 
overflow and waste valve. 











[2 ust Proob 022. 

longer life! 
The formed metal base of Briggs Beauty- 
ware is completely surfaced with porce- 
lain enamel. Thus the original beauty and 
sanitation of Beautyware are preserved. 
Briggs Beautyware will serve as long as 
the building stands. 
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* | R . + 
at no extra cost! Another strong selling 
point. Add this to all the other Beauty- 
ware superiorities and you understand 
why Master Plumbers from Maine to Cali- 
fornia are enthusiastic about this revo- 


lutionary new line of plumbing fixtures. 
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BETTER PLUMBING FIXTURES FOR BETTER HOMES 
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Sell Range Boilers of 


THUD 





























EVERDUR METAL & TANKS 


RUSTLESS AS COPPER ...STRONG AS STEEL 


EVERDUR METAL 
(... Strengthened Copper) 


ITH a welded tank of non-rust 

Everdur Metal, your customers get 
exactly what they expect for the money 
they pay...a tank chat will furnish clean, 
rust-free hot water indefinitely, with never 
a cent for rust-repair expense. 

That is why they satisfy customers...and 
why it is profitable for you to recommend 
and se// Everdur Metal range boilers. When- 
ever you do so, you build good-will for 











yourself and for your business. 

Everdur is a special Anaconda Metal — 
nearly all copper, strengthened by the 
addition of silicon and other elements. It 
combines the “life-time” qualities of cop- 
per with the ruggedness of steel. 53 manu- 
facturers of automatic heaters and range 
boilers now standardize on Everdur Metal! 
for non-rust tanks. 


New Booklet to I lelp You Sell! 


Our new 16-page booklet on Everdur tanks 


2 y ~ aa 
wm Owe eee re ne ik tn i a a 


is just off the press. You will find it 
crammed full of interesting information, 
and it will be a great help to you in sell- 
ing Everdur equipment. For a free copy, 
just ask for Publication E-10. 





EVERDUR METAL 
Everdur” is a registered trade-mark identifying 
products of The American Brass Company mad 


from alloys of copper, silicon and other elements 
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THE AMERICAN BRASS CO. 
General Offices: Waterbury, Connecticut 


Ofhces and Agenctes in Principal Crtn 
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Abingdon Sanitary Mfg. Co. 
Aeckerman-Johnson Co. 
Acme Asbestos Covering & 
Flooring Co. 
Acme Metal Products Corp. 
Acme Shower Curtain Co. 
Adams Engineering Co., Inc. 
Afco Mfg. & Sales Co. 
American Blower Corp. 
American Brass Co. 
American Die & Tool Co., Inc. 
American Gas Products Corp. 
Anderson Products, Inc. 
Armstrong Bros. Tool Co. 
Atchison Specialty Mfg. Co. 
Automatic Primer Co. 
Autovent Fan & Blower Co. 
Ayling & Reichert Co. 


Badger Fire Extinguisher Co. 

Badger & Sons Co., E. B. 

Baltimore Valve Corp. 

Barber Gas Burner Co. 

Bashlin Co. 

Bead Chain Mfg. Co. 

Beaton & Cadwell Mfg. Co. 

Beaton & Corbin Mfg. Co. 

Beaver Pipe Tools, Inc. 

Bell & Gossett Co. 

Benson Co., Inc., Alexander R. 

Bernz Co., Inc., Otto 

Biggs Boiler Works Co. 

Black & Decker Mfg. Co. 

Blake Specialty Co. 

Blue Seal Chemical Co. 

Bonalite Corp. See Swedish Cru- 
cible Steel Co. 

Boosey Mfg. Co., Norman 

Bradley Washfountain Co. 

Breckwoldt & Son, Inc., Julius 

Brey & Krause Mfg. Co. 

Bridgeport Brass Co. 

Brunswick-Balke-Collender Co. 

Buffalo Meter Co. 

Bullard Specialty Co. 

Burnham Boiler Corp. 


Camden Pottery Co. 

Capitol Mfg. & Supply Co. 

Carey Co., Philip 

Carty & Moore Engineering Co., 
Inc. 

Case and Son Mfg. Co., W. A. 

Cash Valve Mfg. Corp., A. W. 

Celina Mfg. Co. 

Chase Brass & Copper Co. 

Chelsea Metal Stamping Co. 

Cheney Co. 

Chicago Granitine Mfg. Co. 

Chicago Mfg. & Distributing Co. 

Chicago-Wilcox Mfg. Co. 

Citrushine Mfg. Co. 

Cleveland Brass Mfg. Co. 

Cleveland Heater Co. 

Coleman, Allan J. 

Coleman Equipment Co. 

Columbia Radiator Co. 

Commonwealth Brass Corp. 

Compound Injector & Specialty 
Co. 

Concrete Fictures Co. 

Consolidated Brass Co. 

Curtin Valve Co., A. r. 


D. & T. Mfg. Co. See Bell & 
Gossett Co. 

Dahiquist Mfg. Co. 

Dart Mfg. Co., E. M. 

Davis Engineering Corp. 

Decatur Pump Co. 

Deegan Mfg. Co., E. J. 

Delaware Lumber Co. 

Deming Co 


Denier Ce., James C. 
Desolvo Mfg. Co. 

d’Este Sales Corp., Julian 
Detroit Lubricator Co. 
Dole Valve Co. 

Douglas Co., John 
Dresser Mfg. Co., S. R. 
Duriron Co., Inc. 


Eagle-Picher Lead Co. 

Eastern Foundry Co. 

Economy Pumping Machinery Co. 

Elkay Mfg. Co. 

Elkhart Foundry & Machine Co. 

Elkhart Iron Works 

Enbee Mfg. Co. 

Erie Tool Works 

Evry-Use Products Co., Inc. 

Excelsior Leather Washer Mfg. 
Co., Ine. 

Excelso Products Corp. 


Fedders Mfg. Co. 
Federal Radiator Co. 
ham Boiler Corp. 

Fiat Metal Mfg. Co. 
Fitzgibbons Boiler Co., Inc. 
Flannery Co., P. J. 
Florence Stove Co. 


Franklin Rubber Corp. 


See Burn- 


Gardiner Metal Co. 

General Ceramics Co. 

General Wire Spring Co. 

Gerstein & Cooper Co. 

Goetze Gaske: “ Packing Co., 
Inc. 

Gorton Heating Corp. 

Grabler Mfg. Co. 

Grinnell Co., Inc. 


Haas Co., Philip 

Harris & Co., Arthur 
Healey Brass Foundry Co., Peter 
Healy-Ruff Co. 
Hedges-Walsh-Weidner Co. 
Hercules Chemical Co., Inc. 
Hindley Mfg. Co. 

Hoffman Specialty Co., Inc. 
Hollands Mfg. Co. 
Holsclaw Bros., Inc. 
Hotstream Heater Co. 


lig Electric Ventilating Co. 
Imperial Brass Mfg. Co. 
Insto-Gas Corp. 

Isert Co., Inc., John H. 


Jenkins Bros. 
Jenkins Mfg. Co. 
Jennison Co. 
Jewel Mfg. Co. 
Johns-Manville 


Kainer & Co. 

Kam Water Heater Mfg. Co. 

Kaustine Co., Inc. 

Kemp Mfg. Co., C. M. See 
Richmond Foundry & Mfg. Co. 

Kennedy Valve Mfg. Co. 

Ketcham Mfg. Corp., G. M. 

Kewanee Boiler Corp. 

Key Co. 

Keystone Brass Works 

Kitson Co. 

Kleenaire Corp. 

Kleensan Corp. 

Knott Mfg. Co. 

Kokomo Sanitary Pottery Corp. 

Koven & Brother, Inc., L. O. 

Kuehner Co., H. R. 

— & Jacob Moulding & Tool 

Kuhns Bros. Co. 


The following Manufacturers have co-operated by consolidating their buying information in the 1936 Edition of 
Domestic Engineering Plumbing & Heating Catalog-Directory and 1936 Mid-Year Supplement 


Lavelle Rubber Co. 
Lawson Co., F. H. 
Leavitt Machine Co. 

Lee Brothers Foundry Co. 
Lehman Sprayshield Co. 
Leonard-Rooke Co. 
Lidseen, Inc., Gustave 
Lockport Fittings Co., Inc. 
Lonergan Mfg. Co. 
Lookout Boiler & Mfg. Co. 


Marvel Machine & Brass Works 

Marvel Mfg. & Sales Co. 

McDonnell & Miller 

Meer Made Products 

Miami Cabinet Division of Philip 
Carey Co. 

Michigan Pipe Co. 

Midland Metal Mfg. Co. 

— Piping & Supply Co., 


Milwaukee Brush Mig. Co. 
Milwaukee Stamping Co. 
Milwaukee Valve Co. 

Modern Equipment Corp. 
Modern Iron Works 

Modern Wares, Inc. 

Mueller Brass Co. 

Mueller Steam Specialty Co., Inc. 


Nash Engineering Co. 

National Metal Products Corp. 

National Pipe Bending Co. 

National Regulator Co. 

National Steel Construction Co. 

National Water Lift Co. 

Naugatuck Mfg. Co. 

Never Split Seat Co. 

New Process Rubber Co., Inc. 
See Bonalite Corp. 

New York Air Valve Corp. 

Nichol Co., Thos. J. 

Norristown Magnesia & Asbestos 
Co. 

Nye Tool & Machine Works 


Oakland Foundry Co. 
Oatey Co., L. R. 
Ohio Brass Co. 
Oster-Williams 


Paine Co. 

Patrol Valve Co. 

Patterson-Kelley Co. 

Peerless Heater Division, Eastern 
Foundry Co. 

Penberthy Injector Co. 

Pennsylvania Range Boiler Co. 

Peters Pump Co. 

Petroleum Engineering Corp. 

Philadelphia Stove Co. 

Pittsburg Water Heater Corp. 

Powers Regulator Co. 

Production Plating Works, Inc. 


Radiator Specialty Co. 

Rapid Spring Co. 

Rawiplug Co., Inc. 

Redion, O. M. 

Reichert Float & Mfg. Co. 

Rhode Island Fittings Co. 

Richmond Foundry & Mfg. Co. 

Ridge Tool Co. 

Rife Ram & Pump Works 

Riverside Boiler Works, Inc. 

Riverside Foundry & Galvanizing 
Co. 

Robertshaw Thermostat Co. 

Rockford Brass Works 

Ruberoid Co. 

Russel] & Co., W. A. 


The Above Manufacturers Will Appreciate Your Patronage 












Sands Mfg. Co. 

San-Equip, Inc. 

Sanitary Company of Americs 

Sarco Co., Inc. 

Sauereisen Cements Co. 

Scaife & Sons Co., Wm. B. 

Scott Valve Mfg. Co. 

Self-Cleaning Strainer Co. 

Selfridge-Norton Mfg. Co. 

Sherwood Brass Works 

Simplex Mfg. Co. 

Slater Mfg. & Engineering Co. 

Smith Mfg. Co., E. C. 

Smooth-On Mfg. Co. 

Spang, Chalfant & Co., Inc. 

Spencer Thermostat Co. 

Standard Asbestos Mfg. Co. 

Standard Brass Mfg. Co. 

Standard-Elsmere Granite Co. 

Star Mfg. Co., Inc. 

Steel Kitchens Corp. 

Sterling Engineering Co. 

Streamline Pipe & Fittings Co. 
Division of Mueller Brass Co @ 

Street & Kent Mfg. Co. : 

Stuart & Co., D. A. 

Sturtevant Co., Inc., B. F. 

Super Solder Co. 

Superior Flake Graphite Co. 

Swedish Crucible Steel Co., Bons. B 
lite Div. 





















Taco Heaters, Inc. 

Taylor Co., Halsey W. 

Thompson & Son Co., Henry ¢ 

Thrush & Co., H. A. 

Titusville lron Works Co. 

Toledo Fitting & Mfg. Co. 

Toledo Pipe Threading Machine 
Co. 

Trimont Mfg. Co., Inc. 

Trupar, Inc. 

Tryco Products, Inc. 

Tube-Turns, Inc. 


































United States Gauge Co. 

United States Rubber Products, 
Inc, 

Universal Sanitary Mfg. Co. 


Van Arnam Mfg. Co. 
Vanderman Mfg. Co. 
Vinco Co., Inc. 

Vogel Co., Joseph A. 


Wade Iron Sanitary Mfg. Co. 
Wade Mfg. Co. 

Wall Mfg. Supply Co., P. 
Warnock Mfg. Co. 

Warwick Corp. 

Waterfilm Boilers, Inc. 

Watts Regulator Co. 

Weis Mfg. Co., Inc., Henry 
Wesely Co., Chas. 

Wessels & Sons Co., D. D. 
Western Metal Specialty Co. 
Western Wire Products Co. 
Wheeling Machine Products Co. 
Whitlock Coil Pipe Co. 

Will & Baumer Candle Co., ise 
Will-Burt Co. 
Williams-Bowman Rubber Co. 
Williams & Co., J. H. 

Wood Mfg. Co., Inc., John 
Worcester Brush & Scraper Co. 
Wyckoff & Son Co., A. 









Yeomans Brothers Co. 
Youngstown Pressed Steel Ce. | 






Zero Water Softener Mfg. Co 
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plete and very useful volume ‘to the 
Plumbing and Heating Trade.”’ 
ATLANTA, GA. 


_,. this Directory is one of our most 
valued assets and is used daily on ac 
count of the vast amount of informa 
tion it contains.”’ 


LOS ANGELES, CAL 


“We do not know what we would 

really do if it were not for this splen 

did Catalog-Directory.” 
MINNEAPOLIS, MINN 


7 the most complete edition that 
has been edited.’’ 
WEST PALM BEACH, FLA 


.. . a very valuable aid in our Put 
chasing Department.’”’ 
SACRAMENTO, CAI 


... we consider this Catalog a very 
valuable asset to our business as It 
saves time and expense.” 


DANBURY, CONN 


.. . and as is customary, it is placed 
at the writer’s right hand for quick 
and ready reference.”’ 

PITTSBURGH, PA. 


‘We have used it for many years, and 
find it the best reference book we 
have.” NEW YORK CITY. 
























































letters received regarding the utility of the current Annual Edition 





CHICAGO, ILL. 


information.” 


turning to your Catalog for authentic 


we invariably find the informa 


we are looking for.” 


BOSTON, MASS. 


could not get along without it 
We use it continuously in our Pur 


chasing Department.’ 


LEWISBURG, PA. 


. hardly a day goes by that we do 


not use the new Catalog-Directory.” 
CEDAR RAPIDS, IOWA. 


make larger use of the Domestic 
Engineering Catalog-Directory than 


any other catalog in our files.’ 


INDIANAPOLIS, IND. 


it is a valuable aid in purchasing 


naterial for our customers.”’ 


WORCESTER, MASS. 
This Directory is a big help to 


and we use it continually.” 


DALLAS, TEX. 


us 


We use this Directory a great deal 


ring the course of the year. 
GREAT FALLS, MONT. 


we hind this the best source ol 
information that we received, and we 


are constantly referring to it.’ 


PORTLAND, MAINE. 


Evidence of acceptance from just a few of the many hundreds of 





Note We wish to thank those who sent 


is the comments shown; also. we extend 


ur appreciation to the many hundreds of 


Users who have so kine 


7 


iv written wus 


re 


garding the utility of the new and larger 


edition of Domestic Engineering Plumb 


gy-Heating Catalog and Directory. 

















, arr compiling and distributing cata- 
logs in the style to which the Buyers in 
a SToae edi tteclosist camels Gm o (s-hatet-am Goleltt lem amet ka- 
been accustomed. 


1900 Prairie Avenue 
Chicago, Illinois 


Manufacturers’ Catalog Service Dept 


DOMESTIC ENGINEERING COMPANY 
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THE ROAD TO ECONOMY 
IS THE ROAD TO NASH. 
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THAT CUTS HEATING COST. 


This unusual pump needs no electric current, 
cutting out greatest item of pump operating 
expense. 

More important, this pump insures absolutely 
uniform circulation in system. That means con- 
tinuous steam economy. 









































Simple, compact, one moving element, no 
wearing parts, no internal lubrication. Bulletin 
No. 246 gives the facts. Your copy is waiting. 
THE NASH ENGINEERING COMPANY 
SOUTH NORWALK, CONNECTICUT, U. S. A. 
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Getting high quality pipe and prompt, intelligent service is no problem for me. I've 
learned from ws that the surest way to get what I want is to order from my 
J & L pipe distributor. You can’t get any better pipe than he carries anywhere, and as 
for the kind of service he gives—well, we’ve been doing business together for a good 
many years, and he hasn’t once let me down. 


lf you need pipe ... and if you want service you can depend on 
always .. . you won't go wrong if you call your J & L pipe distributor 


JONES & LAUGHLIN STEEL CORPORATION 


aicaw imnow awe Sree 


JONES & LAUGHLIN BUILDING. PITTS BURGH. PENNSYLVANIA 


Sales Cee Atlente Boston Buttes C hice@e Cinmcinnet, Clevelend OUcetion Denver Verret Erie Meuveten Lee Angeles 
Memehie Miiwew bee Minneepgolie New Orieere New York Philedetgthrve oe ios "oe Lewie ye Trenciece Teles 


Wo rekon ees CHICAGO CINCINNATI OFTROIT MEMPHIS _=MEW ORLEANS NEW YORK (Leng le Curr PITTSSURONM 
* Opereted by Metrene 1 Bridge Werke Diviscen of Jones & Laughton Stes! Be tn 
IMPANY Pittsburgh Pe U & A end Torente Ont Conede 


Casadus Reprentetivee: JONES 86 LAUOMLIN STETL PRODUCTS 





Two Things | Take for Granted when 
| Order from my J&L Pipe Distributor 
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What measures are you taking 
to meet competition from out- 
side, irregular sources? Many 
other plumbing and heating 
men have not only found the 
use of these mailing pieces an 
effective means for meeting this 
competition, they are finding it 
keeps them two or three steps 
ahead of it. Why not take ad- 
vantage of the selling possibili- 


DOMESTIC ENGINEERING, 


gs ee 


ties which these circulars offer 
you? As compared with the re- 
sults obtained the cost is trivial. 
Order a number of these mail- 
ing pieces today and send them 
to a selected list of your pros- 
pects. Available in any desired 
quantity. at cost. 

One hundred of D 00 
these will cost 

you. postpaid only 


pO ees. eta 


DYES ARR RR OF 
Ce, REE 4es 


1900 Prairie Avenue, Chicago 


Gentlemen: Please send me copies of J. Brown Jones circular 


entitled: 
1. Heating Comfort 
2. Personalized Plumbing 


3. Running Water Convenience 


4. Luxurious Hot Water 
for which I enclose § 


Plumbing with Assurance 
Summer Heating 
Air Conditioning 
Retreshing Showers 

to cover. 


[Indicate quantities desired before each title) 


Name 
Address 
City 


State 


MULATE Remodeling Sales WITH THESE MAILING PIECES 


IT’S YOUR STORY 


: 
, 


1. HEATING COMFORT—For you on 
tomatic heating prospects. " 

2. PERSONALIZED PLUMBING—Fo, re 
modeled bathroom prospects. 

3. RUNNING WATER CONVENIENCr. 
For your automatic water system pr 
pects. 

4. LUXURIOUS HOT WATER—Fo, Your 
automatic water heating prospects , 

5. PLUMBING WITH ASSURANCE-_?, 
your plumbing remodeling prospects . 
compeiition wiih d.t.u.‘s. ’ 

6. SUMMER HEATING (Not shown)_ 
For your heating plant cleaning Prospect; 

7. AIR CONDITIONING (Not shown). 
For both your summer cooling and year 
‘round air condilioning prospects. 

8. RIFRISIIING SHOWERS — Sell 4, 


idea of both :c»lacement and new showe- 
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Spuce 18 proven 
on back page 
each = circular 
stamping of ™ 
printing your nem 


and address. 
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Put it to Work for You! 


HE experiences of the J. Brown 

Jones family are written to tell 
prospects what established con- 
tractor-dealers have to sell in spe- 
cial products and services. This is 
YOUR story! 


If you have not already done so, 
we suggest you lose no time in 
acquainting yourself with the J. 
Brown Jones family. To the many 
plumbing and heating men who have 
followed it in the special monthly 
insert pages of DOMESTIC ENGI. 
NEERING, the engrossing story of 
the J. Brown Jones family has proven 
inspirational. Once you've met the 
J. Brown Joneses . once you've 
got a close-up view of one of this 
family’s many predicaments and 
seen how these predicaments were 
overcome only after a competent 
plumbing and heating contractor had 
been called in... once you've been 
given an insight into the contractor's 
sound selling methods and argu- 
ments ... Wwe are sure you, too. 
will be inspired. 


So that you may further capitalize 
on this inspirational material. these 


feature stories have now been mas 
available to you... at cost... 
reprint form. You'll find them a me 
helpful service and you'll find thes 
effective in paving the way to salt. 
Why not follow the lead of so may 
other plumbing and heating men a 
send these mailing pieces to yo 
selected prospects. The invesime® 
is small but many are experiencity 
big returns. You may obtain beg 
hundred of these circulars for omy ° 
dollar. 


Enthusiastic words of approval @ 
being received daily from contraction 
who are already using the J. Brow 
Jones circulars to build business ® 
establish prestige. While the joo# 
family is purely fictitious, althow? 
typical, many of these contractom 
have traced results that are anythi 
but fictitious. Why not let 
Joneses go to work for you. -: orde! 
a supply of these circulars. - : gens 
them to your best prospects but 9* 
them into the mail .. . soon-::® 
that you, too, may benefit. 
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“We give the credit 


for this Increase In our 


busines 
to the 


Writes a dealer 
in Waterbury, Conn. 


ERE is a statement from a dealer whose problems, 


we suppose, are much like yours. 


“Responses from the one inch spaces in the Classi- SOME MAN AS? WHO MAKE WHERE TO 
idl Geltinine Bhecctory thet we have wader Ol BUY IT’ SERVICE AVAILABLE TO THEIR DEALERS 
AIR CONDITIONING 


American Radiator Carrier Delco-Frigidaire 


Burners’ and ‘Paint Dealers’ have been very satisfac- 
tory. We have had numerous calls from all over 
, ‘ , ivi Y 
town from people that we never did business with a en 
COAL 


before and these calls have resulted in the sale and 
blue coal’ D &H. Jeddo-Highland Old Company's Lehigh 


servicing of a great many Lynn Range Oil Burners 
and a noticeable increase in the sale of Moore’s COKE 
Paints. We are glad to give the credit for this in- puagere iyenen 
crease in our business to our advertisements in the FURNACES 
arlitelal: 


telephone directory.” 
, a — ; ol HEATING CONTRACTORS 
See that you are identified in the ‘yellow pages’ of 

° American Radiator 


the telephone book — under the well known brands 
: feat at OIL BURNERS 
you carry and at every other classification of vour 

. ¢ Delco-Heat Holland Kelvinator Williams Oil-O-Matic 


ole | 


business. | 
: £ REFRIGERATION EQUIPMENT 
Just call the directory representative at # ‘ ; 
. . Lipman York 


your local telephone ofhice. ca rd 
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Now is the time 


to prove that 
MARSH ALONE 


combines these 
plus features: 



































TRIPLE VACUUM SEAL 


When the Marsh goes under 


vacuum, the Marsh Triple Vacuum 


Seal holds the vacuum bottle-tight 


till the thermostat again calls for 
heat. Result: Amazitig fuel saving. | 








JAS. P. MARSH CORPORATION, 2073 Southport Avenue, Chicago 
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ARCHITECTS AND BUILDERS 








ARCHITECTS Say: Timkencertainly hasrung 
the bell with this remarkable new unit...meets 
2 need we've long felt... gives the public a 


wood value... a pleasure to specify it.”’ 





BUILDERS Say: “At last we can really give 
people good, reliable airconditioning... takes 
a load off our mind... easy on the budget... 
hats off to Timken for this popular new job.” 





DEALERS Say: ‘Never saw a unit catch on 
so quickly with architects, builders and the 
public ... this new Timken unit is a ‘nat- 


ural’ .. we're going to town with it.’ 


* 


STONISHED BY NEW TIMKEN 
AIR-CONDITIONING OILFURNACE 





Find new low-priced 





TIMKEN unit perfect for 80% 


of moderate sized homes 


+ * * 


They didn’t believe that such a small, 
compact unit could do such a whale of 
a heating job—but now they are con- 
vinced! Engineering experts matched 
performance data against typical home 
plans supplied by prominent architects. 
They proved conclusively that this new 
Timken Oilfurnace can easily handle 
heating and winter air conditioning for 
4 out of 5 small and medium-sized homes 

.. the bulk of the new building market. 


Here’s a unit you can stake your repu- 
tation on. Precision built throughout 
for dependable, trouble-free performance. 
Easy on the budget... especially thrifty 
on operating expense. That’s why it 
completely fills the bill for John Public: 
quality air conditioning at low cost! See 
this job in action and be convinced that 
it is the best answer to the heating 
problems of most of your customers 
and prospects. 


Write TODAY for specifications, 
rating data and prices. 





TIMKEN 
Nnlent Gutomatic 


A Complete Line of Oil Heating Equipment 


Rotary Wali-Fiame Burners .. Pressure Type Burners . . Oil- 
furnaces. . Ol) Boilers. . Air Conditioning Units .. Water Heaters 





) | ay aw 
—e 


“7 etal me 
Here's the new low-priced Timken winter air 
conditioning unit everyone is talking about. 
+ 


A Complete Line of Oilfurnaces and Oil- 

boilers Fired with Dollar-Saving Wall-Flame 

or Pressure Type Burners with Patented 
Flame Control. 


You can meet any heating need best 
with a Timken unit. . built to the exact- 
ing standards that have characterized 
Timken products for more than sixty 
years. A variety of models at a wide 
range in prices. For dependable oper- 
ation and exceptional heating value, 


specify TIMKEN! 


See Sweet's Catalog for Complete 


information or Mail This Coupon 


Timken Silent Automatic Division, 
The Timken-Detroit Axle Co., 
228 Clark Ave., 

Detroit, Michigan. 
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No. 5000 
for steam 


IDEAL VARIPORT 

No. 5150 
for vacuum 
Adjustable air valve for radiators, 
with wide range of venting rates. 


DOMESTIC ENGINEERING 


Willa INSIDE STOR 


@ Simplicity of installation and of construction 
is the keynote of the new Arco Perfect Venting 
System. That's why heating men all over the nation 
ure using it on one-pipe steam and vacuum jobs 
for balanced heating. 
FULL HALF INCH VENTING 
The new Arco Hurivent goes on the mains. Its fea- 
ture is a full half-inch port, shown in the cutaway 
illustration. The two metal balls are hollow—made 
of a special aluminum alloy —light enough to be 
lifted by the slightest breath of air. Yet they form 
a perfect seal against steam. vapor or water when 
they are seated on the special composition disk. 
The upper ball is seated when steam expands the 
bellows. Water floats the lower ball and causes it 
to seat, thus guarding against leakage. 
WIDE RANGE ADJUSTMENT 

On each radiator, install the new Areo Variport. 
The Vacuum type is illustrated at the left. Thi- 
valve. by a simple adjustment at the top, regulate- 
the venting rate. lets vou balance the job so that 





ACCESSORIES 


AMERICAN RADIATOR COMPANY 


November, 1936 






ARCO HURIVENT 


No. 861 No. 862 
for steam for vacuum 
A full half inch port vents main 
lines in a hurry, without leaking. 


each radiator heats evenly. Gas is hermetically 
sealed inside the float. Heat causes the gas to ex- 
pand, the diaphram to flex and the seating pin to 
close the vent hole. The bellows in the vacuum 
model act to prevent the return of air when the 
radiator has cooled. The protective cap prevents 
tampering after adjustment. 

These two new valves make up the Arco Perfect 
Venting System. Use them on your next one-pipe 
job. Sell them for better heating on jobs already 
in. They'll make many satisfied customers for you. 
{sk your wholesaler for the facts or mail the 
coupon today. 


DIVISION 








pivision oF AMERICAN RADIATOR & STANDARD SANITARY (CORPORATION 








YOUR PROGRAM ON 
THE AIR! LISTEN IN! 
American Radiator Fireside 
Recital...every Sunday 
Night 7:30 P.M. E. s. T. 
WEAF-NBC Red Network. 


























rco Accessories 









MAKE ANY HEATING SYSTEM BETTER 








40 West 40th Street, New York. N. Y. 
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it costs YOU 


less to install 


MODINE 


than any other 


auntit heater 








It is easier to sell the Modine Unit Heater 
because it is first in performance, in econ- 
omy, and in appearance. And Modine is 
more profitable for you to sell because it 


costs you less to install. 


Suspended directly from the steam line 

a Modine patented feature . . . the 
Modine Unit Heater needs no_ brackets, 
pipe rods or straps, the supply connection 
being the only support ‘required. Not 
only does this mean a saving on material, 
but installation is easier om be ac- 
complished with less labor . . . and in 
quicker time. The actual saving on in- 
stallation amounts to from three to eight 
dollars per unit, depending on the size 
of the unit, the number to be installed, 


etc. 


That’s only one reason why More Modines 
Are Sold Than Any Other Unit Heater. 


Write for new Catalog No. 236. 





DOMESTIC 





ENGINEERING 


/ nat 
= 


> 


Sp RGA MES NE 
. - § we 
: foe Ee 








DIRECT PIPE SUSPENSION 
{ MODINE PATENTED FEATI 












RE 


MODINE MANUFACTURING COMPANY (204 17th st. RACINE, WIS. 


HEATING, COOLING AND AIR CONDITIONING EQUIPMENT FOR INDUSTRIAL, COMMERCIAL AND DOMESTIC APPLICATION 
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nmoise was never meant 
FOR THE BATH ROOM 

















rq’ place for everything, and everything in When you replace 

4 @ its place’ so reads an age old an Offensive ball 

} nm proverb. Take noise, for example. Even cock with a SHER- 
noise has a place in the general scheme WOOD this condi- 
i of things. You expect it from great foot- tion is permanently 
| ball gatherings you expect it wherever eliminated. What is 
large crowds congregate. But noise has no “more you gain the 
place whatsoever in the home of today As everlasting good 





will of the custom- 
er, paving the way 


much less in the bathroom. You 
expect peace and tranquility in 
the home. Where noise happens 
to be present it is only a disturb- 
ing force a force which, at 
best, is highly undesirable. The 
most frequent source of domestic 


aad SHERWOOD Ball Cocks are 
to additional, prof- now packaged in these color- 
itable business ful new cartons which attract 


eee ee 


attention and facilitate stock-. 


And remember, the ing. 


SHERWOOD is the 
ball cock which closes against any city water 
noise, it is generally agreed, is pressure. For the most satisfactory performance 
the bathroom. Inferior, faulty ball SHERWOOD cv! the longest period of time recommend 
cocks are unquestionably the wo. #66 Ball SHERWOOD Ball Cocks. Order them through 
most common offenders. They Cock with top your jobber. 


create a condition which is —_ og Ae 


nee excusable nor tolerable ee a oe SHERWOOD BRASS WORKS 


particularly when SHER- . : , 
WOOD Ball Cocks are available. mon — 6331 East Jefferson Avenue, Detroit, Mich 


REPRESENTATIVES: 


James A. Riordan Co., Ine., 1600 E. 7th S8t., 
Los Angeles: Jamee A. Riordan Co., Inc., 5819 | 











Admiral Way, Seattle: Mr. E. 8. Thompson, 2222 
Chestnut St., Philadelphia; Mr. Fred 8. Wilsey. 
Piymouth Bidg., Minneapolis: Mr. A. Mitchell, 
Ir., 249 Central Avenue, Albany, N. Y.; Mr. M. L. 
Sampliner, 1705 Glenmont Rd., Cleveland; Feeney 
& Gallagher. 402 E. 14th St.. Kansas City, Mo.; 
Fred’'k G. Hoffmann, 831 Edgewood Ave., Trenton, 
N. J.; James A. Riordan Co., Inc., 955 Bryant 
St.. San Francisco. 
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TRIPLE DUTY 
SYSTEM 


offers both Automatic Controlled Heat 
and Domestic Hot Water at savings 
that literally amaze every installer. 





Let actual owners of B & G Triple Duty Systems tell 
the story — 


“I saved 45% of my combined hot water and heating 
expense,”” writes one home owner. ‘‘My heating costs 
dropped 35%,” says another, “‘after putting ina B & G 
Triple Duty System.”’ And from another, **‘My domestic 
hot water bill formerly ran from $20 to $25 monthly— 
it is now less than $5.” 


Cold facts like these—or rather let’s say “Hot Water 
Facts’’—are selling B & G Triple Duty Systems in every 
corner of the country! 


B & G Triple Duty equipment can be installed on any 
hot water heating boiler, new or old, automatically or 
hand-fired. Described briefly, it does three things. It 
mechanically circulates boiler water to the radiators, 
providing almost instantaneous heat when needed. It 
controls that circulation so sensitively that any change in 
outdoor temperature is Compensated for immediately. 
And the B & G Indirect Water Heater furnishes domestic 
hot water, winter and summer, 24 hours a day, at a small 
fraction of the usual cost. 


There is this further advantage—important where new 
building is concerned. By designing the heating system 
for high temperature water, the piping and radiation 
can be kept to steam sizes. All the benefits of rapid, 
controlled radiant heat without bulky radiation! 


DOMESTIC ENGINEERING 


wa 


Canadian licensee: 
§. A. Armstrong, Ltd. 


720 Bathurst Street 






Toronto, Canada 





B:G 


presents in this 
catalog a line of 
correctly engi- 
neered special- 
ties covering 
every hot water 
heating require- 
ment ... also simplified instructions 





for designing and installing modern 
xX 4 hot water systems. Write today for 


3000 WALLACE ST., CHICAGO 


your copy. 
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Penberthy Products sell well because they offer exceptional quality at 
attractive prices. They stay sold because they have the design, ; 
materials and workmanship that assure satisfaction under the 
Cper and Cori most difficult conditions. @ There is excellent profit for 
hout you in selling Penberthy Automatic Electric Sump 
Pumps and Automatic Cellar Drainers to 
handle seepage water — and Penberthy 
p Heating Specialties to modernize id 
hot water heating plants. ©@ 
Leading distributors stock “ y 
Penberthy Products. v4 : 


| FABER iy PENBERTHY 
| eater de oo ray / HOT WATER HEATING 
SPECIALTIES 
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- PENBERTHY AUTOMATIC 
CELLAR DRAINER 
(Water or Steam operated) 
Made in 6 sizes 


Se - © 





RTHWPMESSURE AND RELIEF CONTI 
Made in 2 Models | 









| PENBERTHY AUTOMATIC 
ELECTRIC SUMP PUMP 
Made in 6 sizes 







VALVE | EN € 
Made in 7 models Z | z 7 Made in 14 Models 
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Thanks: 
“I am very 
much — satished 


with your maga- j 


zine. It has saved 


Y 
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me money as well 
as worries.” 


he I al srook- 
lyn, N. Y. 














Robinson-Patman 

News doesn't just happen. [very publication which 
keeps faith with its readers has to keep both eyes open 
for men and events that have newsworthy possibilities. 
That doesn’t mean that news should or can be manu 
factured out of whole cloth. To be legitimate it must 
be true. It takes a practiced eve and a lot of hard 
work to dig below the surface of routine matters tor 
news that, at first glance, isn’t apparent. A publica 
tion that follows such a practice sometimes has a lot 
of work for nothing. Facts are sifted, letters written, 
telegrams sent and time and money spent often with 
out uncovering anything worthy of publishing. but 
frequently something is brought to light that justifes 
all the hard work and all the money that was spent. 

That was the case with the Robinson-Patman Act. 
When the bill was first mentioned by Congressman 
Patman at the meeting of the Central Supply Asso 
ciation last spring, we looked at the bill and its co 
author as possible sources for vital news which we 
should present to our readers. So, as soon as the bill 
went into effect, every aspect of it and its possible in 
fluence on our industry were studied. [Leaders were 
written and interviewed for their views and questions. 
A personal contact was made with Patman. Naturally) 
after the Bill was passed and business men all over the 
country came to realize that here was something that 
night revolutionize their business, Domestic EN 
GINEERING was in the lead with all of the information 
then available. We don't say that in boastful fashion. 
lt was part of our job just as it was part of the job 
ot any publication that tries to present vital and inter- 
esting information to its readers. 

With this background to work on, we went to Texas, 
personally interviewed Patman and secured questions 
trom leaders in the industry to submit to the co-author 
of this most discussed and then little understood piece 
of legislation. Just this last month we learned that 
Patman was to address the Central Supply Association 
meeting, so we sent out letters and telegrams request 
ing further questions that our industry wanted 
answered and we took those to Patman and received 
his answers which are published exclusively in this 


issue. Then so that we could present a complete pic 


Ideas and Ideals... 


gor! Quiwelnres 


which make up... this Issue . . 





‘ure, we contacted I:manuel Celler, Congressman trom 
New York, who spoke on the Robinson-Patman Act 
hetore the meeting of the Eastern Supply Association, 
and secured his complete address. This, too, is pub 
lished in this month's issue 

We wish to take this opportunity to acknowle 
that the questions and answers presented in this issue 
would not be so complete without those supplies 
W. kk. MeCullom, secretary of the Central Supply 


\ssociation. We also want to pomt out that Congress 


man Patman was confronted with a formudable job tor 
over 50 question were presented to him. [lis entire 
stay in Chicago before his address was contined to a 


hotel room where he studied and dictated answet 
Kitchen Planning 


he following imeident illustrates what plumbing 
— 
contractors actually are domy to capture the kitchen 
1 


remodeling market. .\ customer came into the shi 


room of a contractol deales on the west sicle (yt 
cavo just recently wanting to buy two faucet was! 
then his attention Was attrac tec tor Some Swine 


] 


faucets on display and he changed his order to | 


those. Using this as an opening, the contract 
ceeded to sell the man a modern new sink. — [nstan 
are comme to our attention contimuously where thi 


1S extended ice include the sale ot ali @ntire poicannies 
kitchen consisting of a gas range, a retrigerator and 
cabinets and the lke. 


\ few years avo a play advised a certam young lac 


to come out of the kitchen, but that ‘wa erore dert 
kitchen planning work was. started Much has beet 


] ' j 1 


done to take the kitchen out of the workshop class and 
this Sallie work has placed thre subrect crf planned 
kitchens on the pages ol practically CVECTY Magazine 
devoted to home making and home managemet 


means that a ready made market 1s Vaitinyg 


The contractor-dealer 1s recognized as an author 
when it comes to plumbing, but some housew1 
think that they know more about tchen lavout tha 
AaAnvVOone else, That Is whi thie econd a reoup ¢ 


articles im this issue has been designed to he 
authority for such work 
The third article ot this Sroup COVeETS dramace nicl 


venting practices and actual mstallation problem 
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OPEN-SIDE PIPE VISES 


—in three models in sizes ranging from 1” to 41/4.” pipe. 





Malleable iron frame. Hardened steel vise jaws. Heat- 
treated vise screw. Large vise screw bearing. Long 
handle for ample leverage. Construction of vise permits 
working close to vise. Excellent for fitting make up 
work. Any part can be replaced at small cost. Your 
dealer can supply you. 
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No. 00 Vise. Cap. 14” to 1%” Pipe. 
No. 0 Vise. Cap. 1%” to 2%” Pipe. 
No. 3 Vise. Cap. 1%” to 4%” Pipe. 
Bench Clamp for No. 00 Vise Only. 
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ADJUSTABLE BOLT DIE HEADS 


—in sizes from %%” to 1” inclusive U.S.S. or S.A.E. 
thread. Standard bolt threads or an over or undersize 
adjustment of 1/64” are easily and quickly obtained by 
loosening the four cover screws and turning the 
knurled ring until dies are set to the desired size. 

Dies can be removed and reground when dull or re- 
placed at small cost. 


The ideal head for bolts or hanger rod. Your dealer 








will be glad to supply you. wena 


THE TOLEDO PIPE THREADING MACHINE Co. 


TOLEDO, OHIO NEW YORK OFFICE & DISPLAY ROOM, 72 LAFAYETTE STREET 
J “TOLEDO” 
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“Let the Buyer beware. 


ly is essential that plumbing and heating 
contractors throughout the entire country become in- 
formed regarding the Robinson-Patman Law which 
was enacted on June 19 of this year. The legislation 
is commonly known as the anti-price discrimination 
Law and according to those who were instrumental in 
its framing and passage, it is for the purpose of pre- 
venting price discriminations against independent busi- 
ness men in favor of large operators. 

One of the important reasons for independent busi- 
ness men such as plumbing and heating contractor- 
dealers to be thoroughly informed regarding the 
Robinson-Patman Law is that “it shall be unlawful for 
any person engaged in commerce knowingly to 
induce or receive a discrimination in price which is 
prohibited In other words, if a contractor 
receives what this Law terms an unfair discount or 
trade allowance, he is as guilty as the one who grants 
the allowance to him. Furthermore, “any person who 
shall be injured in his business or property by reason 
of anything forbidden in the anti-trust laws may sue 

and shall recover three-fold the damages by him 
sustained and costs of suit, including a reasonable at- 
torney’s fee.” This means that if plumbing and heating 
contractor “A” receives an unfair discount which 1s 
not made available to competing plumbing and heating 
contractor “B’’, contractor “B”’ can sue contractor “A” 


$9 


for three-fold damages and the costs of the suit, includ- 
ing a reasonable attorney’s fee. 


Reasons for 
Studing Law 


Plumbing and heating contractors may believe that 
they do not come within the scope of the Robinson- 
Patman Law because their business is wholly of an in- 
trastate nature and Federal legislation applies only to 
interstate business. Congressman Patman, in his talk 
before the Texas Wholesalers at Galveston last month, 
as reported in the October issue of Domestic EN- 
GINEERING, emphasized that the “law as now written 
will apply to 90 per cent of all transactions, since any 
concern will be considered in interstate commerce that 
does any business outside the state of its domicile or if 


it sells to a customer intrastate who in turn sells the 


33 


goods interstate.” From this, it will be seen that a con- 
tractor may believe he is not subject to the law, but 
through conditions over which he has no control or cir- 
cumstances of which he has no knowledge, he is hable 
under its proceedings. 

This point was enlarged upon by Congressman Pat- 
man just the other day in Chicago when he addressed 
the meeting of the Central Supply Association. He was 
asked if a plumbing and heating contractor who con- 
fines his business wholly to intrastate transactions 
would be aftected by the Law if he should purchase 
any of his supplies trom a wholesaler who 1s in inter 
state business. The answer very definitely was that 
the contractor would be governed by the Law, even 
if his wholesaler’s interstate business represented only 


one-tenth of 1 per cent of his total volume. 


Interstate and 
Intrastate Opinion 

Again, one part of the law causes the burden of proof 
to shift to the accused. This is the part which relates 
to the question of whether or not a cease and desist 
order should be entered by the Federal Trade Commis- 
sion. In other words, if a complaint is entered against 
a contractor-dealer, it beeomes his responsibility to dis- 
prove it. Then, there is the matter of the Law pe 
mitting differentials for the purpose of meeting compe 
tition. 

Retailers have still another interest in the Robinson 
Patman law. The Federal Trade Commission has just 
issued its first complaint under this law against a man 
ufacturer who is alleged to have given “so-called whole- 
salers a wholesale discount where the latter also sells 


} 


to the consumer” and where “the result has been and 


may be substantially to lessen competition, to injure, 


destroy or prevent competition in the sale and distri 


bution of the” . . . prod 


uct under consideration 
i iti 


For these and numerous other reasons, it is just as 
important for the retail branch of our industry as it is 
for the manufacturing and wholesaling branches to 


study and apply the principles contained in the Rol 


son-Patman Law. Plumbing and heating contractors- 
dealers are urged to familiarize themselves with these 


new rules laid down for the eame of busin 
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Patman Interpreted 


® Kastern Supply Assn. meeting at New York city addressed 
by Congressman Celler on provisions of Robinson-Patman 
Act—Patman interprets bill at meeting of Central Supply 


Assn. in Chicago 


The Robinson-Patman Act on price 
discrimination remains as one of the 
most absorbing topics ever to confront 
the industry. Indicative of the wide- 
spread interest in the Law and its pro- 
visions was the similar step taken by 
both the Eastern Supply Assn. and the 
Central Supply Assn. in presenting 
speakers whose topic was the Robin- 
son-Patman Act. 

The Eastern Supply Assn. meeting 
at the Hotel Astor in New York City, 
October 21 was addressed by Emanuel 
Celler, Congressman from New York. 
The Central Supply Assn. gathered in 
convention in Chicago one week later 
heard Congressman Patman, co-author 
of the bill, interpret it for our indus- 
try. 

A number of questions asked by lead- 
ers in the three branches of the in- 
dustry and answered by Congressman 
Patman in an exclusive interview with 
DoMESTIC ENGINEERING, as well as 
the complete text of his speech before 
the Central Supply Assn. are to be 
found in another section of this issue. 


Supply 


\ my Nees of Men Meetings Campanies 


E.S.A. 


®Semi-annual meeting of East- 
ern Supply Assn. held at 
Hotel Astor, New Y ork City 





A feature of the semi-annual meet- 
ing of the Eastern Supply Assn. held 
at the Hotel Astor in New York City, 
October 21, was a discussion of the 
Robinson-Patman Act and its possible 
affect on business. Also featured on 





the program were addresses presenting 
different aspects of present day busi- 
ness. Officers who were elected for the 
coming year at the meeting are as fol- 
lows: H. T. Richardson, president; 
Claude W. Owen, first vice president; 
J. J. Crotty, second vice President; and 
Frank S. Hanley, secretary-treasurer. 

Speakers and their topics were: 
George H. Werner, president, National 
Assn. of Master Plumbers, who dis- 
cussed the relationship between master 
plumbers and wholesalers; James V. 
Giblin, certified public accountant, who 
talked on income taxes; Emanuel Cel- 
ler, Congressman from New York, who 
spoke on the Robinson-Patman Act; 
and Myron L. Matthews, Dow Service 
Daily Building Reports, who presented 
a plan for betterment of the construc- 
tion field. 

Further details are to be found in 
the Supply section of this issue. 


C.S. A. 


® J. A. Galloup elected to 
presidency of Central Sup- 
ply Assn. at Chicago meet- 
ing, October 28-29 
The highlight of the Central Supply 
Assn. meeting held at the Morrison 
Hotel, Chicago, October 28-29, was the 
address of Congressman Patman, co- 
author of the Robinson-Patman Act. 
The open session of the meeting which 
was held on the afternoon of the sec- 
ond day was attended by 658, the 
largest crowd in the association’s his- 
tory. Another prominent speaker was 
George H. Werner, president, National 
Assn. of Master Plumbers. Mr. Werner 
complimented the association on its 
work and pointed to the cordial rela- 
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Highlights of thi 





Five-Point Gain in Business Index Durin 


tionship which always has existed be- 
tween master plumbers and the (Cen- 
tral Supply Assn. In closing, he urged 
the association to help make their cus- 
tomers better business men and, in this 
connection, mentioned reprints of an 
article on bookkeeping which the 
N.A.M.P. is distributing. 

The officers who will serve during 
the coming year are: J. A. Galloup, 
president; F. S. Kaulbech, first vice 
president; Bernard D. Kurtz, second 
vice president; E. C. Harbordt, treas- 
urer; and W. E. McCollum, secretary. 

Further details are to be found in 
the Supply section of this issue. 
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Gain of 26.78 


© With 110 wholesalers re- 
porting, September showed 
a gain of 26.78 per cent over 
the same month of last year 


With reports tabulated from 110 key 
wholesalers, an average gain of 26.78 
per cent is shown for September over 
the same month of last year. The 
South Atlantic States was the most 
active section in the country. The 
South Central States, both East and 
West, are immediately behind the 
South Atlantic States in the increase 
shown over last year. 

The North Central States, both East 
and West, continue to show consider- 
able activity and apparently no drastic 
effects of the drought are being felt. 
New England continues to hold the in- 
crease showr last month. The Moun- 
tain and Pacific States, while still 
showing a gain over last year, are drop 
ping behind other sections of the 
country. 

The Domestic ENGINEERING Index of 
plumbing and heating shipments 
showed a_ gain of seven _ points 
for August. This gain was due entire 





























iMonth’s Happenings 


ly to an enormous increase in ship- 
ments of range boilers—shipments of 
this item reaching the highest point 
for any single month in recent years. 

Sixty of the 110 wholesalers re- 
porting expect October to show a fur- 
ther gain over the _ corresponding 
month of last year, while 37 expect it 
to be ubout the same. In general, the 
reports indicate that this gain will 
come from heating business although 
plumbing business is expected to 
more than hold its own. 

An unusually large increase in air 
conditioning installations was recorded 
for the month of September. This gain 
may indicate that the usual abrupt sea- 
sonal drop that comes at this time of 
the year is being checked. Oil burn- 
ers, stokers and gas heating, all con- 
tinne to show wide advances over the 
previous year. Oil burner shipments 
for the first eight months are 43.6 per 
cent ahead of last year, while stoker 
shipments are 87.4 per cent ahead of 
last year. Meanwhile, manufactured 
gas utilities have added 18,500 new 
house heating customers for the twelve 
month period ending July 31. 

Dealers in automatic heat and air 
conditioning equipment all report that 
further advances are anticipated for 
the balance of the year. Numerous 
reasons are given but the dominating 
one is the fact that public acceptance 
of automatic heating and air condition- 
ing is steadily increasing. 
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Pa. Meeting 


® First regional meeting of 
Pennsylvanta association 
held in Wilkes-Barre, Oc- 
tober 3 


The first of four regional meetings 
planned by the Pennsylvania State 


Associations Events 





Assn. of Master Plumbers was held at 
Mallow-Sterling in Wilkes- 
Featuring the meet- 


the Hotel 
Barre, October 3. 





ing was the address by National Presi- 
dent Werner in which he outlined the 
activities being carried on by the na- 
tional association and urged in- 
creased cooperation on the part of lo- 
cal and state associations. 

The meeting which was held 
the chairmanship of Henry O. 
state president, was addressed by other 
prominent speakers including; C. B. 
Nash, vice president, Standard 
tary Mfg. Co.; Charles N. Loveland, 
mayor of Wilkes-Barre; and Robert 
Dick, Lead Industries Assn. Mr. Nash 
declared in his address that business 
definitely is on the upgrade and 
pointed towards increased profits. Mr. 
Dick’s talk centered difficul- 
ties which have encountered in 
various the 
plumbing ordinances. 

Further details are to be found in 
the Trade section of this issue. 


also 


under 
Heiser, 


Sani- 


about the 
been 


localities in passage of 


Research 


® Final settlement of national 
association research program 
announced — Agreement be- 
tween contracting — parties 
outlined 


Werner has announced 
that there has been a final sttlement of 
the national research 
program. This agreement was reached 
between representatives of the State 
University of Iowa and representatives 
of the N.A.M.P. and the manufacturers 
The work is to be carried out by the 
staff of the College of Engineering who 
will confer with advisors from the De- 
partment of Hygiene and Preventative 
Medicine and representatives desig- 
nated by the national association and 


President 


association's 


the manufacturers. The agreement is 
for one year beginning October 15, 
1936. 


The aim and object of the first re- 
search project is to study and analyze 
every conceivable condition that could 
occur and produce a partial vacuum in 
a water riser. There general 
vacuum formations to be studied, both 


are two 
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‘imonth Led by Huge Range Boiler Shipments 


where the riser is not empty but con- 
tains water and where there is a par- 
tial or total vacuum above the water in 
the 


| ertain 


Krom tests made it is 
that 


procedures for testing the effectiveness 


a riser. 


thought definite testing 


of vacuum breaking devices will be 
worked out 
Further details are to be found in 


the Trade section of this issue. 


Bureau Dinner 
© All officers reelected at an- 
nual dinner of Plumbing and 


Heating Industries Bureau 
held in Chicago, October 28 


The annual dinner of the Plumbing 
and Heating Industries Bureau held at 


the Morrison Hotel in Chicago, October 


28 was distinguished by praise from 


leaders in the industry for work ac 
complished. 

the 
Nash, vice president, Stand 


George H. Wet 


Among speakers at the dinner 


were C. B. 
ard Sanitary Mfg. Co.; 


ner, president National Assn. of Mas 
ter Plumbers; and Harry C. Yelton, 
president, Central Supply Assn Mr 


talk 
achievements of the 


declared that the 


Rureau 


Nash in his 
should be 


classed as a modern miracle of the in 


dustry. That the master plumbers 
throughout the nation are heartily in 
accord with Bureau activities was the 
gist of the thought presented by Mr 
Werner. Mr. Yelton echoed the 
thoughts of both the other speakers 
and stated that as an indication of the 
esteem in which the Bureau was held 
by his association, their contribution 
to the Bureau had been increased. The 
next day this contribution was again 
increased so that it represented a 


boost of that of 
the previous year. 


Officers of the 


62/3 per cent over 


Bureau reelected for 


the coming year are: John J. Calnan, 
president; William M. Byrd, Jr., vice 
president; Charles K. Foster, treas 
urer: and Norman J. Radder, secretary. 


Further details are to be found in the 
Supply section of this issue. 
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A BOUT three or four weeks before Con- 
gress adjourned I had the privilege of telling the mem- 
bers of this association something about the then 
proposed Law known as the Robinson-Patman Bill. I 
know that some of our most enthusiastic friends were 
convinced that it would take several years for us to 
educate the public sufficiently to cause its adoption. 

We, the sponsors, had the feeling that we should do 
the job just a little quicker than that. I believe that 
through the efforts of associations throughout the coun- 
.ry—the people who went to the trouble to find out what 
it was all about—we sold this issue to the American peo- 
ple just a little bit quicker than any other issue had 
ever been sold. I am indebted to the members of your 
association who assisted us in the undertaking. 

[ feel that the Law is going to be helpful to you; I 
certainly hope it is not harmful. I do not know of an 
amendment which will be proposed to this Law when 
Congress meets on January 5, 1937. If, however, those 
who sponsored this legislation are convinced that there 
are needed amendments in the interest of business and of 
consumers and the country, I shall be very glad to 
consider such proposals and I shall be glad to sponsor 
them. I do know this; that if we could take the offen- 
sive and secure the passage of the present Law, it 
will be much easier for us to defend and prevent the 
passing of a law that we do not want. It is much easier 
to defeat legislation than it is to secure the enactment 
of legislation. 

The legislation I explained to you six months ago is 
substantially the legislation enacted into law and known 
as the Robinson-Patman Bill. 

Mr. McCollum sent me some 50 questions to answer, 
questions which are related to your particular business. 
[ believe he wrote to the different members of your asso- 
ciation to ask you to suggest questions. This morn- 
_ *This is not a copy of the prepared release which Congressman Patman 


distributed to representatives of the press before his talk DomMESTIC 
ENGINEERING stenographers and reporters at the meeting made a _ ver 


batim report of his discussion. With the exception of portions which were 
edited for clarity, and to conform to our space limitations, this copy is an 
exact transcript. It is interesting to note that Congressman Patman’s 
prepared remarks were modified considerably when he actually spoke from 
the platform. He took into account the fifty questions from our industry 
which he answered, the morning of his talk, for exclusive publication in 
Domestic ENGINEBRING 
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“ . . whenever you grant that differential, the burden of 
proof is upon you to show that it has not resulted in a 
discrimination .. .” 


ing I spent three and one-half hours in my room dictat- 
ing the answers to these questions. At Galveston, Texas, 
recently, I had a similar meeting concerning similar 
questions. The magazine, Domestic ENGINEERING, 
prepared those questions and distributed them in printed 
form. I understand that these questions will be simi- 
larly printed and distributed to all of your members. 

I know you will realize what I say is not authority 
that you can rely upon. I am merely giving you what 
I consider were the intentions and purposes of those who 
sponsored this legislation. 

The Federal Trade Commission, the Department of 


Justice and the Courts of this country, including the 


judges and the juries, will pass upon these cases, alter 
hearing all the facts and circumstances relating to each 


case. A question asked me oftentimes does not include 
all the facts and circumstances relating to the particular 


matter. So I would suggest when you get these answers 
that you do not rely upon them wholly until you confer 
with your own competent attorney, who knows your 
particular case and the facts in your industry and can 


apply them to the specific question and answer. In 
other words, these answers are just what you might 


call “curbstone” or “horseback” opinions. 
This Law is known as House Bill No. 692. It is an 


amendment to the Clayton Act. One of the first ques- 


tions which is always asked is: “Is the Law constitu- 
tional?” There is one section of the Constitution that 


























talk* at C.S. A. meeting clarifies 


application of Law to industry 





F.T.C. Ruling 


© Functional discounts upheld in first 


ruling of the Federal Trade Com- 
mission under the Robinson-Pat- 
man Law 


the Federal 
Robinson-Patman 
tile 


ry? 7 
Trade 


Let 


citation by 
the 


quarry 


The first 


Commission under 
COT) 
The 


functional 


directed against a 
tained a clear definition of “wholesalers.” 
had to do 


company in 


company, 
contest with 
the 
charged. with discrimination in 
deal 
consumers at a lower price than that given 

In the of the 
discounts are upheld 


in 
discounts, 


point 
question br 


its selling to 


wholesalers who, in turn. with ultimate 


to 
Commission, 


contractors. views 


only when 


the 


wholesal 


functional 
from whol 


the 


the goods sold pass directly 
saler to the retailer without 


reaching the ultimate consumer. 


In the light of the Commission’s viewpoint 
the seller is made responsible for the final 
course of the goods he sells It is indicated 
that the manufacturer is not relieved of re 
sponsibility in the disposition of his products 
by his purchaser attaching the ta “whole 
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says Congress shall have the right to regulate commerce 
among the states. The Interstate Commerce Act takes 
its authority from this particular section of the Constitu- 
tion. No lawyer has ever tested the constitutionality of 
the Interstate Commerce Act before the United States 
Supreme Court. No lawyer in this nation has ever 
gone before the Supreme Court and seriously con- 
tended that the Interstate Commerce Act was uncon- 
stitutional. It is so plainly constitutional that a lawyer 
who is careful about his reputation will not so contest it. 
The Clayton Act is twenty-two years old. The Courts 
have never held the Clayton Act to be unconstitutional. 
I think it is clearly constitutional, and the Robinson-Pat- 
man Law is an amendment to the Clayton,Act. It was 
passed under the authority granted to Congress by the 
Constitution to regulate commerce among the several 
states. 


6 | 


This Law starts out by saying that it shall be un- 
lawful for any person engaged in commerce to either 

Now let's 
\ct contains 
to the Clay- 
old Clayton 
the Clayton 
use the 


directly or indirectly discriminate in price. 


define the word “commerce.” The Clayton 


many sections. This is just an amendment 
ton Act and when we insert this Act in the 
law all the divisions and other sections ot 
Act apply to this as well. 


“commerce here we use 


‘Theretore. when we 


the word 


word as defined by 
the Clayton Act in another section to mean intet 
Now the “directly and indirectly’ 
were placed in there tor You can’ 


thing in law indirectly that you cannot do directly 


state 
commerce. words ; 
t do any- 


We 


use 


a purpose. 


want to cover every possible transaction, and we 
indirectly” inclusive 
the 


which 1s all 
effort 


this term “directly or 

When this bill 
made to amend it. The Law as it reads now says “goods 
of a like grade and quality.” An effort 
“soods of a like grade, brand and qualit: 


was betore house an was 


was made to 
make it read 
If we had been unsuccessful in opposing the amend- 
ment and the bill amended I think the law 
would have been If is a 
ity that is sold to the trade under a different label 
by the same manufacturer, that manufacturer must 
have the same price for this off-brand as for the stand 


had been 


ineffective. there commod- 


ard brand where either or any of the purchasers in- 
volved in the transaction are in interstate commerce. 
I:ven though one of them 1s in 


intrastate business, 1f 
the other one is in interstate commerce, the |. 
apply when the effect of a discrimination may 


lessen competition or create a monopoly in any line of 
commerce. 
It is not necessary for a monopoly to be created b 


fore this Law will be effective. If it even tends in the 


direction of a monopoly, this Law becomes effective 

You will notice that I have 
part the Clayton Act 
at any price you wanted to in order to meet com 
petition. That part has been eliminated. It rendered 
the old wholly nie \ | 


provision here we have 


ney reac try Vol that 
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' en = ++¢ ] 1] 
Or WillCil Permitted you to Seti 


+ ; ] 
’ ; '* . 7 , 
Pit 4 { ¥ ON re) Crete 


Law 


certain exceptions. 


rule of law 1s that if vou ar mtendine vou a 
from the provisions of the general | 
exception to the law, the burden of proof is upon 
That is the reason these « xceptions are placed ther 
one claiming exception from the general law will | 
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HAVE hurriedly attempted to answer the 
following questions. I have not had an opportunity to 
consider them fully and thoroughly. The answers are 
based upon what I believe to be the intent and purpose 
of the law; what the sponsors of the legislation had in 
mind when they were sponsoring the legislation, and not 
what the courts or the Federal Trade Commission will 
finally hold. I hope everyone reading these questions and 
answers will realize that the facts and circumstances in 
each particular case will govern; that this type of ques- 
tion does not always disclose all the facts that the one 
asking the question had in mind. In other words, these 
answers represent a “horseback” or “‘curbstone’’ opinion 
and should not be relied upon without all the facts, in any 
particular case, being given to a competent lawyer and his 
opinion obtained.” 


| If a d.t.u. distributor sets him- 
e self up as a wholesaler-retailer, 
and sells the public as a retailer, is he en- 
titled to buy at the wholesale purchase price 
level? 


Ans. I think a manufacturer would be running a risk 
to deal with a wholesaler-retailer as described in the ques- 
tion. According to the Act, I see no reason why the 
manufacturer could not sell to the wholesaler and give 
him wholesale discounts on such goods as were handled 
through the wholesale establishment. However, if he, 
as a wholesaler, should sell to himself as a retailer it 
would be a violation of the Law for him to accept broker- 
age in view of the fact that he, as a retailer, directly 
controls the wholesale establishment. The manufacturer 
should make this particular type of firm define its busi- 
ness. The manutacturer should require the wholesaler- 
retailer to define his business and he should stick to 
either the wholesale business or the retail business. Then 
he should be dealt with accordingly. If the manufacturer 
deals with him as a wholesaler-retailer I think he would 





“Congressman Patman’s statement (page 60) that he spent three and 
one-half hours in his room in Chicago dictating answers to questions 
referred to the questions and answers on this page. These questions are 
a compilation of inquiries received both by the Central Supply Assn. and 
DomMESTIC ENGINERSRING after the industry was notified that Congress- 
man Patman would address the C. S. A. meeting. They represent a 
cross section of the thinking by many members of our industry in regard 
to the Robinson-Patman Law. 
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50 QUESTIONS asked 
are ANSWERED 


Specific problems now 
facing manufacturers, 
wholesalers and con- 
tractors are covered 


be charged with responsibility of seeing that the goods 
remain in the proper channels. . 


,, Under the Act, may a manufac- 

a“e turer sell a mail order house, a 
chain store, or a d.t.u. distributor at a lower 
price than he sells to his wholesale custom- 
ers? 


Ans. No. He cannot. Some manufacturers are con- 
sidering billing such a customer as a retailer and allow- 
ing him the wholesale price on the goods he is entitled 
to after a proper showing, either monthly or at a certain 
period. 


$ The Supreme Court in the Men- 
~Je nen case ruled that the method 
of selling rather than the method of buying 
determined a_  distributor’s classification. 
Will this rule be supported by the Federal 
Trade Commission? 


Ans. The method of selling will determine a distrib- 
utor’s classification, according to my view. I do not see 
how the Federal Trade Commission can support any 
other rule. 


4 Is it permissible under the Act 
e fora seller to employ different 
firm names for the merchandising of his 
products of like grade and quality in order 
either to conceal his identity or the identity 
of the product for the purpose of discrimt-. 
nating between customers of the same class 
or function? 


Ans. I cannot see where a manufacturer would be 
benefited in any way by resorting to such a subteriuge, 
in view of the Law, which says that you cannot discrim- 
inate in price on goods of the same quality. Regardless 

















1\by the members of our industry 


sie 


here by Congressman Patman’ 


of the brand it would be the same quality product and that “A,” who is doing an intrastate business only with 
the price would have to be the same. wholesaler “B,’’ who is doing an intrastate business only, 
; comes within the Law. If wholesaler “B’ should do any 
A manufacturer whose business “creme ) einen agtagety | ny Teer 
is interstat t b h interstate business, regardless of how small the business 

e nters operates ranec rarer 
= 5% = oP might be, then contractor “A” would come within the 


wholesale houses in several states. Are the 

sales from any such branch wholesale houses 

considered interstate, even though no sale is 

made outside the state in which it is Q If a manufacturer does not sell 
/ @ 


Law because he 1s doing business with one who, as a 


buver, is in interstate commerce 





2 | | 
located: outside of the state in which he | 
- ; ; =< is locuted and none of his customers sell out- 
Ans. My opinion is that the business is interstate, 7 : 

Per, side the state, is that manufacturer subject 
although the branch wholesale house as a buyer or seller ie 
enter : Sila ag ay to the Act? If any of this manufacturer’s 
is not making sales outside of the state in which it is ; . 

. é; . customers sell outside of the state, is the 
located. It 1s owned by a manufacturer who is _ un- . 
irk. manufacturer subject to the Act: 
doubtedly engaged in interstate business and therefore 
the business of the wholesale house is interstate. oe 
¢ MIS ) t ) ) t ite Ans. A. No, ne 1S hot subrect to the \ct 
6 lf a wholesaler operates branches B. My impression is that the manutacturer would be 
¢ in two or more states, are sales subject to the Act because he 1s knowingly selling to cus- 
from such branches considered to be inter- tomers for the purpose of resale outside of the state in 
state, even though no sale is made outside question 
each state in which each branch is located? | 
1() If a wholesaler located in a 
‘ d he busi ieee e cily near the border of a state 
d Ss. - S1aer ; S ‘Ss ‘Tstate, ; ‘: ’ ° 
. CORSHECT THE OUSINESS TEETER (Kansas City, Omaha, St. Louis, Davenport, 
/ If a wholesaler does 60 per cent Rock Island, Moline, Dubuque, Minneapolis, 
© of his business in the state in St. Paul, Chicago, Terre Haute, Louisville, 
which he is located and 40 per cent in an- Cincinnati, Toledo, etc.) makes one price in 
other state, do his 40 per cent interstate his own state and makes a lower price in an 
sales bring his 60 per cent intra-state sales adjoining state on the same grade, quality 


and quantity, is he illegally discriminating 
under the Act? 


under the Act? 


Ans. It does even if his interstate business is only one 





per cent. Regardless of how small the percentage 1s, if hen, “Wes. 38 tie: commen -anecn vemmeiiinn, or il 
he does any part ot his business interstate, his business they are not in competition and he sells to one below 
and all of his transactions are interstate. onek, whe alll place a burden on the other customers 
Ne. Suppose a contractor, “A” does | A wholesaler located on the 
¢ business which is wholly intra- | « horder of a state sells to con- 
state and suppose he buys from a whole- fractors in his own state and to contractors 
saler, “B,” whose business also is wholly in- across the state line. If the wholesaler can- 
frastate. But suppose wholesaler “B” buys not justify a lower price given to the pur- 
from a manufacturer, “C,” in his state who chaser in one state than the price given to the 
may have some transactions which are inter- purchaser in the other state, on goods of the 
state. Does this place contractor “A” in in- same grade, quality and quantity, may the 
ferstate business and bring him under the contractor who does not receive the lower 


price recover from the wholesaler in a suit 


provisions of the Robinson-Patman Act? 
for damages under the Act? 


Ans. Wholesaler “B’s’’ business as a buyer from the 
manufacturer comes within the Law, since the manutac- 
turer is in interstate business. I do not think, however. 


Ans. Yes, if they are in competition or if the pri 
the competitor is helow cost. 
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12 Most manufacturers of steel 
® pipe consign stocks of pipe to 
distributors throughout the United States, 
and through a distributor agreement desig- 
nate the price and terms at which the pipe 
shall be sold. The pipe remains the property 
of the manufacturer until it is sold and taken 
out of the distributor’s stock. When a dis- 
tributor located in a state, other than the 
state in which the pipe is manufactured, dis- 
criminates in price or terms between buyers 
are such sales construed to be interstate 
sales? 


Ans. Yes. I consider that the business would be inter- 
state commerce and the manufacturer would be liable if 
he discriminates in price on goods of the same quality. 


] 4 Wholesalers “A” and “B”’ sell 
~Je the same contractors. “A” 
knows that “B” is allowing a discriminatory 
price but he neither desires to meet the price 
nor file a complaint. Would it be proper for 
“A” to ask the secretary of his association 
to notify “B” that it is alleged he is giving a 
discriminatory price and to also notify the 
customer that it is alleged he is receiving or 
has induced a discriminatory price? 


Ans. I think it would be proper for the secretary of 
the association to notify these parties. Certainly it would 
not be improper for him to do so. 


] 4 A wholesaler is called upon to 

e meet alleged prices which are 
lower than his published prices. Before 
meeting this competition, is it proper for 
such a seller to employ a neutral agency to 
ascertain whether or not the alleged prices 
actually exist? 


Ans. Yes. It is proper for the wholesaler to make 
such an investigation and such an agency as mentioned 
in the question could very properly be employed for that 
purpose. 


] 5 On a large housing job, a 
~/e wholesaler quotes his pub- 
lished quality prices, knowing that based on 
prior lettings they will not be low enough to 
get the business. Suppose the wholesaler 
says: “These are the best prices we can quote 
you today, but if you are the successful bid- 
der, we will then talk to you.” After the 
order is booked by the contractor, the whole- 
saler quotes and sells that contractor at a 
much lower price than his former quotation 
and current published prices. Has the seller 
violated the Act? 


Ans. Yes, if he is not giving all of his other custom- 
ers the same prices under the same conditions. He can- 
not change his price for the purpose of favoring this con- 
tractor. If he does, he is liable. The question indicates 
that the wholesaler changed his price for that purpose 
and he would theretore be liable under the provisions 
of the Robinson-Patman Law. 


l 6 If a seller actually meets com- 

e petition and sells to several 
customers at less than his published price, is 
he illegally discriminating against his other 
customers? 


Ans. He is illegally discriminating against those who 
are in competition with the one he has granted a lower 
price to, unless he grants to them the same price. In 
other words, the seller has changed his price and having 
changed it, which he had a right to do, he must give the 
same price to all other competitors in that area. 


] 7 May a wholesaler classify his 
e customers by their volume of 
purchases for a certain period? 


Ans. I presume the classification is for the purpose of 
granting a differential in price. If so, the differential 
could be granted on volume of purchases for a certain 
period of time provided the differential was justified by 
reason of differences in cost of manufacture, sale or de- 
livery. Otherwise, the differential in price could not be 
made legally. It is my opinion such a differential would 
be very hard to justify. 


] SS May a wholesaler classify his 

e customers by the promptness 
with which they pay their bills and sell slow- 
pay customers at a higher price than he sells 
prompt-pay customers? 


Ans. If there is a difference in cost of manutac- 
ture, sale or delivery, as mentioned in the Act itself, | 
see no reason why such difference should not be taken 
into consideration, but this is such a fine point I doubt 
that such a factor could at any time be used for the pur- 
pose of granting a differential in price. I consider the 
question so close to a violation that I personally would 
not risk it. 


] Q Are “loss leaders” permissible 
e under the Act? 


Ans. Solely in intrastate commerce they are permis- 
sible. Section 3 of the Act, the criminal section, provides 
that a concern shall not sell at a lower price in one sec- 
tion of the United States than in another for the pur- 
pose of destroying competition, or eliminating a competi- 
tor in such part of the United States. If the “loss 
leader’ sales were made by a concern in interstate com- 
merce for the purposes indicated in the Act, that is, 1f 
a jury and a court could be convinced that they were 
niade for either of these purposes the concern would be 
liable. A model state law is now being prepared by inter- 
ested parties in the hope that the legislatures which wil! 
soon meet in the several states will adopt it. If such a 
law is adopted, it will cause all businesses to come within 
the Act. The present Robinson-Patman Law, of course. 
only applies to interstate commerce and we are hopetul 
that the states will make this law effective by passing the 
model bill. 


20 May a wholesaler publish one 
e price for all buyers? 


. . . } 
Ans. I presume the one asking this question wanted 
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to know if the wholesaler could publish one price to all 
buyers regardless of quantity. The answer is yes. He 
may charge a certain price for one unit, 10 times the 
price for 10 units, a thousand times the price for a thou- 
sand units and he will not be violating the law. The law 
itself says that there shall not be a differential in price. 
The exception in the law permits a differential. When 
one attempts to sell at different prices he is attempting 
to come within the exception in the law, and therefore 
the burden is on him to show that the differential is 
justified by reason of a differential in cost of manufac- 


ture, sale or delivery. 
2 ] A seller pays his salesman on 
e acommission basis. The sales- 
man, unknown to his employer, splits his 
commission with the customer. Is the em- 
ployer or the salesman, or both, liable under 
the Act? 


Ans. I believe that both the salesman and the em- 
ployer would be liable under the Act. The employer 1s 
liable because he is charged with responsibility for the 
acts of his agent, and in this case I think he would be 


charged with such a responsibility. 
22 Are sales to the Federal Gov- 
=e ernment, its states and terri- 
tories, subject to the Act? 





Ans. Presuming that the Federal Government, its 
states and territories continue to purchase as they have 
in the past, by receiving bids from different concerns, 
sales will not apply to the Act unless they are made below 
cost. If they are made below cost they become a bur- 
den on the other customers and would therefore, to my 
mind, be considered a discrimination. The Federal Gov- 


ernment does not have a competitor. 
2 3 Are sales to municipalities, 
¢ charitable’ institutions, and 

hospitals subject to the Act? 


Ans. I doubt that these institutions would be con- 
sidered in competition with any other institutions and | 
don't think they would come within the Act unless a 
situation should develop where they were competing in- 
stitutions and where a discrimination was proved. How- 
ever, if the sales were made below cost, the Act will 


apply and those making the sales will be lable under it. 
2 4 If a wholesaler offers free de- 

e livery service to all customers 
and one of his customers desires to call at 
the warehouse for his material, is such a 
customer entitled to a price which is lower 
by the actual cost of its delivery or only the 
saving effected by the wholesaler in not mak- 
ing that delivery? 





Ans. The customer would be entitled only to the sav- 
ing made by reason of that particular sale and delivery. 


ihe wholesaler’s setup must be continued tor 
his customers, and he cannot dispense with this cost 


he benefit 


lor the purpose of accommodating one or two of his 
customers. If his delivery cost is 25 per cent and on this 


particular order he is saving 3 per cent on salesman’s 
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salary, commission and expenses, he may give the cus- 
tomer the benefit of that 3 per cent, but not the benefit 


ef the 25 per cent. 


gin The Act states that it shall be 
Lde unlawful to discriminate in 
price between purchasers, etc. What did the 
committee consider the word “price” to 
mean? Does “price” mean the price appli- 
cable to one shipment or to an order or to 
purchases over a given period of time? 


Ans. 
price. It am not prepared to discuss all these factors. 
This question should be discussed in connection with any 
particular business or transaction, as different price fac- 
tors enter into different transactions. This is a question 
cf fact that will be determined in each particular case 


according to the testimony introduced. 
JE In Interstate Commerce Com- 
ZO. mission decisions, the shipper 
of one carload of material receives no better | 
rate than the shipper of 10 cars or a train- | 
load of similar material. The shipper of one | 
car per year receives no better rate than the 
shipper of a thousand cars per year. If the 
same reasoning is applied under the Robin- 
son-Patman Act, do you think the Federal 
Trade Commission may consider a carload 
to be the maximum quantity for our indus- 
try? 


Many tactors will enter into the question of 





Ans. The Federal Trade Commission will not be 
called upon to pass on this question unless so few pur- 
chasers are receiving such a low price by reason of quan- 
tity discounts that there is danger of those few creating 
< monopoly. In the event that there is danger of a 
monopoly in such a case, the Federal Trade Commission 
may establish quantity limits, and since the Interstate 
Commerce Commission fixed a carload a 


‘ t he quantity 
limit for railroads. it occurs to me that this 


would not 


be unreasonable in your industry. This particular pro 


vision of the law permits the quantity limit to be fixed, 
although the quantity discount for a larger quantity 


can be justified by reason of differences in the cost of 
manutacture, sale or delivery. My personal opinion is 


that your industry would be working in its own best 
interest if it established voluntarily a carload as a mani 
mum quantity upon which a discount would be given. 
In that event it would doubtless be easy to justify the 


small difference in price in less than a carloa 
] 


carload and you would not likely be near a it 
the law. A manutacturer announcing such a price could 
protect himself against future trouble by giving 

to all of his customers. If any one customer should 

in such a price a discrimination against him, be 
doubtless call it to the manufacturer's atte 

the manutacturer an opportunity to correct it before 


coming liable, at least to anv great extent 


1 ’ | , 
customers who might be discriminated against. [1 


price list 1s published, anc a7 2 etityce 

tomer should sue that manufacturer alleen 

nation, helieve the court would permit ¢ - - 
introduced to the effect that this customer kn bout 


(Continued on Page ‘S7) 
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THE OPposITION to the 


another side of the 


4 

‘| HE Robinson-Patman Act is the result 
of a considerable campaign: that was encouraged by 
numerous retail organizations throughout the nation. 

It has been many months in the making, and if anyone 
here feels that they will have their toes tread upon by its 
enforcement, they have themselves to blame for tailing 
to take appropriate action on what was and is happen- 
ing in Washington, I and but a few others opposed the 
sill. I am proud of my opposition although what I say 
may not dovetail with your opinions. I feel that I am 
on firm ground and will remain on firm ground by con- 
tinuing to oppose it until the evil in that Bill 1s elimi- 
nated. 

Don't feel that the sponsors of the Robinson-Patman 
Act are going to stop here. If you feel that you are 
untouched so far, you can be sure that there are going 
to be a flood of bills offered that, in popular phrase- 
ology, will “get you” because already there is agitation 
for bills to cover intrastate commerce as the Federal 
statute covers interstate commerce. If the consumer 
buys with knowledge of discrimination, he eventually is 
going to get himself into the toils of some sort of intra- 
state legislation. Patman is preparing a bill to the 
effect, that no retailer can be a manufacturer and no 
manufacturer shall be permitted to sell at retail. Where 
will it end? That is a serious matter for you to con- 
template. 

The consumer should come first at all times and if 
you consider primarily his interest, you need not worry 
about yours. Concerning the Robinson-Patman Act 
the consumer was never considered, never consulted, 
because he is not organized but the consumer is going 
to be organized. It may interest you to know that at 
the very moment the President reluctantly signed with 
one hand the Robinson-Patman Act, with the other hand 
he held, as it were, a pen to sign a resolution providing 
a commission to go to Europe to study the cooperative 
movement there. The effect of the Robinson-Patman 
Act, as soon as it strikes at quantity discounts, will be 





*The Eastern Supply Assn. mecting at which Congressman Cellar gave 
this talk was held in New York City on Oct. 21 «at the Hotel Astor. The 
first part of the material is a stenographic transcript of his actual talk. 
It is supplemented by questions and answers previously delivered by Mr 
Celler over the radio. They were scheduled to be given at the E. S. A 
meeting but lack of time cut the talk short 


Congressman Emanuel Celler 
of New York presents his 
comments on this new Law. 
As a member of the com- 
mittee which considered the 
Bill, he became thoroughly 


posted on its various features 


to elevate prices to the consumer, so the President, 
understanding that, encouraged sending forth savants to 
investigate the cooperative movement. These retailers 
who think they are going to be benefited will sooner or 
later realize that they have been following false prophets. 
Any appreciable spread of consumer cooperatives (the 
Robinson-Patman brand of laws will cause their spread) 
‘will spell ruin for small retailers. 

The cooperative movement is spreading rapidly in the 
West. It will make a lot of difference if you are re- 
tailers or supply to retailers, because you will have to 
reckon with the consumer cooperatives, for the move- 
ment is expanding eastward. It is an old movement 
and we have been untouched until the last few years, 
but this legislation gives the greatest momentum to that 
tvpe of distribution. Two-thirds of the families of 
England are members of cooperatives. An equal number 
are members of cooperatives in Norway, Sweden and 
Denmark. 

3e on the alert, go to Washington openly as this 
organization and watch the situation. We don’t hear 
enough in Washington from business organizations. We 
want to hear from you. Take an interest in Washington 
affairs. Washington takes an interest in your affairs. 
It has been poking its nose into them long enough; do 
a little poking yourselves. 

I have conferred with fifty economists as to the effects 

















icture at the HK. S. A. meeting 


of the Robinson-Patman Law and they are all agreed 
that prices to consumers will be greatly increased. I 
must be frank with you. To my mind consumers (and 
you are consumers ) come first. 

Two members of the President’s cabinet were opposed 
to this Bill. Secretary Wallace, speaking through farm 
organizations, said that while the apparent objects of 
the Bill may seem all right, he fears the hindering of 
operations of farm organizations, those particularly buy- 
ing supplies in great quantities. 

Under the Bill the Federal Trade Commission can 
set a ceiling beyond which there can be no discounts, 
whether justifiable or not. Many farm cooperatives buy 
seeds, fruit baskets, etc. by trainloads, not carloads. They 
can be refused any discount greater than the carload 
purchase, regardless of quantity. The increased cost of 
marketing will discourage. the consumption of many 
products as the result of raising prices to the consumer. 
Agriculture did its best to “scotch” this bill. The Secre- 
tary of Commerce also opposed it. My opinion is that 
if this had not been election year and if the Bill had 
not carried the name of Senator Robinson to whom the 
President is personally attached it would not have been 
signed. The President himself opposed many features 


of it. 
NO DISCRIMINATION IN TERMS OF SALE 


The chief counsel of the ederal Trade Commission 
said there could be no discrimination in terms of sale. 
Imagine the results to you if both a fly-by-night and 
good account had to be sold on equal credit. The mem- 
bers of the F. T. C. have no right to give an advisory 
or advance opinions and the employes of that commission 
have no right to do so. The F. T. C. is a court, its 
members are judges. People must not go down there 
and ask them what this Bill is all about, any more than 
a lawyer before a trial should ask the judge what his 
decision will be. If you don’t know what it is all about, 
it is your fault for letting it pass and now you will have 
to wait to find out what it means. Had your organiza- 
tion and others throughout the land taken a vital in- 
terest in the Bill, either of two things would have 
happened. It would not have passed or if it had passed, 
it would have passed in simple understandable language. 

If you violate Section 3, you can be sent to jail for 


¢| Robinson-Patman Law presents 


, 
a4 
aS 


one year and fined $5,000. As you know, the Bill did not 


pass both the Senate and the House in the same form. 
hoth hodie 


A bill has to be presented to s in the 
same form, otherwise a conterence committee 1s 
appointed to reconcile difterences. I was the only one 
on the conference committee opposed to the Bill. | even 


had to fight to be appointed on the Committee. Senator 
Borah was the one who mainly insisted on the criminal 
final act. He said that 
Washington, 
rporation 


provision being included in the 
he wanted to get the offender not to go to 
but in the local court so that if a New York « 
oftends in Idaho, he to get it in Idaho where it 
be able to secure control for itself as mig! 
Washington. 


{ Jayton 


wants 
won't 
done in its own state or in 


There is a provision in the act for triple 


so on with a certain 


damages. You may g 
you believe is right as long as six years in New York 


practice which 


state (in some states it might be longer depending upon 


its statutes of limitations) and after six years somebody 
might make a complaint and bring action for triple dam- 
age for violation of the Robinson-Patman Act. Under 
the Clayton Act your offense had to affect commerce 


generally ; under the Robinson-Patman Act it may aftect 


only an individual. for penalty you may receive a 


“cease and desist” order, an injunction to stop the prac 
tice, triple damages or you may go to jail. Usually a 
man is considered innocent until proven guilty But 
under the Robinson-Patman Act, you have to disprove 
the charge. If there is a charge against you, it 1s 
incumbent on you to bring together facts to disprove 
your guilt. 

The Federal Trade Commission has to meet the situa 
tion of how to enforce the Robinson-Patman Act in 
addition to its ordinary duties. It has no money to 


enforce it and won't have until the middle of February 
or March when some appropriation bills are passed 
There will be a fight to get these appropriation bulls 
g to fight against any 


y 
Pony 


passed, and [| certainly am |; 
such appropriation. 

Many questions, similar to the following, are asked on 
all sides: “A” is a retail merchant in San 
“B” is a retail merchant in New York. 
“X” sells to both “A” and “B” the same quality and 
quantity of goods. He gives “B” a discriminatory price. 
Does he violate the law? No, because “A” and “B” 


(Continued on Page 946) 
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68,000 people, in a single month, walked through this model kitchen exhibit at the Peoples Gas 
Light & Coke Co. in Chicago 


Sales Opportunities for Kitchens 


‘‘Nearly all that 1s to be done in remodeling kitchens 
revolves about the work of the plumbing contractor-dealer’”’ 


ry 
| AKE a look at most any kitchen not built 
in the last year or so—begin with your own. Is the gen- 
eral appearance that of a well organized arrangement of 
related units? Are the various pieces of equipment and 
appliances up-to-date’ Is it smart and attractive in 
decoration? The answer is usually a truthful and apolo- 
getic, “No.” Outmoded, old-fashioned, inadequate it has 
no more stvle than an ancient automobile and is no more 
ht for modern demands. Were it not so, ambitious plans 
to capture this face-lifting business of the dated kitchen 
would not be laid by alert utility companies, manufac- 
turers and contractor-dealers. 
extensive and beautifully presented national adver- 
tising directed to the American housewife has acquainted 
her with new developments in kitchen equipment, new 
ideas of organizing her work for time and energy-saving 
and new thoughts in appropriate decoration of the kit- 
chen. But she need not be told that her kitchen has not 
kept step with modern advances, she knows it and is 
planning now with the help of all this advertising to 
rescue the kitchen from its annoying inadequacy and its 
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, down-at-the-heels appearance. She is, in short, a pros- 










pective buyer of everything from floor covering to 
kitchen sink, and with the need so acute she will not be 
satisfied until her kitchen is as modern as her car and 
her radio. There is ample evidence that she is kitchen- 
conscious. 

In model homes on exhibit, final judgment is based 
on the facilities and appearance of the kitchen. Home 
magazines devote leading articles and fascinating color 
illustrations to kitchen designs and build successful mod- 
ernizing contests around it. The kitchen is in vogue and 
gets all this attention for the sound reason that it ts 
sorely in need of it. Specializing kitchen designers have 
developed to meet the demand for scientifically planned 
kitchens and the terminology used by them is becoming 
understood and popular. All this well organized promo- 
tion is reflected in sharply increased sales of appliances, 
construction materials and equipment. 

An inspection of any recently built home will show 
the new trend in kitchen design. Compact, efficient 


(Continued on Page 170) 














This authoritative infor- 
mation 1s an introduction 
to a study of step-saving 
and time-conserving plans 
for kitchens. Recommen- 
dations of home economics 
experts are contained here 















These before and after views serve as a striking illustra- 
tion of what can be accomplished in remodeling kitchens 


THE PLAN.... 


5 Types Cover Range of 
Ideal Kitchen Lay-outs 


Ay engineer will tell you that the old say- 
ing, “A straight line is the shortest distance between 
two points,” is correct only theoretically. A kitchen 
planning engineer will go even farther and say that 
two lines are the shortest distances in modern kitchen 
planning work. A statement such as this requires some 
explanation. Perhaps, first of all, the question, ““What 
is a planned kitchen?” should be answered. Experts 


have agreed that kitchen planning is the placement of 
fixtures and appliances in such a manner that there is a 
saving in the number of steps necessary for the prepara- 
Other results of modern kitchen plan- 


tion of a meal. 





ning, such as beauty of appearance, convenience in op- 
eration and time-saving, are indirect, if pleasant, features. 

Kitchen planning is not entirely new. Work on the 
ber ot years by a 
2, the findings of 


agencies were centralized and 


subject has been going on for a numl 
number of different agencies. In 193 
many ot these differen 
further work was 


1 


carried on by a single office. In the 
four years since that time much has been done to make 
the kitchen a more pleasant place for the average | 
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° * 7 ‘ ‘ 
wife. In the early vears of kitchen planning work, em 
phasis was placed on the strictly utilitarian or laboratory 
kitchen. In such a kitchen, space was allocated for the 
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necessary fixtures and a small amount was grudgingly 
granted to the person who did the cooking, but no other 
factor or person was taken into consideration. Since the 
labor and time saving features of a planned kitchen ap- 
peal to the housewife who does her own cooking and 
usually the rest of the housework as well, there was a 
glaring fault in such kitchens. 

Economizing on space meant that there was no place 
in the kitchen for the youngsters of the household to play. 
Husbands of the nation felt that a cook who was com- 
pelled to divide her time between the preparation of din- 
ner and seeing what Junior was up to could not do 
justice to either duty or prepare the meals of which they 
were capable. 

While at first thought this may seem slightly humor- 
ous and, at best, only a minor matter, it has influenced 
modern kitchen trends in a number of different ways. 
Today, an ideally planned kitchen is large enough to 
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Center 
l ype 








The befere and after pic- 
tures and the floor plan >» 
to the right, show the 


broken center kitchen 


afford ample room for fixtures, the cook and, if neces- 
sary, the small children of the household. Another varia- 
tion of this plan is the addition of an open breakfast nook 
accessible to the kitchen which, if it is separated at all, 
has only half walls. Then, too, this same reason has 
been partly influential in the placement of the sink under 
a window in all ideally arranged kitchens. A sink that 
is placed in such a location permits the housewife to 
keep her eye on her children when they are playing in 
the yard. 

The ideal kitchen has been mentioned. Now the next 
step is to describe such a kitchen. There are five types 
of basic kitchens which are preferred by kitchen plan- 
ning experts. Such plans are varied slightly as the archi- 
tecture of the house or local conditions demand. ‘The 
first, and theoretically the most ideal, kitchen arrange- 
ment is U-shaped in which the three most important ele- 
ments—the sink, the range and the refrigerator—are 
arranged on three separate walls ina U-shape. To elab- 
orate the thought, the sink must be considered as being 
the focal point for kitchen activity. This being the 
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third on a wall which is adjacent and at. right 

















a angles to the first ‘This arrangement sometimes 1S 
made necessary by the placement of existing doors and 
windows. A third type of planned kitchen 1s called the 

case, the range and the refrigerator should be placed in broken L, where two fixtures are on one wall and third 

relation to the sink so that the path traversed in prepara- is placed on a third wall not adjacent to the first wall. 
tion of a meal roughly is V-shaped; 1. e., from refriger- The two-wall or corridor type 1s a tourth possible ar- 
ator to sink and from sink to range. A second type of rangement. This tvpe admirably suits the long, narrow 


planned kitchen is L-shaped. Such 
an arrangement makes use of two 
walls and usually has two 
the fixtures on one wall, with the 


ot 
















i the left is illustrated both before and 
‘er views and a floor plan of a “U” type 
titehen. The small arrows on the floor 
pan show the air travel to the ventilator 





To the right, is a corridor or two-wall type of kitchen. The 
proper height, 36 in., for tables and sink is shown also 
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Dining FPeoom 


kitchen. In such an arrangement two fixtures are on one 
wall and the third is on the wall facing the first wall. 
The fifth tvpe, which completes the group of basic possi- 
bilities for kitchen planning, has been called the indi- 
vidual center type. Such a kitchen is used when wall 
areas are so broken by windows and doorways that none 
of the previously mentioned types can be used. In this 
arrangement usually no two fixtures are on the same 
unbroken stretch of wall, but are separated by doors or 
passageways. While perhaps it is not strictly a fair state- 
ment, the five types of kitchens mentioned have been 
enumerated in the order of their descending value. 
Certain other elements of kitchens should come under 
the heading of placement in considering the subject of 
planning. Remembering that the sink should be placed 
under a window, the refrigerator should be located as 


The kitchen that is 
shown here is cailed 
the Broken “L.” This 
arrangement some- 
times is made neces- 
sary by the location 
of existing doors and 
windows 


The photographs and 
floor plan here show 
the “L” type kitchen 
where the arrangement 
of range, refrigerator 
and sink is made in 
such a manner that the 
path traversed from 
one to the other is 
roughly “L” shaped 


near to the rear access door to the kitchen as possible. 
The reason for this is clear to any housewife who has 
had to remop a clean floor after a delivery boy has walked 
the length of the kitchen to deposit a load of groceries. 
Supplies entering the kitchen through the rear door can 
be deposited in the refrigerator immediately without 
waste time or motion. 

The range should be placed near the dining room door- 
way. The reasoning behind such placement is that food 
can be served quickly with the very minimum of delay 

(Continued on Page 170) 
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Fig. 1—This is a “U” type kitchen Fig. 2—A broken “L” type kitchen Fig. 3—This is an ‘L” type 
Various Venting A t 
Ir is not so much that the plumbing layout for Attention should be called to the fact that there are 
a planned kitchen is such a complicated matter, as it many modifications of the five fundamental types of lay- 
is that there are countless different combinations and cut. It will be of interest to see what some of the com- 
conditions to be faced. The correct solution of these mon combinations are, that present themselves in plumb- 
small problems generally is. a simple matter, but the ing remodeling. 
difference between an intelligent solution and a careless 
one is the saving or wasting of money that can some- 5 TYPICAL FLOOR PLANS 
times run to considerable amounts. 
A study of the subject of kitchen layouts, including. Referring back to the five typical kitchen floor plans, 
the sink, the refrigerator and the range, has been found shown on these pages, we want to take each of them and 
to resolve itself into five fundamental arrangements. discuss the changes that would be involved in the waste 
These are shown in Figs. 1, 2, 3, 10 and 11, the different and vent connections for the kitchen sink if removed 
layouts being known respectively as the ‘“U” type, Broken from any one of several different locations to its present 
“L” type, “L” type, Corridor type and Broken Center location in remodeling operations. 
type. A little study of these five typical layouts will Before the remodeling of the work in Fig. 1. the sink 
show that certain types have the equipment arranged 
on two adjacent sides of the room, on three sides, on 
two opposite sides, etc. 
There is not a great deal to say about locating the eee — = 7 
sink. In general this fixture should be set where it gets Though | | 
strong natural light from one or more windows. The Ff | 
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| Through roof . 
housewife spends so much of her time at this fixture | 
that anything that can be done to make the work pleas- 
anter, should by all means be done. Often the setting of } 
the sink too high or too low, occasions fatigue and dis- 
tress that are entirely unnecessary. Moreover the loca- 











tion of this fixture where there is abundant light, makes Old shack ; | 
— ‘ : a atdZ, y Ora > Sink (if? + . i 
a saving in the use of electricity. / ¢ "em oFe led | 
v4 S/he 10 sF73 Oca lror 
COT #/Ad 4! 
7 . ; - (OCA C101) J} 
Fig. 4—Waste and vent connections possible for a “U” type 
kitchen in a bungalow |_f | 
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Fig. 5—Another possibility in venting practice for the same 
kitchen is shown at the far right 
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Fig. 6 


Caurary Tabs 





Laurary Tubs 





—_— — —= — ——— ae 





Refers to Fig. 2 Fig. 7—Refers to Fig. 2 
might have been located at any one of several other 
points, such as “X,” “Y” or “Z.” In either of three 


cases, the stack serving the sink would most likely have 
been located approximately where we have indicated it. 

Assuming that it is a bungalow, the changes would 
be very simple, and could be made in either of two ways. 
One way would be to use the old stack with its con- 
nection through the roof. Then, whether at “X,” “Y” 
or “Z,” the distance of the new fixture location from the 
old stack, would be so great that the fixture would have 
to be vented, to be in agreement with most plumbing 
codes. The waste and vent connections would then have 
to be something like lig. 4 in any one of the three loca- 
tions “X,” “Y” or “Z.” the horizontal part of the vent 
would have to run under the floor above, for running it 
exposed on the ceiling would be out of the question. All 
things considered, the method of using the original stack, 
would be cumbersome and expensive. 


ANOTHER METHOD DESCRIBED 


The other method would be to extend the horizontal 
waste line in the cellar, from “X,” “Y” or “Z,” over to 
the new location, and then rise through the roof. The 
extension could be made overhead or under the cellar 
hottom, as seemed most desirable. Then the connections 
would reduce to the simple form shown in Fig. 5. 

The old stack would be taken down. The roof opening 
would be closed. This method would do away with the 
long horizontal waste and vent lines, 


and make a much simpler, more satts- 
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Fig. 8— Refers to Fig. 3 


problem in removing the sink from point “X” or point 
“Y" to its new location, would be no different than we 
have seen in Fig. 1. 

let us assume an added complication however—that 
originally a set of laundry tubs was installed in the 
cellar, just below the old sink location, either at “X” 
or “Y,” and that when the remodeling was done, the 
tubs remained in their original location. Under these 
conditions it would very likely be best to plug up the old 
sink waste and vent opening, allow the laundry tub con- 
nections to remain unchanged, and extend the horizontal 
waste line on the cellar timbers, over to the new sink 
location, and rise with it through the roof. The con- 
nections would be as seen in Fig. 6. 

It would be possible, just as shown in connection with 
Fig. 1, to omit carrying the sink line through the roof, 
and run the waste and vent lines over to the old stack, 
as in Fig. 7. The disadvantage is in the long horizontal 
waste and vent lines. In the case of the ‘“Y” location 
these horizontal lines would be excessive in length. 

In the remodeling shown in Fig. 3, the sink has been 
removed to its present position from one of a number of 
different possible locations, such as at “X,” “Y” or “Z." 
The principles involved in making these changes are no 
different than in the case of Figs. 1 and 2, unless we 
should bring into the problem other modifying cond)- 
tions. Let us suppose that the original installation in 
cluded a set of laundry tubs in the cellar, directly under 


(Continued on Page 172) 




















Fig. 9—Refers to Fig. 3 
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tions, both oil burners and stokers, is one of the most prof service, the employment of only dependable service men 
hases of our heating business. ‘The factors chiefly together with intelligent supervision of their work, and 

cl simple, effective promotional program that isn't clot 

tered with a lot of needless time-consuming detail,” said 

“Tll ‘LSAWOA ANV' freeman \bbott. Manager of the plumbing and heati cy 


This photograph of the company 
truck shows how the side and rear 
panels are used for advertising 
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Tel. Lake Forest 425 Lake Forest, 1. This post card has proved to be one of the most effective adver. 
tising and promotional mediums that the company has used : 

-_ i 

The return portion of the card has five items to be checked 
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This dealer finds that the factors that 
are responsible for success of servicing 
include promptness, dependability and a 
simple; effective promotional program 


responsible for this departments success are prot 


“a 
ERVICING automatic heat. installa- 


lake Forest, I] 


hrm of Wilham N. Frye, In 
] | 


‘@AY U19999%4 ‘'N 866 _ : 
lhe rye COMPANY s automatic heat service usine 








‘uy ‘@AL *N ULBITTT AY consists of some 800 accounts, approximately 700. of 
Tr which represent oi] burners sold and talled by the 
OQYv> Ald3¥ SSINISNG company. 
Situated some thirtv nules north ot | hicag on the 


shores of Lake Michigan, Lake Forest 1s pur 


, hohe a 
¢ are dealers f e new LINK-PBBLT ¢ 


William N. Frye, Inc. | 


PLUMBING AND HEATING 





MAIL THIS CARD TODAY NO POSTAGE NECESSARY 


; Piease send y MTV PMA Pa : reine 


about cleaning ineler 





. =— @— © aoee + ae es f° = ee | <— ae © Cee ee cow. * 
. . . 





- 
Ts — ~eceeape + 


76 


The firm sells both oil burners and stokers. Oil burn- 
ers have been handled for many years, but stokers were 
added to the heating line only this past summer to meet 
an increasing demand in the area for this type of auto- 
matic heating equipment. New installation sales are 
pushed chiefly in the spring and in the fall, which Mr. 
Abbott finds are the most productive seasons for this 
activity. But the matter of sales is a story by itself—this 
one being confined chiefly to the servicing of automatic 
heating equipment. 


USE OF TELEPHONE DIRECTORY 


An effective yet rather simple promotional campaign 1s 
used by the company in seeking service accounts and in 
Advertisements are used liber- 
The company’s name 


selling its merchandise. 
ally in the telephone directory. 
appears a half dozen or more different places in this book. 

One of the most prominent ads appears on the page 
where the firm’s name is listed in the regular directory 
section. This is a display spreading entirely across the 
top of the page and about one inch in depth. In the 
Classified section of the directory the Frye company is 
listed under all of the several divisions appropriate to its 
following headings: Oil Burners, 
Oil Burner Service, Heating Contractors, Plumbers, Air 
Conditioning Contractors and Electric Refrigerators. 
Three display ads are used in the classified directory— 


business, including the 
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one under the listing “Oil Burner Service,’ one under 
the listing “Oil Burners” and the third under the head- 
ing “Plumbers.” It is planned to include stokers in the 
advertising in the new telephone directory to be pub- 
lished shortly. 

Newspaper ads are used occasionally in the local papers 
but this company does not feel that this type of advertis- 
ing is particularly productive due to the fact that the 
Chicago dailies command the bulk of the circulation in 
the area. The tremendous circulation of these papers and 
their relatively high advertising rates naturally eltmi- 
nate them as an advertising medium for the retail dealer 
who serves a limited area. 

One of the most effective advertising and promotional 
mediums employed by the Frye company, and yet a very 
simple one, is an ordinary business reply postcard. The 
card is printed on a good grade of paper and its neat 
arrangement is evidence that careful attention was given 
to its preparation. 


ITEMS ARE CHECKED 


On the back of the portion of the postcard to be re- 
turned to the Frye company attention is directed to five 
items, the recipient being requested to check those in 
which he is interested before returning the card. On an- 
other side of the card is a sales message calling attention 
briefly to the company’s special vacuum cleaner equip- 
ment for cleaning boilers ; its stoker line ; its semi-monthly 
oil burner service, which is available 24 hours of the day; 
and its reduced summer prices and special terms on new 
oil burner installations during the summer months. 

In other words, this one card is used durmg the spring, 
summer and fall months to solicit service accounts, boiler 
cleaning, burner and boiler repairing and new oil burner 
and stoker installations. The first mailing is made usu- 
ally in June, and each month thereafter through October, 
additional mailings are sent out. Approximately 400 
cards were mailed this year during that period. The mail- 
ing list is compiled by O. R. Cubbon, manager of the 
service department. Mr. Cubbon’s thorough knowledge 
of the territory enables him to select with considerable 
accuracy the most likely prospects. He uses the telephone 
directory as a guide in compiling the list, which also in- 
cludes former purchasers of oil burners who are not us- 
ing the semi-monthly service. 

Two service men are employed the year ‘round. 
During the summer months, when automatic heat 
service work is slack, a special drive is made on 
boiler cleaning and repairing in order to keep 
these men busy. The business reply postcard re- 
ferred to is an important factor in securing this 
business, and in addition, stuffers are enclosed in 


The company makes liberal use of advertise- 

ments in the telephone directory. On the page 

where the company’s name appears is a display 

streamer stretching across the entire page and 
being about an inch in depth 
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At the right is a typical installation made by the com- 

pany. Customers such as the owner of this installa- 

tion are solicited to subscribe for the company’s 
semi-monthly service arrangement 


The photograph below gives a general view of one 
of the company’s show windows. This display shows 
the equal emphasis that is placed upon the merchan- 
dising of both stokers and oil burners 





all statements mailed to customers. During the past 
summer the company handled about 200 boiler cleaning 
and repair jobs. 

Another device used by the company to keep its serv- 
ice men going during the summer is a special offer of a 
> per cent discount on all new burner installations mad 
during June, July and August. In addition to this dis- 
count, purchasers of new burners during these months 
are not required to pay for them until October 1. A spe 
cial discount and terms are likewise allowed on stokers. 
About ten burners were sold during the past summer as a 
result of these special inducements. 


COMMISSION ON LEADS 


The company encourages its service men to keep on 
the watch for likely prospects by paying the men a com- 
mission on leads brought in that result in sales of stokers 
or oil burners. The commission rate varies according to 
the circumstances surrounding each sale. 

During the fall season the two service men naturally 
are kept extremely busy, but the extra load at this time 
of year is absorbed without reinforcements to the per- 
sonnel. It is necessary to crowd the men a bit at this 
period, according to Mr. Abbott, and also to put in some 
overtime work, but he favors this in place of taking on 
extra help. 

When a new burner or stoker is installed the pur- 
chaser is given free service for twelve months. Upon 
completion of the installation the owner is instructed on 


SCT 
ice man two or three times during the 


, 
hirst month to make sure it is operating 





properly. Atter that it is up to the 
tor service if it 1s needed. 
At the end of the twelve-month period, 


of course the owner is solicited to sub 

scribe for the semi monthly service 
The company offers a semi-monthly service on oll 
burners and stokers for which there 1s al chare ot S300 
per month. The price is the same tor this service regard 
less of whether the burner or stoker 1s a new one or ol 


(Continued on Page 100) 


Trucks 


Recent truck survey shows 
that business volume 
will reach ’28 level 


y 


DDITIONAL proot that th 
heating industry 1s rapidly reaching and will soon sur 
pass the 1927-8-9 volume of business 1s indicated by the 
tact that wholesalers and contractors contemplating re 
placing their old trucks and automobiles are decidedly 1 


(Continued on Page 171) 
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THANKS- 
GIVING... 


Seasonal direct mail 
appeal increases bust- 
ness and stimulates 


collections. 50% replied 


D ETERMINED to evolve a direct mail ad- 
vertising campaign that would be strictly unique in its 
appeal, a dealer in our industry recently hit upon an idea 
which more than fulfilled his self-made exacting stand- 
ards. 

It was recognized, to begin with, that consumers are 
besieged constantly from all sides with an avalanche of 
mail advertising matter and that the great majority of 
them are impressed only when they receive something 
out-of-the-ordinary. It was concluded that injection of 
the element of surprise, in the form of a useful gift, 
would attract the attention of even the most calloused 
‘‘waste basket depositor” of mail advertising literature. 

In planning the campaign, careful consideration was 
given to selecting a gift that would be both useful to the 
recipient and appropriate for the occasion. The copy 
for the letter was written so as to convey the desired 
message of friendliness: and mailing of both the letter 
and the gift was timed so as to be most effective and thus 
achieve the maximum returns on the investment. 

The value of customer good-will has long been recog- 
nized by The Maag Company, Milwaukee, the plumbing 
and heating dealer that conducted this novel good-will 
advertising campaign. The campaign is another splen- 
did example of the fact that dealers in our industry are 
“sales-minded” in the true sense of the word. The de- 
tails of the plan and the results achieved were described 
recently by George O. Toepfer, secretary and treasurer 
of the company and secretary of the Wisconsin Master 
Plumbers Assn. 

Several types of advertising campaigns were consid- 
ered by the company officials, President Henry A 
Schallock, Vice President George R. Stolz and Secretary 
Toepfer, before one was evolved that in their opinion 
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MILWAUKEE TELEPHONE DALY 
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Mr. Jonn Doe 
121 Mo. Brondeay 


Mile mukee,Fie. 


Dear My. Doe; 
Our Thanksgiving! 


Another seacon bas newsed which hee sore cor 
leds mmrked, what ve hope to be, the end of a» sericdé of 
hardshin. 


Daring thie cericod ow business has been 
affected accordingly; oe and our eeplogees have been living 
from part time earnings derived fron employment gi rer us 
by a clientele cf long standing. 


eatatain ver equipment and our personne! of highly evectaliszed 
me hanice so that we. ne an organieation of long standing, 

may continue to give you the very beet of service that te 

to & bet te our industries. 

Por sie time we haw wished to vres@et rou 
with som utility for your office or home which would traly 
be a reel SYMBOL of our murusl relationsnin, 

To emphasize the mimute and accurate standards 
we néhere to in order to retain your confidence, we are 
mafling to you,umder sepurste cover, a ee ER symb 
of Accuracy. In keeving with thie aent ee have bh 
thts tnetrumect ande exore ty to ou . +4 4 
Tayler Inetrament Commahies. The tub 


quality, customrily used on leading thermoset 


cer and ocurselve 


a9 Tar dex 


This shows the letter which was sent out by The Maag Co.. 
Milwaukee, Wis. firm, and was followed by remarkable returns 
on the part of customers 


would achieve the end desired. The objective, brieti, 
was to reach both prospective and old customers with @ 
friendly message that would cause them to think of The 
Maag Company whenever the need arose for plumbing 
and heating service or materials. 

It was decided to mail the letters at Thanksgiving tin 


instead of Christmas in order to avoid conflict with the 


,innumerable sales appeals that usually are made to con 


sumers at the latter season. The letters were mailed 
three days before Thanksgiving Day. 


ATTACHED LETTERHEAD USED 


An attractive letterhead was used for the mating: 
This had the company name and address printed neat) 
across the top and a plain silver colored rule for decora 
tive purposes. The letter was headed “Our Thanksgi 
ing!"’ and its tone expressed the “thank you” spirit with 
future plumbing and heating requirements of persons re 
ceiving it. 

At the lower right hand corner adjacent to the signa 
ture was pasted a small sticker of a turkey gobbler sur 
rounded by various Thanksgiving fruits and vegetables 
This brightly colored sticker contributed a certain at: 
mosphere of warmth and friendliness to the letter. Un 
questionably, it was a powerful factor in making the let 
ter stand out and in bringing persons to read it. 

The letter advised the recipient that he would receiv: 
as a gift an “accurate” thermometer made expressly to 
The Maag Company's specifications by one of the lead 





























ing instrument manufacturers. Purposely, the letter did 
not state when the gift thermometer would be mailed. 
While the letters were mailed three days before Thanks- 
giving, the thermometers were not placed in the mail 
until five days later, or two days after the holiday. 

The psychology behind this was to arouse the curiosity 
ot the individual and cause him to wonder when the in- 
strument would arrive. That this maneuver was suc- 
cesstul is proved by the large number of persons who 
phoned a couple of days after receiving the letter to in- 
quire what had happened to the thermometer they were 
supposed to receive. 


ATTENTION TO SUITABLE GIFTS 


Much thought was given by the Maag company offi- 
cials in selecting a suitable gift. They wanted to give 
something that would be useful, attractive and of a last- 
ing nature. A thermometer was selected because it 
seemed to meet best the three requirements and further 
tor the reason of its close association with the heating 
industry. 


Four different types of customers were solicited and 


as many variations of the letter were composed in order 
to approach each group most effectively. All of the let- 
ters, however, carried the same general message and 
were identical in tone. The mailing list of 500 names 
was divided into the following four classifications for the 
special letters: (1) old customers; (2) prospective cus- 
tomers ; (3) general contractors, and (4) architects. Re- 
produced on these pages is a copy of the letter that was 
mailed to the company’s old customers. 

Each of the 500 letters was typed individually so as to 
increase the personal appeal. They were sent by first- 
class mail. Instead of one person signing all the letters, 


STREAMLINER ... 


Air conditioning and plumbing are 
outstanding features of new Zephyr 





each one was signed by the company official who was best 
acquainted with the individual recipient. This added fur- 
ther to the personal touch. 

Mr. Toepfer stated that the reaction to this advertising 
campaign was highly satisfactory. He is firmly convinced 
that it was well worth the time and money expended. A 
surprisingly large number of persons took the trouble of 
writing “thank you” notes. Altogether, approximately 50 
per cent of the 500 persons who received the thermom- 
eters expressed their appreciation either by letter or tele- 
phone. Mr. Toepfer believes, and it would seem rightly 
so, that people who will do this are quite likely to think 
of his company when they are in need of plumbing and 
heating service. 

But other benefits that were entirely unlooked for have 
become apparent during the three months since the cam- 
paign was completed—customers are paying their bills 
more promptly. 

“Since the good-will advertising campaign,’’ Mr. Toep- 
fer said, “payment of bills has been much more prompt 
by many customers of the habitual slow-pay type. Fur- 
ther, many of our regular prompt-pay customers are now 
paying their bills within ten days after receiving the bill, 
instead of waiting until the tenth of the month as here- 
tofore.” 

The total cost of the entire campaign of 500 letters and 
thermometers was approximately $180.00, or 36 cents 
per individual solicitation. This cost was apportioned 
roughly as follows: 

Cost of 500 thermometers, 22 cents each, or $110.00 
for the entire quantity. First-class postage on the letters, 
$11.00 (some required 3 cent stamps). Postage on ther- 
mometers, 14 cents for local and 3 cents for outlying 
districts, $9.00. Typing and stationery for 500 letters, 
10 cents each, or $50.00 for the entire quantity. 













This newest twelve 
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BOOKKEEPING.... 


Mr. Welch’s bookkeeper is shown at 
work on the books. Shown before her 
is the entire system—the ledger, the 
journal and job records and workman’s 
order forms 


System Works In Small Town 


B ARABOO, WIS., is a town having a popula- 
tion of 5,545. L. C. Welch Plumbing and Heating Co. 
serves that town and the surrounding farming area. Mr. 
Welch, in an interview just recently, described some of 


his business activities and emphasized the important 
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L.C. WELCHE PLUMB acaTINC Co.” 
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part which the National Association of Master Plumbers’ 
bookkeeping system plays in his work. For instance, 
Mr. Welch related an experience with a stoker installa- 
tion. It was a contract job and called for an automatic 
feed from the coal bin to the stoker. He was required to 
rip up a portion of the concrete floor to accommodate 
the feed. 

When the entire installation was made, Mr. Welch's 
bookkeeper advised him that the rec- 
ords showed they had lost $51.00. 
It was found that the reason for this 
Was an error in the estimate. Mr. 
Welch's comment on this was that 
if it had not been for the bookkeep- 


These three photographs show the scope 
of Mr. Welch’s business. The road sign 
is located on the outskirts of town 
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ing system he is using, he never would have known that 
this job was not profitable or that an error had been 
made in the original estimate. It is needless to say that 
immediate steps were taken to prevent a recurrence of 
such an error. He further pointed out that he has 
observed a tendency to believe that the larger the job 
is the more profitable it becomes. His close check-up 
on his business prevents him from having any illusions 
of this kind. 

As indicated by the accompanying illustrations, Mr. 
Welch is carrying on a very progressive business. He 
believes in advertising, as evidenced by the large bill- 
boards on the highways approaching Baraboo, a picture 
of one being reproduced on these pages. 

Another phase of Mr. Welch’s business centers about 
supplying drums of gas for cooking purposes. He 
reports that last year he sold 440 drums and he esti- 


The letter from President Werner at the top of the page shows 
what he, as national president and a successful contractor, thinks 


of bookkeeping 
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mates that this year his volume will be up to 500 drums. 
This is on the basis of an average of 2% drums to a 
customer per year. Those who use gas regularly con- 
sume from 3 to 4 drums per year 


more sparingly are responsible for bringing the average 


a 
Those who use it 


down. 

An indication of the activity of Mr. Welch's company 
is in the number of trucks he keeps busy. He has four 
in all; three are %4 ton in size and one is % ton in size. 
He makes 


He just recently discarded a I-ton truck. 
the interesting observation that, based upon his expe- 


rience, it would be most economical for him to standard- 
ize on a single make, model and style. He intends to 
trade in all of his trucks and concentrate on uniformity 
even to color and lettering. One reason for this, aside 


from advertising purposes, is to avoid preference on the 
part of his men who drive his trucks. 

It is apparent that a business as active as this, even 
though it is in a relatively small town, requires an 
accurate and constant check. Mr. Welch emphasized 


that the system he uses does all of this. 
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This view of Mr. Welch’s shop shows the window signs for 
appliances which tie-in with his road side advertising. The 
two show windows give him ample display space 


A GENERAL STUDY of the principal fea- 
ture of the bookkeeping system prepared and distributed 
by the National Assn. of Master Plumbers was presented 
in the October issue of Domestic ENGINEERING. In 
that article, the use of job records and workman’s order 
forms, which are the basis of all cost entries and charges 
to customers in other parts of the system, was given 
in detail. 

The next step in this system deals with the journal. 
Two such journals are used in the system; namely, the 
sales and cost record and the cash journal and purchase 
register. In the system described, both of these journals 
are combined in a single binder. The purpose of these 
journals is to analyze all transactions which are made 
by the contractor-dealer using the system. Since this 
system of bookkeeping is a double entry system, which 
is founded on the theory that every account is affected 
in two ways, one opposite to the other, these transactions 
are broken down into debits and credits before they 
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finally are posted in the ledger. In a double entry 
bookkeeping system every transaction affects the business 
in two ways—representing an exchange of equal values. 
Thus when money is received the cash account is af- 
fected as well as the account of the person who gave 
the money, but in a different manner. This is the basis 
for the terms “debits” and “credits.” To define these 
items, debit, is used to represent values received and. 
credit, is used to represent values going out. The general 
rule for debit and credit is this: a debit is what is re- 
ceived and who or what costs value; a credit is what 
goes out and who or what produces value. As an 
example of how debits and credits work out in the book- 
keeping system, when cash is received on account from a 
customer, the cash account is debited, while the cus- 
tomer’s account is credited. 

The binder in the bookkeeping system which contains 
the two journals has a number of guide tabs or section 
markers. These are, in their proper order: “Job Work,” 
‘Plumbing Contracts,” ‘Heating Contracts,” “Store 
Sales,” “Cash Purchase General Journal,” “Sales Jour- 
nal” and “Monthly Trial Balance.” Three different types 
of sheets are used in this journal. After the first four 
guides, sales and cost record sheets are placed. After 
the fifth and sixth guide cash journal and purchase regis- 
ter sheets are placed, while after the monthly trial balance 
guide monthly trial balance sheets are placed. 

Entries on the sales and cost record sheets are posted 
from the job record sheet. These sales and cost record 
sheets are divided into fifteen columns. Reading from 
left to right, these columns are filled in as follows: In 
the first column the job number is placed. The date the 
job was completed goes in the second column. The third 
column is intended for the name and address of the 
person to be charged. The heading on the fourth 
column is “L. F.,” which means, “Ledger Folio.” This 
shows to what page in the customer’s ledger the account 
(Turn to Page 84) 


The photograph at 
the left illustrates 
the journal used in 
the bookkeeping sys- 
tem as it appears 
when opened with 
the seven guide tabs 
showing 


The illustration at 
the bottom of the 
opposite page is 4 
companion sheet to 
the Cash Journal! 
sheet and entries 
made on the one 
are continued on 
the other 
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Debit accounts are 
entered on this 
sheet which is 
paired with the 
one shown at the 
bottom of the page 
in the journal. 
Transactions other 
than those affect- 
ing sales are en- 
tered on the two 
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' 
is posted. The fifth column has as its heading, “‘Cus- 
tomer’s Accounts.”” Here is to be entered the amount 
| to be charged to the customer, or the selling price. This 
' column is classed as “‘debit.”” The remaining ten columns 
* ° . * 
on the page, with the exception of the last, are for the 
‘ various items which go to make up the cost of the job 
| ! 
or contract. All of these are under the general heading 
i of “Credit,” and the various columns are: cash dis- 
count, material, productive labor, permits, incidental ex- 
, pense, truck, freight drayage, and overhead. The last 
' column is for gain or profit made on the job. One 
' 
Entries made on the Sales and Cost Record sheet shown below 
are posted from the Job Record sheet which has original figures 
on the job 
' 
| —— ih a 
N Nae a 
| Date *he add TeESS Of 
| Job wes p 
i | 


completed 





This photograph taken through one of the show windows gives 
an idea of the type of display Mr. Welch uses. His truck may 
be seen through the window as it is parked across the street 


feature of this sheet is that the total of the customer’s 
account column, in addition to showing the amount 
charged to customers, also is a record of the total sales. 
In operating the journal separate sales and cost record 
sheets should be used for each class of sales; that is, 
job work, plumbing contracts, heating contracts and 
store sales. 

The cash journal and purchase register sheets contain 
information on all transactions other than those which 
affect sales. These sheets, for they are separate, one 
being headed “Cash Journal and” while the other is 
headed “Purchase Register,” are inserted in the binder 
in such a manner that they face each other and make 
one continuous page the entire width of the book. A 
wide column near the center of the purchase register 
sheet 1s for the name and explanation of the transaction 
as well as for the date. The columns to the right of this 
wide column are credits and further broken down for the 
listing of the following information: check numbers, the 
amount of each check, discounts earned, the ledger folio, 
the amount of each invoice covering purchases of ma- 
terial or expenses on open account, all amounts paid by 
customers and credits which properly cannot be entered 
in any of the preceding columns. The columns to the 
(Continued on Page 97) 
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Why 
Don’t We 
Get Heat? 


An Earl Brown 
Trouble Job 


In the course of my travels I stopped in to 
see Bill Paxton, a heating contractor of Wheaton, Ohio. 
During our conversation Bill mentioned that the unit 
heaters he had installed the year before in the machine 
shop of the Wheaton Machine Co. had not worked 
properly all winter and that he was going to try to sell 
them two additional heaters. He went on to say, “Gee, 
I hate to ask them to buy more heaters, for they gave 
me the job on my own layout and at my own price. 
They haven't complained very much, but I know the 
job is not right. If I could afford it, 
two more heaters, but I ¢ 


I’d give them 
can't, so I guess I'll have to ask 
that they buy some. I can’t figure out why that job 
won't heat. The heaters are 10 per cent larger in Btu. 
capacity than the estimated heat loss, but the fact remains 
that the floors are cold. I wonder if you would check 
the heat losses with me?” 

“I'd be glad to. Have you a plan?” 

“T'll get it.” 

Fig. 1 shows the plan of this brick and steel building 
as accurately as I recall it. The building is of necessity 
quite high, because, Bill explained, they make large parts 
and their machines are high. I checked carefully the 
heat loss, finding that the five heaters had about 10 per 
cent greater heating capacity than my estimate. There- 
fore, I concluded that the trouble was not due to lack of 
heating capacity. 

Then I checked the heaters from the standpoint of 
their ability to distribute their heat. My experience has 
shown that the rate of air circulation, or the rate at 
which the air in the room is circulated, determines 
whether or not the heat is properly distributed. It is 
my practice to recommend selecting a heater on the basis 
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Fig. 1.—This shows how the five unit heaters were hung high 


above the crane rail so that they would not interfere with 
the crane and the return main would be above the crane rail 


of the rate at which the air below it is circulated. The 
reason that I use this method is that heaters discharge 
downward and therefore disturb only the air below them. 
For the type of building under discussion, it 1s a good 
plan to circulate the air below the heaters at the rate 
of 5 to 6 room volumes per hour. When I asked 
Bill how high the heaters were located, he did not know 
definitely, but explained that they were crane 
in order not to interfere. 

In order to make a rough check of the air circulation, 
I was forced to make it on the basis ot the 
volume, a method in which I have no confidence as tt 
fails to allow for the height at which the heaters are 
hung. The calculations that | (Table 1) show 
that the total volume of the building 245.000 cu. ft. 
Table 2 shows that the five a total circu 
lating capacity of 12,500 cu. ft. per minute or 750,000 
cu. ft. per hour. Dividing the amount of air circulated 
per hour by the room volume, I found that the air was 
being circulated at the rate of approximately three room 
volumes per hour, so on this heat 
should be satisfactory. 

We didn’t seem to be getting anywhere so I suggested 
to Bill that we go out to look at the job. When we 
arrived, the superintendent good-naturedly said, “Well, 
Bill, are you going to give us cold feet again this 
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winter ?” and Bill’s only answer was a sickly grin. Just 
then the crane operator walked in and the superin- 
tendent said, “Well, here’s one man who keeps warm 
enough,” and the crane operator replied, “I'll say I do. 
It seems as if the colder it is outdoors, the hotter my 
cab is.”” This conversation was very enlightening, showing 
clearly that the trouble was due to lack of distribution 
rather than lack of heat. The upper part of the room, 
apparently, was too hot, while the lower part was too 
cool. I thought it was wise to wait until I was sure 
about the trouble before I made any suggestions. 

sefore he left, the superintendent gave Bill some more 
bad news, saying, ““We checked our steam records for 
last year against the records of the previous five years, 
and found that this building used as much steam last 
year as it did in any of the previous five years that we 
checked against. We were quite disappointed, for we 
had expected to save some steam with this new system.” 
Again I thought, that here was evidence of fuel waste 
because of overheated ceilings. 


HEATERS ARE HUNG TOO HIGH 


Bill and I went on into the building, where the first 
thing I noticed was the five heaters hung high above 
the crane rail, in the positions indicated in Fig. 1. So, 
turning to him, I[ said, “Bill, I'll wager your whole 
trouble is that the heaters are hung too high.” 

“Well, you see, I couldn’t hang them any lower for 
I had to keep them out of the way of the crane and the 
return main had to be above the crane rail in order 
to keep the maximum head room.” 

“I see your point. Let’s find out how fast those 
heaters are circulating the air below them. For good 
results, the rate should he not less than five volumes 
per hour.” 

We started out by measuring from the floor to the 
bottom of the heaters, a distance of 24 ft. Then I 
made the calculations shown in Table 3. The volume of 
air below the heaters is 204,000 cu. ft. and since the 
heaters circulate 750,000 cu. ft. per hour, the rate of 
circulation of the air below the heaters was about 34 
volumes per hour. 
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“That’s a lot less than five, isn’t it?” remarked Bill. 
“Yes, it surely is. You can boost the rate of air 
circulation by adding heaters or lowering the present 
ones.”’ 

‘How many more would we have to add?’ 

“If we added one heater, we would increase the rate 
of circulation 1/5. One-fifth of 334 is about 34, which 
would make the rate of air circulation with six heaters, 
about 414. This is still too low. Adding two heaters 
would increase the rate of air circulation to about 5% 
volumes per hour, a satisfactory rate.” 

“Satisfactory, but expensive,” said Bill. 

“In addition to being costly, it would be wasteful,” | 
stated. ‘“‘By adding more heaters at the present height, 
enough heat would surely be forced down to warm the 
Hoor, but the upper part would be even hotter than it 
is now, making the crane operator complain more. And 
as another result, the system would use even more steam 
than it does now.” 

‘‘That seems to be the only solution, though,” Bill said. 

“Well, let’s not be too sure. Where is the return 
main?” 

“Oh, I forgot to tell you about it. Originally we 
planned to put it just below the heaters, but as an after- 
thought the architect added a trench on each side of the 
center bay in which to run the hot and cold water lines 
and air lines, so he asked us to run our returns in the 
trenches, also. We dropped a return riser along the 
side of the nearest column and ran a return main in 
each trench. At that time we planned to put in a vertical 
pump to return the water to the boilerhouse but this 
pump was omitted.” 


10 PER CENT OF HEAT WASTED 


“What is done with the water now?” 

“It is wasted to the sewer.” 

“In doing that, they waste about 10 per cent of the 
fuel required to heat the building. However, that 1s 
beside the point just now. Why did you not lower the 
heaters after the return mains were lowered?” 

“We had already hung the heaters, and besides, we 
still had to keep them out of the way.” 

“Lowering five heaters will be a lot cheaper than 
adding two new ones, so let’s go talk to the 
superintendent and see if he will give us 
permission to lower them.” 


‘ 






























































































































nN When we found him and explained the 
~ Peal: | A QPTOK. Be eVGVGVG—— p> . situation, the superintendent was anxious 
ia a 3 ” | (New Location L to improve the heating of the building and 
- Der ed of Mea rer to save steam, so he cooperated in every 
— for Ar kent . Te . 
| Pump a possible way. 
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50 Questions 


(Continued from Page 65) 





prices and had not complained or requested an adjust- 
ment. I think such testimony would be material on the 
question of intent and on the question of good faith on 


the part of the manufacturer. 

2 May a seller legally discrimi- 
e nate in price between a manu- 
facturer, operating branch wholesale houses, 
or a wholesaler, operating branch houses, 
and a wholesaler operating only one place 
of business, provided the wholesaler operat- 
ing only one place of business buys in quan- 
tities equal to the quantities purchased for 

one of the branch houses? 


Ans. I do not believe that he can grant a price differ- 


ential under the state of facts mentioned. 

2 When a wholesaler publishes 
e credit terms and cash discount 
terms and enforces them with 90 per cent of 
his customers, does he violate the Act when 
(a) he continues to sell on open account to 
those 10 per cent of his customers who 
have not settled their accounts in com- 

pliance with the published terms? 
(b) he allows a cash discount to 10 per cent 
of his customers after the expiration of 

the cash discount terms? 


Ans. If terms are granted that are so valuable to the 
one receiving them that it results in giving him a better 
price it would be in volation of the Law. The question of 


fact in each case will determine. 

29 Under the Act, may a manu- 

e facturer sell to a New York 

wholesaler, for resale in the United States, 

at prices lower than those quoted to whole- 

salers in Pittsburgh, Cleveland, Detroit, Chi- 

cago and St. Louis, who buy in like quan- 
tities? 


Ans. Yes, if there is a difference in the cost of manu- 
facture, sale or delivery, and in this case I presume there 
would be a difference in the cost of delivery. It 1s my 
opinion that a manufacturer in Chicago can sell an arti- 
cle at the same price in Chicago that he sells it for in 
New York or San Francisco, but if he attempts to make 
this difference in price by reason of delivery which he 
has a right to do under the Law, but which he is not 
required to do, he must treat all of his customers alike. 
In other words, it is up to the manufacturers to keep 
the basing point as it is or to disrupt it by trying to get 
advantage of a competitor through difference in cost of 

For years the general method 


delivery. 

3 e of distribution of plumbing 
and heating products has been from manu- 
facturer to wholesaler to contractor to con- 
sumer. On practically all commodities, the 
manufacturer sells to the wholesaler at a 
lower price than he sells to contractors. The 
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manufacturers of one commodity, however, 
have set up a special classification of con- 
tractors whom they designate as “Appliers,” 
to whom they sell at a price 10 per cent lower 
than the price which they sell to wholesalers. 
Because of this buying advantage, wholesal- 
ers cannot place their contractor customers 
in position to compete with “Appliers.” Does 
this peculiar classification violate the Act? 


| 


My opinion is that it does 


Ans. 


the question tO 


Nothing appears in 
indicate that the 10 per cent can be 
justihed by reason of a difference in manufacture, sale 
Oo. delivery, and the applier is in competition with the 
wholesaler. The fact that a discrimination has been made 
does not help matters at all. It makes no difference 
whether you call them appliers, wholesalers, contractors 


or distributors. 

3 ] Would it be any protection for 
e Wholesalers to imprint the fol- 
lowing wording on their purchase orders: 
“Note:—The within order is placed upon 
the express condition and warranty by the 
seller that the price, terms, and all other 
conditions of sale, are in full accord and 
compliance with the provisions of the Price 
Discrimination Act of Congress, being 
Public Act No. 692, approved June 19, 
1936, all without discrimination and will 
full indemnity from all cost, charge, ex- 
pense, or damage of any amount for al- 
leged or actual violations of that Act by 

the seller.” 


Ans. It will be no protection for the wholesaler un- 
less he lives up to it. I see no objection to the note being 
imprinted upon the purchase order. However, it is merely 
reasserting the Law which the manufacturer is bound by 
whether the note is on the order or whether it is not. On 
a question involving intent in which the wholesaler might 
become involved, it is possible that such a note would 
prove to be helpful as a matter of evidence. It would 


certainly show good faith on the part of the one placing 
May a manufacturer sell to 


the order. 

Yd wholesalers and retailers at a 
different price for the same grade, quality 
and quantity on the theory that they are not 
in competition with each other? 

Ans. It makes no difference about the theory. If, as 
a matter of fact, they are in competition the Law will 
apply. If a manufacturer should say that two concerns 
are not competitors and grant a price differential when 
as a matter of fact they were competitors and the court 
so found, the manufacturer would be liable. The manu 
facturer’s theory will not be helpful to him unless it is 
substantiated as a matter of fact. 


33. 


Would a manufacturer be in 
violation of Section 2(c) if or- 


ders secured by the manufacturer’s salesman 
were voluntarily turned over to a distributor 
on which a commission would then be allowed 
to the distributor? 
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Ans. If the distributor was not directly or indirectly 
controlled by the buyer, and if the buyer did not receive 
any part of this commission, it is my opinion that it 


would not be a violation of the Law. If, however, this 


commission in any way reaches the buyer which enables 
him to get a lower price by reason thereof, it would cer- 


tainly be a violation of the Law. 


3 4 A manufacturer has two pub- 

e lished prices—a price to the re- 
tailer and a price to the wholesaler. In ter- 
ritories where this manufacturer has no 
wholesale trade he gives the retailer the 
wholesaler’s price or a price between the 
wholesale price and the retail price. Is such 
a practice a violation of the Act? 


Ans. To my mind, this would not be a discrimination 
under the Law. 


3 5 May a manufacturer, in addi- 

e tion to his regular discount to 
wholesalers, allow a special discount to those 
who have show-rooms and another special 
discount to those who regularly carry a bal- 
anced stock? 


Ans. The Law permits a manufacturer to pay for 
services, including the use of showrooms, provided he 
gives all of his customers in a position to offer the same 
service the same opportunity. If the hiring of a show- 
room or the paying of a price by reason of the use of a 
showroom is a subterfuge used for the purpose of grant- 
ing a customer a better price, it would be a discrimina- 
tion, otherwise it would not. I doubt that an obligation 
on the part of a customer to carry a balanced stock is 
sufficient to justify a price differential. However, it is 
something to a manufacturer to have his complete line 
properly displayed and as between one who displays his 
entire line and one who does not, I see no reason why a 
price could not be arrived at that would be justified 
under the facts which would enable the customer who 
was displaying the entire line to receive a price not in 
the nature of a price differential so much as a consider- 
ation for an additional service that is being rendered. 
The burden will be on the manufacturer to show that 
this differential is justified if granted. 


3 Manufacturer “A,” a full-line 
e manufacturer, and manufac- 
turer “B,” a short-line manufacturer, both in 
interstate commerce, sell to wholesalers, al- 
lowing the usual preferential on their respec- 
tive lines. Manufacturer “B” allows a special 
price when manufacturer “A” takes the mer- 
chandise of “B” into his stock and ships it 
with his own merchandise to his customers. 
When “A” asks “B” to ship direct to “A’s” 
customer is “A” entitled to a better price 
than “B” gives to his own distributors? 


Ans. I think the preferential price would be justified 
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3 Manufacturer “A” sells his 
e goods to wholesalers at his 
published wholesale price. He also sells iden- 
tical goods to manufacturer “B” at a price 
lower than his published wholesale price to 
enable manufacturer “B” to re-sell them to 
wholesalers at “A’s” published wholesale 
price: 
1—Is manufacturer “A” violating the Act 
if manufacturer “B” re-sells only at 
“A’s” published price? 
2—Is manufacturer “A” violating the Act 
if he knows that “B” sometimes sells 
below manufacturer “A’s” published 
price? 
3—If manufacturer “A” is violating the 
Act can he justify his action by proving 
that he is forced to sell to manufac- 
turer “B” at the lower price to meet 
the competition of other manufactur- 
ers of like goods who follow the same 
practice and are unwilling to discon- 
tinue it? 


Ans. A. No. Since “B” is not in competition with 
the customers of manufacturer “A,” provided, however, 
that the sale is not below cost. 

B. Yes, if the sales made by “B” are to competitors 
of manufacturer “A’s’”’ customers. 

C. Only one part of the Robinson-Patman Law per- 
mits evidence of meeting competition to be introduced. 
That part of the old Clayton Act which permitted one to 
meet competition was repealed by the Robinson-Patman 
Law. One section of the Robinson-Patman Law permits 
the showing that the lower price was made in good faith 
to meet an equally low price of a competitor. Notice the 
language says an equally low price—not a lower price. 
Furthermore, this particular section, which is 2-B, per- 
mits this defense to be made only in the case where there 
is a complaint filed before the Federal Trade Commis- 
sion and the question of whether or not this commis- 
sion is going to issue a cease and desist order is being 
considered. As to whether or not this defense will be 
permitted in injunction suits brought by United States 
District Attorneys or the Department of Justice or 
whether it will be permitted when a private suit for 
three-fold differences is brought, I am not in a position 
tu say. It is a question for the Courts to decide. The 
Act is plain in that the defense is only permitted before 
the Federal Trade Commission under the facts outlined 
above. 


38 Is it unlawful, under the Act, 
e for a manufacturer to accept 
an order for merchandise from one or more 
of his large customers at less than cost of 
production, to be manufactured in the “off” 
season and to be sold in competition with 
products of other manufacturers which are 
made either in the “off” season or in the “in” 
season? 


Ans. One of the objects of the Law was to stop such 













1 provided it was not below cost, and since manufacturer _a practice, as a manufacturer selling below cost of pro- 
| “A” is not in competition with “B’s” wholesaler custom- _— duction to one customer causes a burden to be placed 


ers. (Continued on Page 92) 
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Note: Runouts pitch up toward radiator in 
all cases except where marked “Z.” “G.V.” 
indicates where angle globe valves custo- 
marily are used; gate valves always can be 
used in place of globe valves; at points 
marked ““X” gate valves must be used; 
straight globe valves should not be used. 


(G.V. indicates an angle globe radiator valve. 
P.V. indicates a packle ss graduated radia- 
tor valve. 

X. indicates a gate (straight) radiator 
valve. 

A.V. indicates an automatic air valve. 

T. indicates a thermostatic trap. 

P.C. indicates a pet cock. 

U.E. indicates a union radiator elbow. 
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form so that they will be conventent to handle. They combine infor- 
mation found in standard text books with that obtained in practical 
work. Additions will be published each month until completed 
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est in asbestos 





Some of the K& M Products that can 
make your place of business the Insula- 


WY. like products that tion Headquarters of your community: 


are made right a are priced right ... and sold Asbestos Aircell Insulations 
in sections and blocks 


right. The insulation materials of the K & M Woolfelt Pipe Insulations 


line are made by a company that has had over Featherweight 85% Magnesia 
Pipe Insulation and Blocks 


60 years’ experience in pioneering and devel- Asbestos Insulating Cements 


oping Asbestos and Magnesia products. They Asbestos Paper ond Mill Board 
Asbestos Packings and Gaskets 


ar 
e always priced right and are sold only = gonge Boiler Jackets 


through established channels of distribution. Asbestos Lead Joint Runners 
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upon his other customers. In that way the national cor- 
porate chains have received a free ride on the backs of 
the independents. 


39 Manufacturers “X” and “Y” 
e make an item on which they 
publish identical graduated published prices, 
based on volume. A customer of “X” who 
buys in quantities which entitle him to the 
lowest price offers a small order to “Y,” pro- 
vided “Y” will give him the extreme quan- 
tity price which he receives from “X.” Is 
manufacturer “Y” justified in meeting the 
competition of manufacturer “X” even 
though the quantity ordered will not justify 
the lower price from the standard of lower 
production costs? 


Ans. The preferential price will not be justified. This 
question indicates that “Y’’ would not be meeting com- 
petition with “X”’ by granting the price, since “X” has 
not offered any such low price except on orders for 
quantities which will justify the lower price to be given. 


4 How long after a buyer or 

e seller has been injured by 
illegal discriminatory prices under the Act 
can he file his suit for damages? Must he 
wait for a conviction under penal provisions 
of the Act before filing a civil suit? And 
may he be a witness in both cases? 


Ans. A. The state law will govern. In some states 
it is two years; in a few states, ten years. 

B. No. 

C. He may be a witness in both cases. His @vil suit 
has no connection with the general provisions of the 
Act or any proceeding that may be filed before the Fed- 
eral Trade Commission, 


4 ] Suppose after June 19, a man- 

e ufacturer for reasons best 
known to him and his customer, enters into 
a contract for future delivery and dates it 
back prior to June 19. Would both the manu- 
facturer and wholesaler be liable if the facts 
could be proved any time within the statute 
of limitations? 


Ans. Yes, if there was a discrimination. 


49 Will the Federal Trade Com- 
e mission interpret the Act to 
mean that a seller’s price to a large customer 
must carry its full share of the seller’s en- 
tire overhead? 


Ans. It is my opinion that the Federal Trade Com- 
mission should hold that a seller’s price to a large cus- 
tomer should carry its full share of the seller’s entire 
overhead, but will permit a better price to the large 
buyer if it can be justified by savings on that particular 
order. For instance, if it has saved an extra traveling 
salesman’s expenses, salary and commission, it may be 
taken into consideration. However, if the normal over- 
head is 25 per cent and only 3 per cent can be saved 
by not requiring extra salesmen, etc., the large buyer will 
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only be entitled to the 3 per cent saving and not the 25 
per cent. 


4 Did your committee use the 

e word “available” to mean that 
all prices, terms, advertising allowances,spe- 
cial services, etc., must be published and 
made available to all buyers who can qual- 
ify, or does it mean that they are “obtain- 
able’? 


Ans. It is not compulsory on anyone to publish his 
prices. However, I believe it is in the interest of one to 
publish his prices. I do not believe that one customer 
can require the manufacturer to tell him what the prices 
given to other customers are, but the Federal Trade 
Commission, if there is a complaint filed, can very quickly 
obtain this information. If the information is obtained, 
and it is discovered that the prices given to other cus- 
tomers represent a discrimination against this particular 
customer, this particular customer may sue for damages 
and if a cease and desist order has been issued by the 
Federal Trade Commission against such manufacturer, 
or if an injunction has been issued by a Court against 
such manufacturer, such order by the Commission or 
such judgment of the Court may be used in evidence in 
the civil suit by this particular customer for three-fold 
damages, interest and attorney fees against the manu- 
facturer. 


4 4 Was the Act intended to be en- 
e forced with a genuine “rule of 
reason’? 


Ans. That is my opinion. 


4 Will the Government strain 

e words or phrases in the Act to 
make them cover all trade practices which 
vociferous minorities would like to see curbed 
but which are followed in good faith and 
cannot reasonably be considered subject to 
the Law? 


Ans. I do not believe that the representatives of the 
(sovernment will deal in small, petty, trivial violations. 
Neither do I believe that the Law will be used to punish 
or inconvenience anyone, but I do believe that it is going 
to be enforced rigidly. Common sense usually enables 
one to determine whether or not he is discriminating 
against his customers. I do not believe that a manufac- 
turer will have much trouble deciding for himself what 
is and what is not a discrimination. 


4 Does the Federal Trade Com- 

e mission and the Department of 
Justice have a sufficient appropriation prop- 
erly to enforce the Act? 


Ans. I believe such an appropriation will be granted 
when Congress meets January 5, 1937. The appropria- 
tion made for the departments to enforce the present anti- 
trust laws may be and is used to enforce this Law. 


4 When a purchaser who is dis- 
e criminated against starts suit 
for three-fold damages, plus costs of suit and 

























































Because they know the public is looking for and de- 
manding something new. 

Because they know that the Nu-Bidet is the greatest advance 

in bathroom accessories in the past twenty-five years and that 

it will help sell property; help rent property and help in- 

crease rentals in one of the most painless fashions imaginable. 

Because the Nu-Bidet is the answer to a long felt need. 

In placing his order, one building owner who owns and 
controls more than 3% million dollars worth of homes and 
apartments said they are interested in anything that will 
make their properties more modern and easier to rent at 
higher prices. Why? Because the Nu-Bidet is Ais answer to a 
long felt need. 

Some of America’s most prominent builders have ordered 
the Nu-Bidet as a “first aid”—so to speak—in attracting cus- 
tomers for homes on a wide price range from $5990 to $50,000. 
Why? Because the Nu-Bidet is their answer to a long felt need. 

Architects and contractors are specifying the Nu-Bidet on 
new work and modernization jobs. Why? Because the 
Nu-Bidet is their answer to a long felt need. 

Orders and urgent inquiries have come from every nook 
and corner of the United States and Canada and practically 
every civilized country in the world. 

Why? The answer seems obvious. They just can’t all be 
wrong. You too should know all about the sales creating pos- 
sibilities of the Nu-Bidet. Why? Because it quite possibly 
will be your answer to a long felt need. Use the coupon now. 
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WHAT IS THIS NU-BIDET? READ THIS! 


The Nu-Bidet is a thoroughly modernized Sitz Bath...and more. 

The following uses make it a safeguard to health and as necessary 

to personal hygiene as your tooth brush or the bathroom itself. 
Sitz Bath for personal hygiene and treatment of rectal dis- 
orders. Spray for same purpose and feminine hygiene. At- 
tachment for douche, enema and hydrotherapeutics, entirely 
eliminating the old rubber bag method. 

The Nu-Bidet can be installed on any standard-size toilet bowl in 

less than two hours. It will convert the ordinary bathroom into 

one that is truly hygienic at a small investment. Use coupon now. 



































We can now make 


— , - also a specially designed venturi-type siphon breaker, making back siphonage or a cross cons 
ome MCS nection impossible. 


The Nu-Bidet is a complete unit of seat, Nu-Bidet and lid in one assembly. which replaces the 
regular seat and lid. /t is equipped with a specially designed and patented vacuum breaker and 














KLEENSAN CORPORATION - 341 Park Avenue - New Yor 










KLEENSAN CORP., 341 Park Avenue, New York, N. ¥ 


Please send brochure, “Your Answer to a Long Felt Need 











Name a Fc aaa 
Address (ity and State aos 
Jobber___ J 
’ >e (ity and State — 
ta Ne-Bider lifts up and stands against the The Nu-Bidet looks like the average toilet, Addre — ———— Se ae ity and wes : eae 
aot i use. No extra apace required. Jobber a Retail Plumber iJ (_onsume!r tj Are hitect C) 
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Crane So!der-Joint Fittings and Valves 
are made under license from Mueller 
Brass Co., Port Huron, Mich. inter- 
changeable with those made by 
STREAMLINE Pipe and Fittings Co.,a 
division of the Mueller Brass Co. ; 














OF PERFECT CONNECTIONS 


\ ring of solder appears around the outer end of the con- 
nection when a bonded, leak-tight joint has been made 
with Crane Solder-Joint Fittings. This visible, non-failing 
proof that a perfect bond has been made is an exclusive. 
patented feature with Crane Solder-Joint Fittings and 
Valves. 

Crane Solder-Joint Fittings include not merely the 
basic elbows and tees but a widely diversified assortment 
of all regular and special type fittings. 

Valves include a wide variety of globe, angle, gate and 
check valves. In addition, a wide selection of Crane 
screwed-end and flanged-end valves, through the use of 
adaptors, is available for copper-tubing piping systems. 

No longer do you have to compromise or shop around 
for desired solder-joint material. What you need is in- 
stantly available —kept in stock by the Crane branch or 
distributor in your city. 

Regardless of whether your requirements are for sol- 
der-jomt material or for regular screwed or flanged-end 
valves or fittings, it pays to use Crane quality material 


exclusively. 


CRANE 


CRANE CO., GENERAL OFFICES: 836 S. MICHIGAN AVE., CHICAGO, ILL. 
NEW YORK: 23 W. 44TH STREET 


Branches and Sales Offices in One Hundred and Sixty Cities 


VALVES. FITTINGS, FABRICATED PIPE, PUMPS. HEATING AND PLUMBING MATERIAL 
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attorney’s fees, against a seller and buyer 
who have been parties to the discrimination, 
does he sue the seller and the buyer collec- 
tively, or does he sue each for the full amount 
of the damages, costs and fees? 


Ans. Ordinarily, I believe a lawyer will recommend 
that both parties be sued for the total amount. It is a 
question that each lawyer should decide for himself, 
depending upon the facts in each case. 


4 8 In what manner would a seller 
e be protected if the following 
wording appeared on a price list which he 
sent to a buyer or prospective buyer: 
“The possession of this price list by any 
person is not to be construed as an offer to 
sell him, nor anyone else, the goods listed 
herein at the prices stated.” 


Ans. It would protect him to this extent: that he is 
making it plain that something else must be done by the 
prospective customer before the seller agrees to select 
him as a customer. Under the Law a seller may select 
his own customer. If he sent out an open price list, 
upon request, without a qualification, the Courts would 
probably hold that the one accepting this price list would 
be construed a customer if he acted on it, since there was 
an offer by the seller and an acceptance by the buyer, 
but if this statement was imprinted on the price list, the 
buyer cannot automatically make himself a customer of 
the seller. Something else must be done. This refers to 
a case where the open price list is presented in such a 
way that it may be construed as an offer. 


4 Provided intrastate sales are 

e not affected by the Act, can in- 
dividual states enact legislation similar to 
the Robinson-Patman Act? How would you 
suggest we go about it? 


Ans. A. Yes. 

B. By getting interested associations to submit bills to 
their representatives in the state legislatures for intro- 
duction and making every effort to sell the cause to thie 
people in the state and especially to the members of the 
house, the senate and to the governor. 


50 Do you think the United States 
e Supreme Court will be called 
upon to test the constitutionality of the Rob- 
inson-Patman Act? If so, can a decision be 
reached by next summer? 


Ans. Since the Law is so plainly constitutional, ac- 
cording to my view, I doubt that any lawyer who guards 
his reputation will ever appear before the Supreme Court 
of the United States and seriously contend that this Law 
is unconstitutional. I refer to the Robinson-Patman part 
of the Law, and not to Section 3 which is the Borah-\ an 
Nuys provision. If, for any reason, a certain part of the 
Law should be held unconstitutional it will not affect the 
other parts since Section 26 of the Clayton Act says that 
if any part should be declared unconstitutional it shall 
not affect the other parts. 
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CRANE 
CO-OPERATION 
MULTIPLIES 
PROFITS 


@ lhe new Crane SUNNyDAY kitchen 
cabinet sink is revolutionizing vour 


kitchen equipment market. Women 


everywhere are thinking in terms of 


scientific kitchens. Instead of just one 
sale. the SUNNYDAY has opened for you 
the avenue to a dozen sales. 


Women want complete Crane kitchens 
to go with their SUNNYDAY sinks. And 
you can give them what they want be- 
cause Crane Co. is equipped to help you 
plan each job from top to bottom. 


Widespread consumer advertising of 
the SUNNYDAY sink and the Crane Sci- 
entific Kitchen, plus intensive educa- 
tional work among home economists, 
schools, and housewives has created a 
potential market of tremendous size. 
Instead of a $100 sink sale, you have in 
vour hands the chance for a complete 
kitchen job of double and triple the 
amount. 

Crane urges you to capitalize on the 
interest it has created in the Crane Sci- 
entific Kitchen, complete with sink. 
We will 


supply vou with complete data and in- 


cabinets and all accessories. 


lormation on the way to lay out one of 
the kitchens and the materials to be 
used. Act today! Establish a reputation 
lor Scientific Kitchen Planning. I[t will 
bring vou the kind of business volume 
you've been dreaming about. And re- 
member, vou always have the Crane 


Finance Plan to help vou make the sale. 


HOW TO MAKE A SINK 
SELL A WHOLE NEW 














: ena te 








Send Sketches—Get Back Complete Plans 


and 
You 
get a complete list of specifications a: 


Suppose a customer is interested in a 
kitchen sink. You 
SUNNYSIDE. 


new show her the 
SUNNYDAY Then, 
from the fascinating illustrations Crane 
will send you, you show her how her 


or the 


kitchen will look if planned complete to 
go with the sink .. . matching cabinets, 
proper location of stove and refrigerator, 
re-location of storage units, and perhaps 
new flooring and decoration. Make a 


sketch of the present kitchen floor and 


and base cabinets. and with stove 


refrigerator in their proper places. 


to the cabinet units. You can quickly 
and both 


the customer will be agreeably surprised 


figure out the cost vou and 
at the modest cost of turning an ord) 
nary kitchen into a scientific work cen 
ter, saving four steps out of five, making 
kitchen tasks supremely easy, creating 


a beautiful room that will add immeas 





wall plan, indicating all urably to the value of th 
windows and doors, giving : house. Write at once for 
all dimensions. Forward The Crone Finance complete details of Crane 
this to the Crane Kitchen Plan enables your Kitchen Planning Service 
Planning Service, and you customers to mod- _a free service intended 
get back complete plans, ernjze with no to help vou sell a whole new 
showing the sink in place, money down, kitchen when vou come to 
Hanked by matching wall three years to pay. sell a Crane kitehen sink 











CRANE 


CRANE CO..GENERAL OFFICES: 836 SOUTH MICHIGAN AVE 


CHICAGO, ILI 


NEW YORK: 23 W. 44TH STREET 


Branches and Salts Offices n One Hundred and Six 
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Opposition— 


are not competitors. Discriminations, to be violations, 
must discriminate, between one competitor as against 
another. However, if “A” in San Francisco and “B” 
in New York are wholesalers, competing with each other, 
that is a different story. There can be no discrimination 
between them under the latter circumstance. 

The bill does not apply to intrastate commerce. It 
only applies to interstate commerce. Will it result in 
the decentralization of industry? Yes. There will be 
strong pressure to set up independent units in States 
to do a wholly intrastate business and thus avoid the 
penalties of the Act. This will have a tendency to in- 
tensify local competition. 

Does the Act apply to services? No. It only applies 
to commodities. Such items as transportation and enter- 
tainment, for example, are excluded. 

Does the Act apply to goods imported or to goods 
exported? No. I tried to amend the bill to make it 
apply to imported goods, because there is intense compe- 
tition in lumber, dairy and fruit products from Canada; 
candy, toys, dresses, cheap jewelry and gadgets from 
Japan ; shoes, china and porcelain from Czecho-Slovakia ; 
textiles, gloves, handkerchiefs and glassware from Ger- 
many, which, in a most unfair manner, grants subven- 
tions to those who sell to us. 

What about private brands? If, for example, a tire 
manufacturer makes a nationally known tire of a certain 
grade and texture, can he offer the same tire under 
private brand and discriminate in favor of the purchaser 
of the private brand? He cannot. As the tires are of 
like grade and quality, the private brand label does not 
make them any different. Only a difference in quantity 
or delivery, causing a different cost, can ground a dis- 
count or a cheaper price. 

May resident buyers, paid by retailers, exact a com- 
mission from manufacturers? They may not. As they 
are under the direct or indirect control of retailers who 
pay them, the receipt of additional compensation from 
manufacturers constitutes a violation of the statute. The 
agent or broker must be wholly independent of the buyer 
or seller in order to receive from either a commission. 
That commission cannot, in whole or in part, inure to the 
benefit of either buyer or seller. 

Will the bill encourage a larger amount of manufactur- 
ing on the part of chain stores? Yes. As soon as the 
chains are deprived of large “quantity discounts” they 
will manufacture the goods themselves. 

Undoubtedly, the Act also will encourage agreement 
between manufacturers and suppliers, despite the fact 
that such a policy has previously been frowned upon by 
our anti-trust laws. 

There will be plenty of work for cost accountants. 
Exact cost accounting will be necessary in every large 
business because any discrimination will have to be 
justified. The best weapon of defense will be costs as 
reflected by the books. 

May there be lawful discriminations in terms of sale? 
Yes. The bill originally prohibited such discriminations. 
I was one of those responsible for deleting this provision. 
It is not wrong, therefore, to sell one man the same 
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quality and quantity of goods for cash and another on 
credit. 

May customers be selected? Yes. There is no com- 
pulsion in the bill in so far as sale to any one is con- 
cerned. 

Does the bill cover contracts existing at the time of 
the passage of the Act—June 19, 1936? Yes. There is 
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(Continued from Page 61) 


saler” upon himself. The principle of func- 
tional discounts was upheld by the Commis- 
sion. It is reported that the entire charge 
was based on the sale of products to whole- 
salers who “in many instances acted as re- 
tailers by selling to the ultimate consumer.” 
The formal charge by the Commission stated: 

“Es scecad Company manufactures and 
distributes its products in many states and 
in adopting the practice of giving so-called 
wholesalers a wholesale discount where the 
latter also sells to the consumer, the result 
has been, or may be substantially to lessen 
competition or to injure, destroy or prevent 
competition in the sale and distribution of the 
tile. Particularly between the wholesalers and 
the tile contractors the effect has been, or 
may be, to tend to create a monopoly for 
the favored customer receiving discriminatory 
prices from the respondent in the distribution 
of the tile in the United States.” 

A significant point which is stressed is that 
the mere absence of customer classification 
under the law does not change the fact that 
the basis for discounts given must be services 
performed and not arbitrary classification. 
On the question of quantity discounts, the 
Commission ruled that if a wholesaler retails 
only a part of his products, the charge of dis- 
crimination should apply to that part only 
which is sold to the ultimate consumer. 








‘nothing in the Constitution which precludes the Con- 


gress from passing an Act interfering with an existent 
contract. That prohibition is restricted to the enactments 
of state legislatures. 

May there be changes in prices from time to time?’ 
Yes. One is not guilty of discrimination if he changes 
prices caused by market fluctuations. The same holds 
true for deterioration, obsolescence and stylistic changes. 

Is the bill constitutional? In my humble opinion, 
some portions violate the Constitution, particularly that 
part which gives the right to the Federal Trade Com- 
mission to set a “ceiling” beyond which a discount cannot 
be granted under any circumstances. This is the applica- 
tion of the public utility idea to ordinary business com- 
modities. The government may be permitted to put 
limit on railroad, freight, gas or electric light rates. 
Monopoly is involved therein. Certainly the government 
cannot insert itself to such a depth into private bust- 
ness as to set a limit of discount. In fact, the Supreme 
Court, in the Sugar Institute case, frowned upon such 
a practice. 











Bookkeeping— 


(Continued from Page 84) 


left of the explanation are debits and are for listing of 
cash received, discounts allowed for prompt payment, 
bank deposits, ledger folio, amounts paid to creditors for 
purchase on account and debits that cannot properly be 
entered in the other columns. All this information is on 
the purchase register half of the sheets. 

The other half of the sheet has two general headings: 
“Overhead Accounts” and “Accounts Chargeable to Jobs 
and Contracts.” This last named heading is ruled into 
the following columns: “Truck,” “Incidental Expense,” 
“Transportation Board,” “Freight Drayage,” “Permit,” 
“Productive Labor” and “Material.” Productive labor 
and other direct costs are costs that can be directly 
applied to particular jobs and contracts. This section 1s 
also for debits. 


OVERHEAD ACCOUNTS LISTED 


The overhead accounts columns have the following 
headings : “Overhead,” “Miscellaneous Office Expense,” 
laneous Overhead,” “Miscellaneous Office Expense,” 
“Office Salaries,” ““Auto Expense,” “Advertising Dona- 
tions,’ ‘Miscellaneous Store Expense,” “Bad Debt Al- 
lowance,” “Non-Productive Labor,” ‘“Tools” and “Mis- 
cellaneous Shop Expense.’ All indirect expenses are 
entered in their proper columns. Indirect expenses or 
overhead are expenses that cannot be charged directly 
to specific jobs or contracts, but must be distributed on 
a percentage basis. The overhead account columns, be- 
sides their given headings, also are numbered. These 
numbers in turn refer to a listing of overhead items. 
This overhead listing, with their corresponding numbers, 
is as follows: 

1. Miscellaneous office expense. 

2. Office salaries. 

3. Automobile expenses. 

4. Advertising and donations. 

5. Dues. 

6. Interest. 

7. Legal expense. 

8. Taxes. 

9. Miscellaneous store expense. 

10. Allowances to customers and bad accounts 
charged off. 

11. Non-productive labor. 

12. Insurance expense. 

13. Rent. 

14. Depreciation. 

15. Damaged materials. 

16. Tool repairs, including the purchase of small tools. 

17. Compensation insurance. 

18. Miscellaneous shop expense. 


NEXT TO LAST STEP 


Posting in these journals is the next to last step in this 
system of bookkeeping. Entries made in the journal are 
next transferred to the ledger and from them is drawn 
the material for monthly trial balances. The procedure 
for ledger posting and drawing of monthly trial balances, 
which is the final step in bookkeeping, will be described 
in the next installment. 








QUANTITIES TO BE USED THE DOLE VALVE CO. 


DOLE 1-2-3 BOILER TREATMENT 


1901-1941 Carroll Ave. 


2 to form an inhibitor that effectively 


conditions the boiler water. 


dividual cans of highly concentrated 
chemicals that are four times the 


harmful impurities that cause foaming 
and priming and then the boiler water 


s the scientific time-tested method 
of improving the operation of dirty 


—Note How Little is Needed 


For a Steam System 





Chicaao, Ill., U.S. A. 
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This treatment is easy to use, only 
one draining of the system is neces- 


strength of ordinary boiler com- 
pounds. Each chemical does an inde- 
pendent job. Chemical No. | rids the 


is treated with an inhibitor that de- 


feats rust and corrosion for a full 
year The cost of heating is materi- 


hot water) that is preferred by most 


nd scaly heating systems (steam or 
eading industrialists today 









ary. It does not require a blow-off of 
the boiler nor dues it require special 


system of oil and grease. Chemical 
No.2 vigorously attacks and disin- 


ally reduced, and the life of the boiler 


is greatly prolonged. 


For a Hot Water System 








Anyone can follow the 


simple instructions given on each 


of the thrée individual cans. 


attention. 


his treatment not only cleans the 
system, but it also preserves the life 





One combination package for each 


125 gals. or less capacity 


Chemical 


No.3 combines with Chemical No. 


tegrates rust and scale. 














Inside of this package are three in- 














pf the boiler. The system is rid of all 
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All different, but all harmonizing—the boxes are 
a positive sales help in themselves. The complete 
line, newly packaged this season -brilliant colors 
all different! Great for display backgrounds! Dummy 
cartons for window trims, etc. will be furnished free, 
with suggested arrangements. Write for them. 


FROM THEI 





AIR AND VACUUM VAL 
THE DOLE VALVE COMP! 


1901-1941 Carroll Ave., Chicago, ilk 
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Service— 


(Continued from Page 77) 





an old-fashioned type. Each service man has a list of 
these accounts for his particular territory, the calls being 
routed carefully so as to conserve time. The semi- 
monthly service includes oiling, cleaning and adjusting the 
unit. Repair parts are charged for extra. The company 
has approximately 70 of these semi-monthly service ac- 
counts on its books, representing a monthly revenue of 
about $200, which, according to Mr. Abbott, 1s highly 
profitable. In addition, of course, there is the revenue 
from the list of approximately 700 other accounts serv- 
iced by the company but which are not on a semi- 
monthly basis. 

It is figured that each service man can cover about fif- 
teen of the semi-monthly accounts per day, provided there 
are no major repairs to be made. This means that each 
man devotes in the neighborhood of three days per month 
to those accounts. These calls are made as close to the 
first and the middle of the month as possible. Thus the 
balance of the month is left open for handling other serv- 
ice work and installations. And there is enough of this 
other work to keep the two men busy during the winter 
season. 

On service calls other than the semi-monthly, the com- 
pany charges $2.00 per hour for labor, plus an additional 
charge for materials. Emergency calls are answered 
promptly, usually within an hour or two, the service de- 
partment being available 24 hours of every day. Mr. 
Cubbon knows where his service men are going when 
they leave the shop in the morning and thus 1s able to 
reach them immediately by telephone should an emer- 
gency arise. 

One of the service men uses his own car for making 
calls, while the other drives a company owned truck. 
The man using his own car is paid on a mileage basis 
at the rate of 3% cents per mile. 

The truck contains all tools and equipment needed by 
the service man, together with an assortment of repair 
parts sufficient to take care of the majority of repairs. 
An important item of equipment on the truck is a vacuum 
cleaner for cleaning boilers. This device, it will be re- 
called, is called to the attention of prospective customers 
on the business reply postcard referred to earlier. Repair 
parts carried both on the truck and in the other car in- 
clude fire brick, combustion cement, BX, controls, gas 
valves, oil valves, etc. Approximately a dozen replace- 
ment motors are carried in stock at all times. 

The company uses a so-called flat rate schedule ot 
charges on certain repairs, such as replacing chambers. 
The prices of course vary according to the size of the 
chamber, averaging between $40 and $50. There is also 
a definite schedule of prices for installing new controls 
According to Mr. Abbott, the majority of customers 
appreciate knowing beforehand what the job will cost, 
particularly if it is a major repair. Small repairs cost- 
ing only a few dollars usually are done on a time and 
material basis. 

When the service men are called to clean a boiler, they 
inspect the heating equipment carefully to discover 1! 
any repairs are needed. The cost of the repair job is then 
quoted by the office. 
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Quick Installations_.: Low Cost 


with Modern BLACK & DECKER Tools 





THE NO. 34 ELECTRIC HAMMER saves hours of slow, hard 
work on such jobs as drilling in concrete, brick or stone for mount- 
ing burners, control racks and wall pumps; opening foundations; 
channeling for feed lines; caulking furnace joints; removing scale 
in boilers and tanks, etc. 


Light, compact, easy to use in awkward places, the No. 34 Ham- 
mer operates on a new principle which increases cutting speed and 
reduces recoil and shock. This new Hammer is a completely self 
contained unit, operated by a Universal Motor, and requires no 
transformer, rectifier or other extra equipment. 


The price of $145.00 includes the No. 34 Hammer equipped with 
a 1” Star Drill, Nos. 1 and 2 chucks and turning wrenches, 3-con- 
ductor cable and plug, automatic release switch in handle, drift key 
and carrying case. Ask your Black & Decker jobber for a demon- 
stration, or write for full details. The Black & Decker Mfg. Co., 
721 Pennsylvania Avenue, Towson, Maryland. 














CUTTING CLEAN, ROUND HOLES 


in furnace doors or bases, boilers, steam lines, etc., 
is a quick, easy operation with Black & Decker Hole 
Saws driven by a Black & Decker Electric Drill. 


Photo above shows hole saw in use; below shows 
hole cut in double furnace door. Hole Saws are 
available in diameters from *4” to 4”. The new 
16” Junior Drill, only $35.00, has countless uses on 
installation work; drives hole saws up to 3'+”", wood 
augers up to 1”, twist drills up to ',” diameter. 


IK & DIE CIRIAIR 


World’s Largest Manufacturer of 


PORTABLE ELECTRIC TOOLS 
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Largest Shipments of Range Boilers . . . Curve at 118.0 . . 





Decided Upswing 


© Led by the largest shipments of range boilers of any month in 
recent years, the Domestic ENGINEERING Composite Curve 


now stands at 118.0. 


Again the Domestic ENGINEERING 
Composite Curve. shows aé_e decided 
upswing. The entire gain this month 
can be traced to an enormous increase 
in shipments of range boilers. August 
shipments of 103,799 units were the 
largest recorded in a single month in 
recent years. It compares with an 
average of 58,139 units shipped in Aug- 
ust for the years 1927, ’28 and ’29. All 
other items considered in the curve 
showed slight declines. The curve 
now stands at 118.0 as compared with 
111.0 in the previous month. 


Key Wholesalers 


With September reports tabulated 
from 110 wholesalers, an average gain 
of 26.78 per cent was shown over Sep- 
tember of last year. These same 
wholesalers also report an average 
gain of 10.50 per cent over August of 
Sixty October 
to continue to show an advance over 
the previous year, while 37 expect it to 


this year. firms expect 


be about the same and three expect a 
decline. The firms did not 
comment. 

New England States: Nine wholesal 
ers in this section report an average 
gain of 16.67 per cent over September 
year and a gain of 17.78 over 
of this Three of 
expect October to show a gain 
October of last while the 
expect it to be about the 


other ten 


of last 
August year. these 
firms 
over year, 
other six 
same as last year. 

A Rhode Island wholesaler states 
that they expect plumbing volume to 
be about the same in October as it was 


in September but heating volume they 


expect to go considerably ahead dur- 
ing the month. 

Middle Atlantic States: With 46 
wholesalers reporting from this sec- 


tion, an average gain of 28.41 per cent 


was shown in September as compared 
with the same month of last year, and 
a gain of 15.28 per cent over the pre- 
vious month of this year. Twenty-eight 
of these firms expect October to con- 
tinue to show improvement over last 
year while fourteen expect it to be 
about the same, one expects a decline 
and the other three did not comment. 

A northern New Jersey wholesaler 
reports that business in genera] in 
their area appears to be greatly im- 


25| Jar.) Feb.) Mar Apr | 
(20, 


ak) 


“YAY June | SA4/Y 


proved even discounting the usual sea- 
sonal increase. This same wholesaler 
goes on to say that they are finding it 
increasingly difficult to obtain prompt 
shipments from manufacturers. An- 
other wholesaler in this section reports 
that business seems definitely to have 
climbed into permanent higher levels. 
This same firm states that they are 
finding almost endless sales possibili- 
ties in the radiator heating replace- 
ment market. A third wholesaler in 
this section states that they are pre- 
paring for the best October in five 
years and that plumbers and fitters ire 
still scarce and work is coming in fas- 
ter than it can be handled. 

An eastern Pennsylvania wholesaler 
reports that despite the heat of the 
presidential race and the fact that 


AAY SEPT | BAe | NOY, | Dec. | 


1927-28-29 /Average 





Curve now at 118.0 which is an increase of 7.0 over the previous month 
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SHIPMENTS OF PLUMBING AND HEATING ITEMS 
Percent ol 
Increase 
Total S Mos. '36 
August August 8 Months over 
1936 1935 1936 8 Mos. °35 
Cast Iron Boilers 
TROUGERGS GE FPOUMGR ..c cc ccccccesces 28,292 26,057 154,669 34.34 
Cast Iron Radiation 
Thousands of Ft. of Htg. Surface..... 7,785 6,470 39,114 41.02 
Steel Boilers 
EE i Ee 1,136 735 6,616 55.96 
Domestic Water Systems 
De Or SO pe cctcaececesec 14,410 11,060 99,057 30.45 
Range Boilers 
i Ce 2 |, 55 pg Wee w Oe Oee eee eed 103,799 63,878 581,491 10.52 
Oil Burners 
ee (nn 266s eet eb eee seer 20,919 15,549 98,097 £3.58 
Mechanical Stokers (for residential apart- 
ments and commercial use) 
oe CE 2 gee eeeweden eae oe Wes 9,12 5,443 33,842 87.4 
AUGUST BUILDING PERMITS—i5 Most Active Cities 
New Families New Non- Total 
Residential Provided Residential (Including 
Buildings lor Buildings Repairs) 
State and City (dollars) (dollars) (dollars) 
NEW ENGLAND STATES 
oS i” Se a 348,900 17 1,350 395,828 
GEES, occ cwoerecreceseces 247,717 101 33,000 480,253 
i Ce! Len ebebeeeereecess 56,100 9 913,913 605,203 
Stamford, COMM. ...--ccecescccseees 764,206 L52 93,250 880,681 
Boston, =e. LS senei bee ee eewce ds i 94,500 20 85,340 811,152 
Newton, 0 AN ee eee 336,000 29 159, 795 522.646 
MIDDLE ATLANTIC STATES 
Pn i i saedecet ee seesoescaee 2,549,090 15 440 2,629,425 
ie i Me te eee eas eet eees te aees 25,750 t 194,400 378.542 
Princeton, N. J. er Sr Te ee rere er 424,000 2 3,425 463,780 
Summit, a ante ga kd ache own i 23,500 3 023,390 554,070 
New York, a wal 
A ee ee 1,048,750 286 218,900 728,927 
De tne beeedee bese ee oe eens 8,960,960 1,782 263 945 11,050,035 
De: ci echeeaeueéebseeéneés 985, $9 261 1,525,200 4 ,831,886 
SRE. eee coe se one nerceeeteccenns 1,388,92 402 645 ,. 380 2. | 512.738 
PE: heen s 6h aso OC Ob oe 6 Oi 61, 400 16 52.440 247,422 
ee Dh Be ieee eesese eenet* 133,194 26 1,448,562 1,613,302 
i Me is 2 ob a o6 6 O08 Od 88 13, 750 4 1,201,964 1,304,058 
Philadelphia, wg er eee ee oe ee ee 2,356, "090 431 542,990 4,196,742 
i Mi acc ebscessanneaseses * 133 ,650 55 185,459 708,969 
EAST NORTH CENT RAL STATES 
DE Mh. 6 ce Gee eet eee eseeoess ene 540,050 99 750,934 2 482.174 
OG eee ee 41,500 14 357,528 436,807 
ee Ci cf tee ee nccs eee ba 210,350 3 53,270 1,893,710 
Detroit, cts Methane ss ne eeatel 2,204,883 399 1,968,469 4.639.611 
Flint, RR RERR EI Re Sree iat ae 112,669 28 361,697 584,576 
Ct Mh, ¢esebeeedcersosess wees 538,350 94 } 388.566 4,067,726 
2 to 66 one e wen 0 00.0 Pee een 282,000 55 109,550 647.975 
i owe ebb ieee <s-dee ee’ ees 01,733 13 464,869 563,083 
SS See eee ee ee 286,100 55 45,175 706.687 
WEST NORTH CEN NTRAL STATES 
ee 296,750 69 419.075 1,356,150 
St. Paul =~ ue t. Cee eee ee oe a a ee a 260, 550 52 44.312 403,090 
St. Louis, 0 ee ee ee $21,279 80 231,714 1,011,105 
SOUTH ATLANTIC STATES 
re a6 eee ee Oe wos 2,163,400 583 1,770,637 1,419,751 
eR oe ee oe ot ares 86. 6 408 O88 706,759 201 224,542 11 33.787 
Miami Seach Fl: ma @eeceeeeeneoesevense 910. 000 169 23 000 1'290) 217 
Baltimore, See 451,000 98 330, 400 1,183,400 
Charleston, A 2d ik, gee be awd ee babes ee’ 1,123,761 215 1.780 1496.32] 
NER ee aa 35,175 i) 274.159 113.552 
EAST SOU TH CENTRAL STATES 
ts ek a ees a 80k OA8 21,550 15 5.050 419 200 
CR ee ee 83,040 20) 408.864 515.148 
BOOURMNSM, TOM. cs cccccccee. 5,100,470 1,115 103.390 5. 580, 20) 0) 
N; ish ville, EE ee ee 47,600 35 414.627 561.090 
WEST SOUTH CENTRAL STATES 
ee ME, BM sect eewervesecees 249,369 53 42,165 790.751 
ee ct ee tees 162,225 15 144.827 371.861 
i * 3 3 169,300 R0) 241,746 513.463 
Kort Worth, Tex. oS Tee es oe se ee 88.606 49 668,340 8194 ae 
ee ee ied Sn gw wee D SD 826.282 918 46.120 962145 
rr twee uae. 224,307 75 251.815 66.168 
MOUNTAIN STATES ; : 

: sn ong Be pea be Ree hee aN 505,100 2 1,185,930 18029 .624 
SE hs ks oe eo 50 0 ORDA 23,100 10 807.006 "942° 
PACIFIC STATES 807,000 843.000 
severly Hills, Calif. ...... 287,800 43 145.600 re ray 
SS eee 821,155 70 19°16] Hy 4 
Los Angeles, Calif. ............... 2.995.429 821 2,817,973 6,800,325 
CM oi ved viens eae nks 353,799 69 98.637 "206195 
Sacramento, Calif. 222,211 50 748 626 1.054.756 

San Diego, SS Ae ee 458,619 152 137,410 994429 

San Francisco, Calif. 896,300 22] 450.022 1.726 027 
i fey yw alee wae 4d 640) 255,500 61 196 NRO 615 84n 
Bremerton, ee ee 47,950 17 1.875 £99 Feo 
SE, EE, Scbawaveds teens cares 197,500 47 186,935 640,820 





there are no real building operations 


in their territory, business continues to age 
not only hold its own but to better it- 
Self each month, and the largest in- 
creases are coming from heating busi- 
ness. 

South Atlantic States: Six 


whole- 


expect 


salers in 
rain 
cent over 


provement 


this section 
September of 
the same month of last year 
and a gain of 7.50 per 
gust of this year. 
October 


in 


while 


to 


show 


three expe 





report an 


cent 


32.00 per 





aver- 


over Au 
Two of these firms 
further 
ect it to be 


im- 
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about the same as last vear and one 
expects a decline. 

East North Central States: Twenty- 
two wholesalers in this section report 


an average September gain of 29.05 per 
the same month of last year 
4.73 per cent 
Ten of these 


firms expect October to show continued 


cent over 
and an average gain of 
over August of this vear. 


improvement while nine expect it to 


continue about the same and the other 
three did not comment 
East South 


wholesalers in 


States: Four 
report an 
36.25 per 


Central 
this section 


average gain in September of 


cent over the same month of last year 
and a gain of 23.5 per cent over the 
previous month of this year. Two of 


firms October to show 
improvement while one expects 
and the last did not 


these expect 
further 
a decline 
ment, 

A Tennessee wholesaler 
building in 


conM- 


reports that 
territory 
unusually 


residential their 


has been going along at an 


rapid pace. They feel that this residen- 
tial construction work has ahout 
reached its peak but that their own 


continue prin- 


due to the increase in heating 


business should upward 
cipally 
sales. 


West North Central States: Thirteen 


wholesalers in this section report an 
average gain of 21.93 per cent in Sep- 
tember over the same month of last 
year and a gain of 2.39 per cent over 
August of this year. Eight of these 


firms expect October to be better than 
last October, 


nbout the same and the other three did 


while two expect it to be 


not comment. 
West South Central 
this section 


States: Three 


wholesalers in report an 


average gain of 35.67 per cent in Sep 


tember over the same month of last 
year and a decline of 9.00 per cent 
from August of this year. Two of 


these firms expect October to he bet 


ter than last year, while the third ex- 


pects it to be about the same 


Mountain States: Two wholesalers 


in this section report an average gain 
in September of 6 per cent over the 
same month of last year and a gain 
of 28.0 per cent 


month of this year. 


over the previous 
One of these 
about the 


expects 


firms 
Same 


expects October to be 


as last while the other 


it to 


year 


show further improvement 


A Montana wholesaler reports that 
business is holding up better than an 
ticipated. The same firm states that 
the activities of mail order houses in 


their territory is steadily increasing 
One mail order house franchi 

plumbing contractor as their dealer 
Pacific States: Five wholesalers in 


this section report an average gain of 
45.60 per 
same month of last year and a gain of 


cent in September over th 


$60 per cent over August of this year 
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+ 45.6% 


+ 21.9% 


+6.0% 


+35.7% 


ole 
ee 


4+ 29.1% 


+ 32.0% 
+ 36.2% 

















This map shows the average percentage of change in September business of key whole- 
salers in each section of the country as compared with the same month in 1935. 





KEY WHOLESALBPRS 





same 
last 
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[aS .. vESio Prospects for next 

“uO SD uo oe month compared 

° "Se ° ht with same month 

sale 5 a bee of previous year 

Sat o> Saeano appear: 

The NoCom- Total 
Better Same Worse ment Reports 
New England ...... +- 16.67 +17.78 3 6 0 0 9 
Middle Atlantic .... +28.41 + 15.28 28 14 l 3 46 
South Atlantic ..... +- 32.00 + 7.50 2 3 l 0 6 
East North Central. +29.05 +- 4.73 10 4 0 3 22 
East South Central . +3236.25 + 23.50 2 0 l ] 4 
West North Central. +21.93 + 2.39 ‘ 2 0 3 13 
West South Central. +35.67 —9.00 2 l 0 0 3 
Ce ee + 6.00 +28 00 ] ] 0 0 2 
De: ccesaseaeese an +- 45.60 + 3.60 4 l 0) 0 5 
i... err 60 37 3 10 110 











Four of these firms expect October to 
show further improvement over last 
year and the fifth expects it to be 
about the same. A southern California 
wholesaler reports that the price situa- 
tion in their section is bad. 


Air Conditioning 

Reports from 40 utilities show 134 in- 
stallations made in September as com: 
pared with 71 in the same month of 
last year—a gain of 96.9 per cent. The 
horsepower rose to 3,224.3 as com- 
pared with 2,830.9 in the previous year 

a gain of 13.9 per cent. The nine 
months’ running total for these same 
utilities shows 2,180 installations as 
against 1,612 of last year—a gain of 
35.24 per cent. The horsepower is 45,- 
970.59 as against 43,148.90—a gain of 
6.54 per cent. 


Oil Burners 

With 48 cities reporting, oil burner 
permits in September were 6,090 as 
compared with 4,872 last year—an ad- 
vance of 25 per cent. August oil 


burner shipments showed a substantial 
increase over last year, although in 
percentage the advance was not quite 
as great as the average for the pre- 
vious months. Total shipments for the 
first eight months were 98,097 which 
is an advance of 43.58 per cent over 
last year. 


Stokers 

Stoker shipments for the first eight 
months totalled 33,842 units, which is 
an advance of 87.43 per cent over the 
previous year. Class 1 stoker ship- 
ments continue to run considerably bet- 
ter than 90 per cent ahead of last year. 
Stoker permits in September in 22 
cities were 10.1 per cent ahead of last 


year. Since permits are issued on only 
the larger installations, these figures 


are not complete. 


Gas Heating 

The American Gas Association re- 
ports that there are 124,500 house heat- 
ing customers on the lines of manufac- 
tured gas companies in July as com- 
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pared with 106,000 in July of last year 
—that is, 18,500 new customers, repre- 
senting a gain of 17.5 per cent. 


Building Construction 

According to the Department of La- 
bor, increases in the value of permits 
issued for new non-residential con- 
struction and for additions, alterations, 
and repairs to existing structures in 
August were more than offset by a 
sharp decrease in residential construc- 
tion. The total value of building per- 
mits issued in the principal cities in 
the country during the month amount- 
ed to $145,459,639, a decrease of 8.0 per 
cent in comparison with July. 

Although falling short of the level 
of the month preceding, the August 
rate of building activity wag still far 
above that of a year ago. Measured 
by the value of permits issued, build- 
ing construction in August showed an 
increase of approximately 51 per cent 
over the corresponding month of last 
year. The greatest improvement in 
comparison with August 1935 was 
registered by residential building, with 
a gain of 124.0 per cent. An increase 
of 33.0 per cent over the corresponding 
month of last year is shown in addi- 
tions, alterations, and repairs to exist- 
ing buildings. The value of permits is- 
sued for new non-residential buildings 
during the month shows an advance of 
6.0 per cent over August 1935. 


Metal Prices 


(Prices of Oct. 28, 1936) 


New Metal Market—10. Foreign— 
10.20. 
Electrolytic Copper—10. 10/8 deliv- 


ered Middle West. 
Lead—4.60 cwt., St. Louis; 

New York. 

Ingot 5 lb.—St. Louis. 
Zinc—5.00 cwt., St. Louis. 
Tin—5.25 cwt., New York. 
Brass Ingot—-Red, 10—c/1; 

ered. 

Yellow Ingot—8%4—c/1; 
ered. 

Scrap Metal (Dealers Buying Prices) 

Composition and steam brass—cwt.. 

6.50. 

Strictly Heavy Yellow Brass Scrap, 

Cast—4.50 cwt. 

Mixed, Strictly cocks & faucets (Incl. 
ball cocks, etc.)—5.25 cwt. 
Light Brass, tubes, pipe, old 

etc. —4% cwt. 

Old scrap lead pipe, etce.—cwt. 

Copper, sheathing and roofing, free of 
nails—6.75 cwt. 

Copper, boilers, tanks and other light 
materials—6.50 cwt. 

Solder Jointsa—5.50 cwt., f. o. b. 
cago. 

Block Tin—40.00 cwt., f. o. b. Chicago 


4.85 cwt., 


9% Deliv- 


& LCL Deliv- 


sheets, 


Chi- 
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onth 750 Gas Companies 


e whole nation that ..- 
LIKE GAS 


HEATING 


Each m 
tell th 
THERE'S NOTHING 


HEATING, REFRIGER 











"Modernize Your 

Home With Gas.” 

This message in 
national magazines of 
14,000,000 circulation 

is keeping 
Gas Appliances 
on the move! 












FOR COOKING, WA TER- 





IT’S BOUND TO MEAN BUSINESS 
FOR YOU! 














HROUGH four-color ad- 

vertising in full page space 
in national magazines reach- 
ing 90,000,000 people each 
year more than 700 gas com- 
panies are cooperating to 
stimulate interest in gas for 
every domestic heating need. 
Never before has this perfect 
fuel received such consistent, 
concerted support from 
America’s gas industry as this 
three-year campaign in the 
country’s leading magazines. 


Never before has there been 


such an opportunity for in- 
creased appliance sales for 
you. For this advertising is 
reaching your own customers 
through the magazines they 
read every month. Get in 
touch with your local gas 
company today—and make 
the most of the many ways 
they can help you take ad- 
vantage of the profitable new 
business this great campaign 


is bound to bring your way. 


AMERICAN GAS ASSOCIATION 








There’s Nothing 
Like Gas for... 


COOKING .. . The instant heat, higher speed 


and numberless shades of temperature, that 
only gas can provide, give finer flavor to all 
cooking! 

REFRIGERATION ...Gas makes possible 
silent, simplified refrigeration. No moving 
parts to wear out. Low operating cost 
WATER HEATING ...Gas provides an 
abundant, dependable supply of hot water 
whenever you want it! Low cost and nothing 
to tend. 

HOUSE HEATING .. . House heating with gas 


is absolutely effortless. No fuel to order or 
store. Nothing to bother with. No dirt, 
smoke or soot. 








pliances you sell. 





Be sure this AGA Laboratory 


Approval Seal 1s on the ap- 
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Retail Survey 

A survey recently conducted by Dun 
& Bradstreet, Inc., on retail business 
broke down such business into differ- 
ent groupings. A comparison between 
several is shown in the accompanying 
chart. The item, Cost of Goods Sold, 
was computed on figures based on the 
opening inventory plus purchases de- 
livered during the year and minus the 
closing inventory. Salaries and wages 
figures included salaries of owners, offi- 
cers and wages of employees. In cases 
where no owner’s salary was reported, 
the usual that size 
of concern was added to the expenses 
and deducted from profit. 


owner’s salary for 


The listing of other expenses in- 
cluded such items as rent, light, heat 


The figures shown are typi- 
A con- 


and taxes 
cal of those who reported rent. 
cern owning its own quarters probably 


will find that heat, light, taxes and 
other expenses are larger percentages 
than those shown in the table and 


consequently partially offset the ab- 
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sence of rent. It has been pointed out 
in the survey that figures shown in the 
table should not be used as a guide to 
what miscellaneous expense should be 
since insurance, repairs, contributions, 
office supplies vary widely in impor- 
tance. Also, accounting practices differ 
in detail as to what should be charged 
to any specific account. 


Good News 


News Note: J. A. Zurn Mfg. Co., 
Erie, Pa. has plans under considera- 
tion for the erection of a one-story 
factory addition that will cost in the 
neighborhood of $37,000. 





2 + * 
News Note: Automatic Products Co., 
Milwaukee, Wis., has purchased an 


enameling unit with an area of 60,000 
sq. ft. The company plans to spend 
about $20,000 for alterations to this 
new plant. 








REPORT 








Typical Percentages of Net Sales 
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News Note: Gardner-Denver (Co.. 
Quincy, Ill., has started construction 


on a new foundry building which wil] 


cost $250,000. Machinery is expected 
to cost about $100,000 additional. 
x * * 
News Note: Wolverine Tube Co 


1411 Central, Detroit, Mich., plans ad- 
ditions and alterations to its plant. 


* ok “ 
News Note: American Blower Co.,, 
Dearborn, Mich., is making the prelim- 


inary steps for an addition to its plant. 


* * * 


Dollar volume of national sales of 
the air conditioning division, Gar 
Wood Industries, Inc., for the month 
of September of this year, was 56.8 per 
cent greater than for September 1935. 
according to Mr. Frank H. Dewey, man- 
ager of the air conditioning division. 
“This year’s national sales increase is 
particularly gratifying be 
was the best year in 
Mr. Dewey said. 


‘ause = 1935 
our history,” 


* & * 
News’ Note: Mueller 
Port Huron, Mich., plans to build an 
addition to its plant. The general con- 
tract for the plant will cost $31,000. 


* * * 


grass) Co., 


News Note: Chase Brass & Copper 
Co., Euclid, Ohio, will build two addi- 
tions to its plant at a cost of $35.000. 

ak * * 

Orders received by 
Co. during the third quarter of 1936 
amounted to $74,922,441, compared with 
$54,400,819 during the third quarter of 
1935, an increase of 38 per cent, it 
was announced by Pres. Gerard Swope. 
Orders for the nine months show a 33 
per cent increase over last year. This 
record exceeds any period since 1930. 

* *¢ @ 


General Electric 


News Note: Trane Co., La 
Wis. is considering plans for a plant 
addition which will cost approximately 
$100,000. 


Crosse, 


* * a 


The Turner Brass Works, Sycamore, 
Ill. has purchased a building adjacent 
to the present factory. The one-story 
building has 15,000 sq. ft. of floor space 
and will be used for offices and labora- 


tories. 
* * * 

News Note: Chase Brass & Copper 
Co., Waterville, Conn., is planning an 
addition to their west side main mill. 

+ * * 
Sales for the first nine months of 


-Whipple, Inc., 


those 


year by Harvey 
Springfield, Mass., have exceeded 
for the same period of last year by 
more than 60 per cent and shipments 
exceed those for the entire previous 
year, according to an announcement by 
Ray G. Whipple, treasurer. 
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wholesaler an essential link in the 
Central Supply Assn. chain ef @latribetion: ‘by subetiseting 
the words ‘master plumber’ for whole 
saler, he expresses my sentiments pre- 


® Central Supply Assn. in convention at Chicago hear Con- nie, ‘Winnett ane enn 


big 


| 
| 
: 
| 


gressman Patman—Galloup elected to presidency—Werner garters’ obligation and salvation lies in 
stresses cooperation. his exclusive support of manufactur- 
ers with sales policies favorable to 

In order to get a clearer appreciation Werner prefaced his address by calling him, I believe that with the substitu- 
of the provisions of the Robinson-Pat- attention to the pleasant and cordial tion Of _ words ‘master plumber for 
man Act, members of the Central Sup- relationship which exists between wholesaler, and ‘wholesaler’ for manu- 
Assn., gathered in convention at plumbing contractors and the Central facturer, Mr. Swanson expressed the 


ply 


: : - views of a preponderant majoritv o 
the Morrison Hotel, Chicago, October Supply Assn. | _ = “ — 
master plumbers throughout the coun- 


98-299 heard Congressman Patman de- 


iver { ssible interpretation of the ; ‘ : try Mr. Swanson also said ‘In the : 
liver a possible in vital a ) Werner's Address past many manufacturers have played | 
bill. The open session on the second “It gives me a great deal of pleasure both: cniin emainet the mia naire | 
~~ 2 Ve Tee ee, wee to appear before the Central Supply sold ee caine portion uit teat atl | 
Sades By memsers of the ausoct Assn. I think every President of the uct to the wholesaler, they have | 
tion, manufacturers and guests. All in National Assn. of Master Plumbers has seitenih enamel caaihonsiihds deat | 
all, it was one of the largest attend- looked forward to his appearance be ale ocubai> te. seals: aueemaned | 
auoes at © mecting of the _— fore your body as an opportunity of with him.’ I hardly need point out that | 
expressing his individual views on the by substitutine the word ‘wholesaler’ | 
Officers situation which exists between — for manufacturer, and ‘master plumber’ | 
; : : plumbers and wholesalers, Your asso for wholesaler. in the quotation I hav | 
Officers of the association for the ciation is a representative body and ex. sate iilinaii. es aA etead te, ethan cath 
coming year elected at the meeting erts profound influence, I believe, on se a ote iS foiling on in the la f 
were as follows: J. A. Galloup, Galloup wholesalers everywhere. The relation two steps of the distribution chain in 
Pipe & Supply Co., Battie rea Mich., ship between master plumbers” and the plumbing and heating industry. M1 
preaisent; F. 5. Raulbecn, Standard wholesalers in the territory served by Swanson asks the question ‘Are the 
Sanitary Mig. Co., Pittsburgh, Pa., first your association is more cordial and wholesalers gallev slave ty master 
vice president; Bernard D. Kurtz, L. H. joe tree from misunderstanding than saiaihanathriliiasta: duit pameditiniek dies. tien sons 
Kurtz Co., Des Moines, Iowa, second in any other sections of the country. 1 sonncalmeaie prsctien aii a ee ante 
vice president: E. C. Harbordt, U. S. helieve it is generally recognized that seianihiat. enteaniiidies th: , 
Supply Co., Kansas City, Mo., treas- 4 great deal of constructive thinking a plumber’ for whole 
urer; and W. E. McCollum, secretary. is being done by the members of your ing asked ey d f 
Besides the reports of officers and association, so any time spent by a seenlaniiatiealio 
committees, other questions under dis- president of the National Assn. of Mas 


cussion during the two day session ter Plumbers in preparing for an ad 
were: future delivery contract terms; dress before your body is justified by Similar Complaints 


quantity prices; cartage allowances; the hope that it will not only improve “Well, it appears from Mr. Swanson 
price protection against advance, conditions in the Middle West, but speech that wholesalers have just 
abuses of show room privilege; and extend throughout the country. about the same complaint igainst 
allowances of personal discounts “I could have saved a lot of time manufacturers that master plumber 
George H. Werner, president, Na- py taking the address delivered at your have against wholesaler: But I thin 
tional Assn. of Master Plumbers, deliv- October 24, 1935, meeting by Mr. F. W we'd be safe in saving that manufac 
ered a short address during the open Swanson, and substituting throughout turers have complain t whole 
meeting. In introducing Mr. Werner, the address the words ‘master plumb salers and that wholesale) have con 
President Yelton declared that common ers’ wherever he used wholesaler: and plaints against us NIi Val 
problems confront the three branches substituting. with one or two excep- that one of the factors which |] 
of the industry. Honest effort, he said, tions the word ‘wholesaler’ wherever tributed to disturbance in the ld 
on the part of the branches to support he used the word manufacturer. For established system of distribut 
One another would do much to correct instance, when he said that he con- the lack of merc} d ences 
any difficulties which now exist. Mr. sidered it unnecessary to prove the among the master plumbers H{e says 
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The San Francisco. 
Oakland Bay Bridge —neweg 
wonder of the modern worl 
—opens November twelfth 








It has been our privilege 1 
share in this great achievemen 
Seventy-five hundred rugged 
air-furnace malleable iro) 
Devlin Fittings knit togethe 
two miles of massive railing 
on the East Bay Approaches 


This installation called fo 
the downright dependability 
which has been characteristic 
of Devlin Fittings for ove 
half a century. 

THOMAS DEVLIN MANUFACTURING (¢ 


INCORPORATED 


BURLINGTON, N. J. 
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that the quality of labor, and not suc- 
cess in merchandising, is uppermost 
in our minds; but I’ve heard that manu- 
facturers complain that the wholesaler 
is nothing but a glorified warehouse- 
man and thinks more of chiseling an 
extra discount from his source of sup- 
ply than he does of selling more of 
his products to master plumbers. 

“So you see, everybody is complain- 
ing; but very few people are doing 
anything to eliminate the cause of 
complaints. Isn’t it true that we're 
looking up the ladder of distribution to 
our sources of supply rather than look- 
ing at ourselves, and down the ladder 
to the next step in the distribution 
channel? Aren’t we all too prone to 
condone our own faults while exposing 
those of others? Aren’t we perfectly 
willing to tread on somebody else’s 
head, and step on their fingers, while 
we climb the ladder of success? 


Complaints Known 


“I’m not going to take up your time 
enumerating the complaints the mas- 
ter plumbers have against wholesalers. 
If you want to know what they are, all 
you have to do is read Mr. Swanson’s 
speech and substitute, as I have sug- 
gested, the words ‘master plumber’ for 
‘wholesaler,’ and the word ‘wholesaler’ 
for ‘manufacturer’ wherever they ap- 
pear. Then you'll know what we're 
thinking. My purpose in appearing be- 
fore you today is of a more construc- 
tive nature. Now that I have all of 
our complaints off my chest I'll be glad 
to tell you what we and you can do 
to correct the conditions we so much 
deplore. In your relationship with your 
sources of supply I can recommend no 
action more likely to attain success 
than the prescription written by Mr. 
Swanson in the speech I have referred 
to. In applying the prescription, don’t 
forget that the only hope for master 
plumbers lies in the application of a 
similar prescription to you. 


Apply Practical Knowledge 

“We could talk here all day about 
the plumbing industry, and think of 
schemes to correct its difficulties; but 
sooner or later we'd get back to the 
plan which has been so often tried 
and which has so often failed. That 
plan, in brief, is for you to sit down 
with your sources of supply and for us 
to sit down with ours and iron out our 
difficulties. I don’t mean that we 
Should spend a great deal of time in 
extolling our own virtues, and in de- 
precating the habits of others; but 
rather to apply the practical knowl- 
edge we have to tangible and definite 
correctives. After all, the creation of 
a satisfactory distribution condition is 
a local problem. About the only satis- 
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Left to right: Harry Yelton, retiring president; W. E. McCollum, secretary; and 
A. Galloup, president 


faction that anyone can get on a Na- 
tional basis is the oft-repeated assur- 
ance that one’s sources of supply are 
with him until the last gasp. Such 
generalities breed a false sense of se- 
curity. But when a master plumber in 
a given locality sits down with his 
sources of tupply, or when a whole- 
saler in a vertain territory sits down 
with the manufacturer who supplies 
goods in that territory, something can 
be accompiushed. By sitting down with 
one’s sources of supply I don’t mean 
at a banquet table, or around a barbe- 
cue trench at some plumbers’ picnic; 
I mean sitting duwn in a business-like 
fashion with serious purposes. 


Two Kinds of People 

“In our industry we have two kinds 
of people. One kind believes in the 
manufacturer-wholesaler-master plumb- 
er method of distribution; and the 
other kind doesn’t. Some manufactur- 
ers have been responsible for bringing 
into your branch of the industry whole- 
salers who only do lip service to the 
method of distribution I have men- 
tioned. Some wholesalers have brought 
into the ranks of master plumbers, in- 
dividuals who are perfectly willing to 
do the bidding of anyone, without re- 
gard to ethics, provided they are fur. 
nished with the means of livelihood. 
The community of interest which lies 
between the manufacturers, the whole- 
salers and the master plumbers is suf- 
ficient ground for the perpetuation of 
a continued business relationship. Just 
so does the lack of community of in- 
terest between those who believe in the 
method of distribution I have men- 
tioned, and those who do not, make 
disaster inevitable when we deal with, 
or serve, those whose economic inter- 
est is opposed to ours. 

“Advice to deal ethically, and with 
those who are ethical, only comes with 
good grace from an individual who 
practices what he preaches. Fortunate. 
ly, I am in such a position. I owe no 
money to my sources of supply, and 
I don’t depend on any source of sup- 
ply to find business for me. I do not 


look upon my wholesaler as a banker, 
nor do | look upon his salesman as my 
salesman. It is only through doing my 
own banking, and “hrough doing my 
own selling, that 1 have remained an 
independent businessman. don't 
mind saying that there are many mas- 
ter plumbers who have not realized 
that their business future depends on 
their independence. Untortunately, 
there are many wholesalers who think 
they can best further their own busi- 
ness by getting flocks of master 
plumbers in econon.ic bondage. They 
try to take the sellin, function away 
from master plumbers, abd then com- 


plain because their market is limited. 


They increas: the competition of inde- 


pendent aud successful master plumb- 
ers by introducing into our ranks the 
untrained, un yualified element which 
will do the whelesalers’ bidding with- 
out regard for protit and without re- 
gard tor his digu'ty as an independent 
business inan. 

“IT don’t know what advice the manu 
facturers have given you for a solu 
tion of your difficulties as wholesalers; 
but I am inclined to think that it is 
just about the same advice that you 
wholesalers have given master plumb 
ers. Wholesalers seem to think that 
the solution of our problem lies in 
more selling. That is probably what 
the manufacturers have told you But 
that is only half the story Selling in 
and of itself doesn’t mean anything 
unless we can sell at a profit, and un 
til such time as wholesalers generally 


will aid the master plumber in making 


a profit through the application of 
sound business principles, we're not go 
ing to make any progress at all l am 


encouraged in my belief that whole 
salers will do something to further 
sound business principles by the re- 
sponse I have received to a recent let 
ter addressed to supply associations 
asking them to distribute a_ booklet 


which the national association has pre 


pared, calling master plumbers’ atten 
tion to the need of adequate book 
keeping records. If every wholesaler 


will concentrate more on building the 


business ability of his customers and 
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urging him to sell more mer- 
chandise, either with or without a 
profit, we'll all be getting somewhere. 


less on 


Educatonal Campaign 

“Let's carry on this educational cam- 
paign of the master plumber; let’s sit 
and work out 
our local problems; but let’s not forget 
the interest which 
together the necessity of 
ing that interest than 
ing it through following the will-of-the- 
which 
A wholesaler’s principal 


down with each other 


economic binds us 
and foster- 
rather destroy- 


wisps of momentary novelties 
fascinate us. 


jobs are to maintain an adequate stock 


of plumbing and heating merchandise 
at the proper prices, and to encour- 
age his retail outlets to become better 


The 
still in business through following just 
tried to 


merchants. grocery wholesaler is 


those principles. If he sell 
groceries to the consuming public, he’d 
most, if not all of his sales to 
Plumbing 
realize and 
the they 
have so efficiently handled in the past. 
There are plenty of forces that would 


both the 


lose 
and heating 
that 
job 


retail grocers. 


wholesalers should 


dedicate themselves to 


like to put wholesaler and 


the master plumber out of business. 
By selling direct to the public and 
through increasing the unfortunate 
number of incompetent men in the 
ranks of the master plumbers, the 
wholesaler is contributing to his own 


ultimate doom. I have no objection 


to any wholesaler in the plumbing in- 
becoming a plumbing contrac- 
He'll 


been 


dustry 
soon find 
better off 
the 
is the 


tor if he so desires. 
out that he 
to have stayed on his 
But 


unfortunately 


would have 


own side of 


fence, what distresses me 


large number of whole- 


salers who claim they are wholesalers 


and solicit our patronage on that basis; 
but who, in practice, are our competi- 
tors. 

should like to 


“In closing, I quote 


again from Mr. Swanson’s speech. He 
was talking about some manufactur- 
ers: but I'll talk about some _ whole- 
salers in making the quotation; and 
It is this: ‘I know thy works—and 
thou art neither cold nor hot; I would 


that thou were cold or hot. So because 


then thou art lukewarm and neither 
cold nor hot, I will spew thee out of 
my mouth.’ I can imagine how angry 


the Apostle John was when he uttered 
those menacing words, and I quite real- 
Mr. 


indignation 


Swanson was actuated by 
Il have uttered 
more mild- 


ize that 

a similar 
those dreadful 
ly, but nevertheless equally sincerely.” 


words much 

Congressman Patman was introduced 
by William Price. In the beginning of 
his talk, made it that if 
amendments to the necessary 
for the public good, they will be spon- 
He made 


Patman clear 


law are 


sored and added to the law. 
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the statement that it is easier to defeat 
legislation than it is to pass legislation. 
This is caused, he said, by the fact 
that approximately 15,000 bills are pre- 
sented at each session of Congress and 


only about 1,500 are passed at that 
time. Each bill he declared represents 
a compromise of opinion, but in his 


opinion, the Robinson-Patman Act con- 
tains as much of the original wording 
and thought as any bill in recent years. 


Personal Interpretation 


In his answering of any questions, 


Patman pointed out that he merely 
gave his own interpretation; that per- 
haps other and fuller interpretations 


will be given by courts and juries when 
the bill comes up before them. Con- 
gressman also sketched the provisions 
and intentions behind a new bill which 
prepared to be submitted to 
This bill is aimed at making 
a manufacturer, a manufacturer; a 
wholesaler; and a 
tractor, a contractor. In other words, 
said the speaker, this bill will keep one 
branch of the industry out of compe- 


he has 
Congress. 


wholesaler, a con- 


own customers. 
text of 
well as his an- 


tition with its 

The 
Patman’s 
swers to a list of questions exclusively 


complete Congressman 


address as 
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section of this 


Sales Director 

Carl L. 
pointed 
Briggs 
graduate of 


tradt recently has been ap- 
director for 
Mich. A 
Michi- 


sales 
Detroit, 
University of 


factory 
Mfg. Co., 
the 





Carl L. Bradt 


with 
and af- 


Bradt first began work 
Steel Products Co. 
time entered the sales de- 
sales man- 
After severing his connection 
that company he went into priv- 
business in the building and land 
field. 


gan, Mr. 
the Detroit 
ter a short 
partment, finally becoming 
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Sales Meeting 


Members of the porcelain enameling 


and related industries met in Cleve. 
land, Ohio, October 1 and 2. A sales 
conference was held on the first day 


and the Sixth Annual Meeting of the 
Porcelain Enamel Institute convened 
the second day. The entire staff of 
officers and executives of the institute 
The offi- 
cers are: Robert G. Calton, president: 
Emery L. Lasier, vice president; Frank 
EK. Hodek, Jr., vice president; William 
Hogenson, treasurer; and George P. 
MackKnight, secretary. 

How the industry’s 
panded in recent years was pointed out 
by George S. Blome, chairman of the 
Market the 
conference. controlling 
production upon in talks 
by Herman L. Cook and Richard lL. 
Turk. Merchandising and advertising 
plans were discussed by Earle S. Smith 
and H. D. Reports and 
posals of the sectional chairman were 


were unanimously re-elected. 


market has ex- 


Research section, at sales 


The need for 


was touched 


Chase. pro- 


reviewed by the secretary. Mr. Lasier 
closed the meeting with an account of 
the work of the Educational Bureau. 

Legislative acts pertaining to the in- 
dustry were discussed at the meeting 
of the institute, which was presided 
over by President Calton. <A _ plan to 
establish a “Porcelain Enamel Week” 
was adopted at the meeting. Among 
the speakers were: George F. Taube- 
neck, Rudolf W. Staud, Ernest A. 


Gross and Bennet Chapple. 


Executives Meet 

One of the principal speakers at the 
National Executives Conference on 
“Increasing Sales and Profits” was J. 
J. Donovan, general manager, Air Con- 
ditioning Division, General Electric 
Co., Bloomfield, N. J. This annual con- 
ference, which is organized and spon- 
the International Assn. of 
Sales Executives, Inc., was held at the 
Hotel in New York City on 


sored by 


siltmore 


Oct. 15 and 16. Mr. Donovan talked 
on “New Industries and a New Day. 
Coal Club 

The interest of the heating contrac 


solicited in a merchandis- 
ing campaign to be conducted by An- 
thracite Industries, Inc., New York 
City. This plan for increasing the 
market for anthracite was outlined by 
Frank Earnest, Jr., president of the 
organization, at a meeting of the AD- 
thracite Club of New York, Inc. on 
Oct. 14, at the Hotel McAlpin, New 
York City As part of this program 
Mr. Earnest told of the work being 
done to develop more equipment, suit- 
able for with anthracite 


tor will be 


use 
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| and preheating are eliminated when you 
use Prest-O-Lite torches for soldering, brazing or 
heating. Merely open the valve, light the torch and 
begin the job. The intensely hot Prest-O-Lite air- 
acetylene flame is concentrated, and can be directed 
like a pencil exactly where needed. This assures 
fast, uniform work without damage to adjacent ma- 
terials. It also saves many dollars by reducing the 
amount of ripping and patching and prevents waste 
of fuel between joints. 

Ask your jobber for complete details or write to 
the Linde office near you. 


THE LINDE AIR PRODUCTS COMPANY 


l'nit of Union Carbide and Carbon Corporation 


UCC 


New York and Principal Cutie: 


In Canada Dominion Oxygen Co., Ltd., loronto 








B Tank 
f 40 cu. ft. 


MC Tank 
10 cu. ft. 


PREST-O-LITE GAS 


Prest-O-Lite Gas in these 


| 


familiar cylinders is readily 


available throughout the 


country from thousands of 


Prest-O-Lite Gas Exchange 


Service Stations. 








PRODUCTS OF A UNIT OF 


UNION CARBIDE And 
CARBON CORPORATION 
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with the new 


Standard 
HMOSMESS SLUNIK 


@ You can meet all the requirements for ‘custom built” 
kitchens with the new “Standard” HOSTESS SINK. It is 


tailored not only to fit the design, but also the needs of the 








modern kitchen. It fits perfectly with other cabinets, yet it is 


attractive and complete when used alone. 





Spacious drawers, roomy compartments, sliding racks for 
wash cloths, special racks for soaps and cleansers, and a 
removable bread board are only a few of the new features 
every woman will like in the HOSTESS SINK. Write today 
for literature describing the many attractive advantages of 


the new “Standard” Cabinet Sink. 
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ABOVE: Now you can sell ‘‘custom built’ kitchen installs 
tions. Here are the measurements of the NEW ‘Standard’ 
HOSTESS Sink: 25” wide; 36” high; 60” long. 





NEW, GRACEFUL FITTINGS 


Especially designed to harmonize wit! 
Cabinet, the new “Hostess” fittings 
Chromard. The convenient swinging 
equipped with a transfer valve wh 
or tempered water to either the faucet 
The handy spray hose slides back 


use. 


@) Standard Sanitary ‘fg, Co. 


PITTSBURGH, PA. Division of AMERICAN RADIATOR & STANDARD SANITARY CORPORATION 
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Eastern Supply 


@ Patman act and industry’s troubles discussed at Eastern 
Supply Assn. meeting—Richardson elected president 


The semi-annual meeting of the East- 
ern Supply Assn. held at the Hotel 
Astor, New York City, October 21, was 
featured by a discussion on the provi- 
sions of the Robinson-Patman Act by 
Congressman Celler, an address by 
George H. Werner, president of the Na- 
tional Assn. of Master Plumbers, and a 
talk on income taxes. Officers who 
were elected unanimously for the com- 
ing year were: H. T. Richardson, presi- 
dent; Claud W. Owen, first vice 
president; J. J. Crotty, second vice 
president; and Frank S. Hanley, secre- 
tary-treasurer. 

The board of directors, unani- 
mously elected, includes: C. W. Farrar, 
Buffalo, N. Y.; A. N. French, New York 
City; John J. Hall, Pittsburgh, Pa.; 
J. S. Mattimore, New York City; 
Charles Millar, Utica, N. Y.; J. F. Shep- 
pard, New Haven, Conn.; Edward 
Smolka, New York City; A. A. Tomlin- 
son, Philadelphia, Pa.; A. F. Trageser, 
Maspeth, L. I.; George E. Trudel, Man- 
chester, N. H.; and Lew E. Wallace, 
New York City. 


also 


Income Taxes 

More than 300 gathered for the meet- 
ing. President Richardson introduced 
James V. Giblin who delivered an ad- 
dress, “How to Control Your Income 
Taxes.” Mr. Giblin who is a C. P. A. 
and a member of the Alexander Federal 
Tax Service, explained the features of 
the law which require careful attention 
in order that the tax burden can be 
lightened wherever possible. 

An address enumerating the evils 
which beset the building industry was 
delivered by Myron L. Matthews of the 
Dow Service Daily Building Reports. 
Mr. Matthews presented a plan for the 
building up of the industry. This pro- 
gram which he presented consisted of, 
ten points and contained provisions for 
the elimination of those contractors 
who are responsible for the erection of 
unsafe buildings. 

George H. Werner, president, Na- 
tional Assn. of Master Plumbers, pre- 
faced his address by the statement that 
he intended to discuss realities, since 
Only in this manner could the real prob- 
lems which confront the industry be 
solved. He declared that problems do 
exist and to show them fully was his 
intention. 

“As favorable factors,” said the 
speaker, “conducive to the progress of 
our industry, I see first of all, the in- 
crease of business opportunities. Build- 


ing construction is 71 per cent above 
the first nine months of last year. As 
another favorable factor, I believe that 
the average business man, in fact the 
average citizen, is out of the tailspin 
of despondency caused by the _ de- 
pression.” 

President Werner 
the detrimental factors which 
the industry. Among these he enumer- 
ated the instability of distribution and 
the lack of an “all-industry” point of 
view. He said that, in his opinion, a 
partial cause of the instability of dis- 
tribution was the lack of a _ proper, 
broad point of view by many of those 
engaged in the different 
the industry. 

“The lack of an all 
continued, 


then approached 


hamper 


branches of 


industry view- 


point,” he “has led many 





H. T. Richardson 


people in the plumbing industry first 
of all to individualism and, 
group consciousness. By individualism 
I mean that spirit which justifies any 
sort of thing on the that it 
enhances either the prestige or the 
financial position of the individual. By 
group consciousness I mean the phi- 
losophy unfortunately prevalent which 
justifies any act on the ground that it 
benefits the group of which one man 
may be a member. In short, many 
people in the industry don’t care what 
happens to the industry as a whole, 
just so they get by themselves.” 
Continuing, he declared: “There 
those of the mistaken opinion that the 
master plumber is alone responsible for 
this individualism and group conscious- 
ness. There are those who believe that 
the wholesaler is the guilty person; 
and again we find those who believe 
that the manufacturer starts the 


second, to 


ground 


are 


vicious circle which is destroying our 
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industry. | am not going to blame any 
particular group. I believe all of us 
have been guilty of transgressions, just 
that all of us suffer, di- 
matter who 
because 


as I believe 


rectly or indirectly, no 
started the procession. It is 
I believe we have all been guilty that 
collective 


I believe the solution is a 


one.”’ 


Cooperation 
solution for the ills that beset 
Werner offered 


possible cure, 


AS a 
the industry, President 
cooperation as the best 
He said that 
has become hackneyed through use, co- 


three 


even though this phrase 


operation between the branches 


of the industry would mean a _ better 
understanding of problems and a 
broader viewpoint, which, in turn, 
would eliminate many evils and per- 


mit others to be worked out. He went 
on to declare that each of the branches 
of the industry had a definite, import- 
built up by 

benefit of all, 
forget the im- 


which has been 


Thus, for the 


ant place 
tradition. 
should 


no one group 


portance of others or regard the part 


that they play lightly. 


Only Part of Industry 

In conclusion he said: “Obviously the 
Eastern Supply Assn. is not the whole 
You, 


of the national association, are only a 


plumbing industry. just as we 


part of the plumbing industry; but my 


part of the plumbing industry is telling 


your part of the plumbing industry 


what we are thinking about. if re- 


percussions of this statement of what 


we are thinking about should happen 
industry, 
thank 
here. We 


customers, 


other groups in the 
better. | 


for having 


to reach 
so much the want to 
you invited me 
plumbers you! 
that 


customers are 


master are 


and ft is only fitting vou should 


know what your think- 


ing about. If I have conveyed in part 


at least, 
thinking 


master plumbers are 
feel that I 
contributed something in return for the 


what 
these days, | have 


courtesy of your invitation.” 


Congressman Celler 
Celler, 


York, spoke on the 


Kmanuel Congressman from 
New 


man Act. 


Robinson-Pat- 
One of the statements made 
by the speaker was that the bill is now 
must be obeyed. 
that 


asked 


a law and, as such, 
He declared 
for the bill 


reconvenes in 


also appropriations 


would be when Con 


January In con 


all bus 
affairs 


gress 
clusion he stated that iness men 
should keep abreast of and in 


terest themselves especially in current 


The 


address as 


legislation text of Congressman 
questions 


found in 


Cellar’s well as 


which he answered will be 


another section of this issue. 























Claude W. Owen 


A discussion on the advisability of 
spring meeting of the as- 


two-day 


making the 


sociation a affair took place. 
The suggestion was made that perhaps 
the meeting would be held at 


club in order to 


some 
resort or permit the 
members to become better acquainted. 
Both of 


ably received, 


these suggestions were favor- 


Patman Provisions 


Among the many provisions of the 
Robinson-Patman Act about which 
there have been questions from whole- 


salers and manufacturers, the subject 
business 
Gilbert H. 


Montague, who delivered an opinion on 


of interstate and intrastate 


has been most interesting. 


the law before the autumn meeting of 
the New England Plumbing & Heating 
Wholesalers, gave the following opin- 
ion Which helps to clarify the situation. 


A wholesaler who makes no _ gship- 


ments outside of his own state does 


not come under the provisions of the 


Robinson-Patman Act. On the other 
hand, a wholesaler who does make 
sales outside of his own state is influ- 
enced by the law. Such sales outside 
of the state may be compared with 
sales made within the borders of the 
state, and if either when  com- 


pared with the other is discriminatory 
under the provisions of the law, that 
liable. 


wholesaler is 


Wage Increase 


A stabilization plan whereby 
will 


increase as the cost of living rises has 


earn- 
ings of employees automatically 
Gerard 
General Electric Co. 
adjustments are to be 


been announced by Swope, 
president of the 
The 


conform 


made to 
with the index for the cost of 
living figures as published by the De- 
of Labor of the United 
States Government. On that basis, ef- 
October 1, a 


partment 


fective cost of living ad- 


‘) 


justment of 2 per cent is being added 


to the earnings on the first $3,000 per 


J. J. Crotty 
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Frank S. Hanley 


year of all those receiving not exceed- 
ing $4,060 per The plan pro- 
vides that if the cost of living goes up, 
will be made 


year. 


corresponding increases 
in employee earnings, up to a maximum 
cent above the level when 


was adopted, and when this 


of 10 per 
the plan 


point is reached the Company will 
again give consideration to the ques- 


tion. If the cost of living decreases, 
adjustment will be made 
but will not go below the standard of 
employee earnings in effect when the 


plan was adopted. 


downward, 


Season Concluded 

The Plumbing & Heating Golf Assn. 
of New York has called off a tentative 
tournament to be held in October in fa- 
vor of a get-together dinner to be held 
sometime in the near future. The di- 
rectors of the association decided that 
dates during the month 
late for tournament. 
Present plans calls for the dinner to 
be held at Schrafft’s, 220 W. 57th St., 
New York City. At this dinner a cup 
will be awarded to the member of the 
association who has turned in the three 
lowest net scores for ‘the season. 


the available 


were too such a 


v2 BUY NOW? 


Spal Das Payment ~ 24 Months to Pay 


This is the trailer 
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Sales Film 


By providing its dealers with a 
sound-slide film, the May Oil Burner 
Corp. has a new method of telling 
about oil heat advantages. The new 
film, “Maytime all the Time,” explains 
the company’s products in a graphie 
and dramatic manner. It allows the 
sales story to be told without interrup- 
tion and leaves the salesman fresh to 
ask for the order from a prospect who 
has not been fatigued by a long and 
uninteresting approach. 

The projector and the new film with 
another film for salesmen training, 
“Dollars in Your Own Back Yard,” are 


part of a package offer by the com- 
pany. 
Office Addition 

The modernization department of 


the Utica Radiator Corp., Utica, N. Y., 
has been moved into larger office quar- 
ters. An addition was built to the ex- 
isting offices in order to take care of 
the increasing business of the depart- 
ment. William C. Murray, executive 
vice president, who made the an- 
nouncement has declared that sales by 
the department have grown to such an 
extent that they represent a substan- 
tial percentage of the company’s total 
business. The department is in charge 
of S. W. Shermet. 


Trailing Sales 


Peter southwestern 
sin and eastern Minnesota 
for Econocol stokers, uses a trailer as 
in covering his 


Wiscon- 


distributor 


Hagen, 


a traveling showroom 
territory. The exterior of the trailer is 
finished in maroon and cream and car- 
ries the invitation to step in for a free 
demonstration. Inside the trailer, Mr. 
Hagen has wired up a stoker to dem- 
onstrate both the working mechanism 
of the stoker and its controls. 





used by Mr. Hagen 





























— 6 Outstanding 
Advantages of Anaconda 
Solder Fittings 


] Tested to 90 Ibs. air pressure 
under water...the equivalent of 
400 to 450 lbs. water pressure. 









Precision-made to close toler- 
ances... then double checked 
with ‘Go and No-Go”’ gauges. 











3 Smooth inside surfaces permit 
quick, thorough cleaning... 


Yo UuU can now : n sta | essential to satisfactory soldering. 


4 Made with longer cups which 
provide longer and stronger 


Anaconda Tubes and Fit- |“: ss" 


Full shoulders for the tubes 
to butt against ... maximum 
area for solder bond at end of tube 


tings for about the same | “mics. 


6 Easy to install. Save time and 
money...do not require special 


® * » 
price as piping that rusts. | pesci%erssay 


of Anaconda Fittings. 
ANACONDA 


ae 


Anaconda Copper Tubes 


THE AMERICAN BRASS COMPANY, General Offices: WATERBURY, CONNECTICUT 
Offices and Agencies in Princibal Cities . . . In Canada: ANACONDA AMERICAN BRASS LTD., New Toronto, Ontario 
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Bureau Dinner 


® Large gathering hears Plumbing and Heating Industries 
Bureau activities praised by prominent speakers—All officers 
reelected unanimously—Re ports show scope of work 


The annual dinner of the Plumbing 
and Heating Industries Bureau which 
was held in the Mirror Room of the 
Morrison Hotel on the evening of Oc- 
tober 28 was attended by approximately 
250. This group included representa- 
tives of every branch of the industry 
as well as the forty associations and 
groups of manufacturers, wholesalers 
and contractors who constitute the Bu- 
reau membership. Several prominent 
speakers addressed the meeting. These 
included George H. Werner, president 
National Assn. of Master Plumbers; 
Harry C. Yelton, president, Central 
Supply Assn.; and C. B. Nash, vice 
president, Standard Sanitary Mfg. Co. 

All officers of the Bureau were re- 
elected as follows: John J. Calnan, 
president; William M. Byrd, vice presi- 
dent, Alabama Pipe Co., vice president; 
Charles K. Foster, executive vice presi- 
dent, American Radiator Co., treasurer; 
and Norman J. Radder, secretary. The 
nominating committee—Frank B. Hack- 
ett, chairman, A. C. Brown and George 
H. Dickerson placed in nomination the 
following directors for the ensuing 
year: 

Harry F. Beglen, vice president, Stan- 
dard Sanitary Mfg. Co, representing the 
Vitreous China Plumbing Fixture Assn.; 
W. C. Beschorman, executive vice presi- 
dent, representing Lead _ Industries 
Assn.; Wm. A. Brecht, president, Hajoca 
Corp., representing Southern Whole- 
sgalers Assn.; A. C. Brown, president, 
Chicago Faucet Co., representing Sani- 





tary Brass Institute; Wm. M. Byrd, Jr., 
vice president, Alabama Pipe Co., rep- 
resenting Cast Iron Soil Pipe Assn.; 
John J. Calnan, representing National 
Assn. of Master Plumbers; R. B. Dick- 
son, president, Kewanee Boiler Corp., 





John J. Calnan 


representing Steel Heating Boiler Insti- 
tute; George H. Dickerson, vice presi- 
dent, Mehring-Hanson Co., representing 
Heating, Piping, and Air Conditioning 
Contractors National Assn.; Charles K. 
Foster, executive vice president, Amer- 
ican Radiator Co., representing Institute 
of Boiler and Radiator Manufacturers; 
J. A. Galloup, president, Galloup Pipe 
and Supply Co., representing Central 
Supply Assn.; Norman J. Gould, presi- 
dent, Goulds Pumps, Inc., representing 
Electric Water Systems Council; N. J. 


Group picture taken at Plumbing and Heating Industries Bureau Dinner 
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Higinbotham, president, W. A. Case & 
Son Mfg. Co., representing New York 
State Assn. of Wholesalers of Plumbing 
and Heating Supplies; Geo. E. Hoffman, 
manager, plumbing and heating depart- 
ment of the sales division, Crane Co.: 
L. C. Klemmer, vice president, Plumbing 
and Heating Trade Journal, representing 
trade papers; John M. Kohler, Chicago 
branch, Kohler Co., representing Sani- 
tary Cast Iron Enameled Ware Assn.: 
James C. Matchett, vice president, IIli- 
nois Engineering Co., representing 
steam heating equipment manufactur- 
ers; J. S. Mattimore, vice president, 
Walworth Co., Inc., representing the 
Valve and Fittings Institute; W. L. 
Schaeffer, advertising manager, National] 
Tube Co., representing steel pipe; Elton 
S. Wayland, vice president, American 
Brass Co., representing the Copper and 
Brass Research Assn. and Martin Weil, 
vice president Weil McLain Co., repre- 
senting the National Bureau of Heat- 
ing and Air Conditioning. These di- 
rectors all were unanimously elected. 

A feature of the meeting was the 
showing of a two-reel comedy, “Whole- 
Sailing Along,” which showed the diffi- 
culties of a householder who bought a 
bathtub direct and tried to install it 
himself. Reports of officers and com- 
mittee chairmen of the Bureau were 
made by John J. Calnan, president; 
Charles K. Foster, treasurer; A. C. 
Brown, chairman of the finance com- 
mittee; and Norman J. Radder, secre- 
tary. 

George H. Werner, N.A.M.P. presi- 
dent, began his short talk by stating 
that it was most gratifying to see the 
large number in attendance at the din- 
ner and it was also gratifying to realize 
that the number of contributing agen- 
cies to the Bureau had increased. He 
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In testing Speed Heater heating elerients we slap on 
hydrostatic pressures as high as 1000 Ibs... . but they 
don’t effect these elements in the slightest. 

Statewsrt | We say these heating elements are absolutely trouble- 
SPEED HEATER | . Z 

~ f proof. And we back up our statement by guaranteeing 
every one to withstand steam pressures up to 200 Ibs. 
per square inch! 
OTHER FEATURES:— (1) Easy Piping. Supply and 
return connections on both sides of heater. (2) Maxi- 
mum Headroom. You can place Speed Heaters right 
against the ceiling if desired. (3) Immediate Shipment 
of most popular voltages. 









Write for Speed Heater Catalog No. 396 or Rexvane 
Heater Catalog No. 395-1. 

B. F. STURTEVANT CO., Hyde Park, BOSTON, MASS. 
Branch Offices in 40 Other Cities 








B. F. Sturtevant Company of Canada, Led.— Galt, Toronto. Montreal 








€&Rexvane Heaters 


For floor, wall or ceiling instal- 
lation. A wide variety of tvnes 
and sizes up to 1.421.000 B.T.U. 
(standard rating). 















INSTALLED QUICKER 


THAN DIRECT RADIATION. S U r LJ eCVa a 
COST LESS...HEAT BETTER Spee 4 Ho tors 


STURTEVANT SPEED HEATERS ARE DISTRIBUTED BY CRANE CO. 
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publicity program. 
Yelton, C.S.A. president, 


Assn. was heartily in sympathy with 
the Bureau. He declared that 
estimation the Bureau was the only 
clearing house for the three branches 
of the industry. As an expression of 
confidence in the value of the Bureau, 
he announced that the Central Supply 


Assn. had increased its financial sub- 
scription for the coming year. The 
next day, the Central Supply Assn. 


voted to again increase its contribution 
to the Bureau, so that the final increase 
represented an increase of 662/3 per 
cent over the previous year’s contribu- 
tion. 

C. B. Nash, vice president, Standard 
Sanitary Mfg. Co., who spoke as a rep- 
resentative of the manufacturing group, 
stated that from his experience and 
observation our industry is just on the 
threshhold of largely increased business 
possibilities. He declared that the 
plumbing and heating industry had 
made more progress since the depres- 
sion than at any other time in its his- 
tory and that now it is faced with a 
rosy future. Mr. Nash also pointed out 
the need for publicity and said that the 
awakening of health officials to the 
necessity for water supply supervision 





Wm. M. Byrd, Jr. 


beyond merely the source of supply is 
directly traceable to publicity which 
has been devoted to the subject. More 
than that, the importance of the indus- 
try has been brought to public con- 
sciousness by publicity emanating from 
Bureau. 

A. C. Brown, general finance com- 
mittee, and Charles K. Foster, treasurer, 
their reports, showed 
had remained within 
its budget maintained a surplus. 
Both men enlargement of 
the budget for the Bureau in the coming 
year and urged that subscribing asso- 
ciations increase their subscriptions so 
that the work of the Bureau might be 
enlarged. 


who presented 
that the Bureau 
and 


advocated 


stressed the importance of the Bureau’s 
brought the 
best wishes of the wholesalers’ group 


and declared that the Central Supply 


in his 


Chas. K. Foster 
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Taken at Bureau dinner. 


Left to right, top row: George H. Werner, president, 


National Assn. of Master Plumbers; C. B. Nash, vice president, Standard Sanitary 
Mfg. Co.; Frank B. Hackett, chairman, nominating committee; Norman J. Radder, 


secretary ; 


and Harry C. Yelton, president, Central Supply Assn. 


Bottom row: 


J. A. Galloup, president, Galloup Pipe & Supply Co.; Harry F. Beglen, vice pres- 

ident, Standard Sanitary Mfg. Co.; A. C. Brown, president, Chicago Faucet Co.; 

William A. Brecht, president, Hajoca Corp., and George E. Hoffman, manager of 

plumbing and heating department of the sales division, Crane Co., all newly elected 
directors 


The finance committee of the Bureau 
consisted of C. R. Crane, II, vice presi- 
dent, Crane Co.; Charles K. Foster, ex- 
ecutive vice president, American Radi- 
ator Co.; George W. Frank, past presi- 
dent, National Assn. of Master Plumb- 
John J. Kennedy, vice 
president, National Tube 
Co.; Walter J. Kohler, presi- 
dent Kohler Co.; and the 
late John C. McEwen, N. O. 
Nelson Co. 


ers; 


Norman J. Radder, who 
delivered the report of the 
secretary, began by defining 


and declaring that 
of the Bureau is 
to get the public to accept 
the importance of modern 
and adequaté plumbing and 
heating. He then sketched 
the Bureau’s publicity activi- 
ties in different publicity 
media; newspapers, maga- 


publicity 
the object 


zines, radio, free lance writers, press 
associations, syndicates, civic clubs 
and government agencies. He stated 


that emphasis is placed, however, on 
newspaper publicity. In connection 
with newspapers he declared that re- 
leases on new developments in the 
plumbing and heating industry on the 
convenience and protection to health 
given by the industry’s equipment are 


sent to the editors of building pages 
of daily newspapers. In the course 
of the average year’s operations, 
it was said, the entire field of 
plumbing and heating modernization is 
covered by Bureau articles. Another 


publicity activity of the Bureau closely 
allied to newspaper publicity, Mr. Rad- 





der declared, is the contact maintained 
with press associations. During the 
year many Bureau articles were given 
wide distribution by these agencies. 

In conmection with magazine pub- 
licity the report showed that an in- 
creasing amount of space is being 
devoted by magazines to building and 
home furnishing, thus enlarging the 
possibility of the industry obtaining 
publicity. The Bureau has written or 
collaborated in the preparation of 
articles published by more than 25 
national magazines. A new development 
in connection with the Bureau’s mag- 
azine publicity activities has been the 
use of articles and illustrations pre 
pared by the Bureau used in handbooks 
or manuals. 

The cost of all this publicity, said Mr. 
Radder, if paid for at regular adver- 
tising rates, would have totaled approxi- 
mately $450,000. He concluded his re- 
marks by stating that it was most en- 
couraging to see the increasing number 
of associations participating in the 
Bureau’s promotional work, which, he 
believes, has been reflected by an in- 
creasing volume of publicity which, in 
turn, has created greater sales oppor- 
tunities for members of the Bureau. 

The president’s report, given by 
John J. Calnan, first touched upon the 
facts which show that the Plumbing 
and Heating Industries Bureau has 
made definite progress throughout the 
year. In this connection, he pointed to 
the fact that the number of associa 
tions, groups of manufacturers, whole- 
salers and contractors who contribute 
to the support of the Bureau had in- 
creased from 29 to 40 during the year. 
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He showed, also, that these 40 groups 
dnd associations represent practically 
every important interest in the indus- 
try. On the subject of research, Presi- 
dent Calnan said: 

“The subject of research has been 
widely discussed in the plumbing in- 
dustry in recent years. Research is an 
activity closely allied to _ publicity. 





Newly elected directors of the Bureau. 
Left to right, top row: N. J. Higinbotham. 
president, W. A. Case & Son Mfg. Co.; and 
John M. Kohler, manager Chicago branch, 
Kohler Co. Bottom row: R. B. Dickson, 
president, Kewanee Boiler Corp.; and 
James C. Matchett, vice president, Illinois 
Engineering Co. 


Facts disclosed by an impartial and 
scientific analysis form the basis for a 
sound public relations program. The 
inauguration of a comprehensive re- 
search program for the industry would, 
in my opinion, be a significant step 
forward. The importance of a research 
program in so far as the products of the 
individual manufacturer are concerned 
is generally understood. An industry 
research program to lay a sound foun- 
dation for a public relations program 
for the industry as a whole is just as 
important. It should be pointed out in 
this connection that research in heating 
and air conditioning is one of the aims 
of the newly organized National Bu- 
reau of Heating and Air Conditioning.” 

In speaking of the Bureau’s publicity 
program, President Calnan declared 
that it was of utmost importance to 
every man who has an investment in 
the industry. He stated also that one 
view of the Bureau’s work might be 
considered as that of an agen~y for the 
creation of new business for everybody 
in the industry through its program 
activities. 
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Sales Convention 
Forty-five salesmen of the F. E. Myers 
& Bro. Co., Ashland, Ohio gathered at 
the factory recently for the 1936 sales 
convention of the company. The con- 
vention, which lasted for five days, was 
presided over by John C. Myers, presi- 
dent. <A part of one of the sessions 
was devoted to honoring the men who 
had been with the company for 40 
years or more. Discussion on the see- 
ond and third days was confined to the 
company’s products and was conducted 
by C. D. Leiter, assistant sales man- 
ager, and F. E. Harris. The fourth 
day was given over to group confer- 
ences conducted by C. F. Walters, F. 
R. Elliott and C. D. Leiter. 
Advertising was the chief considera- 
tion on the last day’s session which 





John C. Myers 


was conducted by President Myers 
and E. F. Brubaker. In the evening, 
the office staff, factory foremen and 
salesmen were entertained at a buffet 
supper at the home of President 
Myers. 


Awards Veterans 


At a banquet for the employees of the 
George E. Trudel Co. held at The Elms, 
Goff’s Falls, N. H., October &, the an- 
nouncement was made that three vete- 
ran employees of the company had 
been rewarded for their services by 
the presentation of stock totaling 
$35,000 in value. The men who shared 
in the presentation were: Arthur G 
Archambault, general manager; Arthur 
B. Kelley, salesman; and William J. 
Moore, who is a traveling representa 
tive for the company. 

Mr. Archambault has been a part- 
ner in the company since 1913, one 
vear after the company was founded 
Mr. Kelley has been in the employ of 
the company since 1913, while Mr. 
Moore came there five years later. 
Mr. Trudel in making the presenta- 
tion declared that it was one method 
of showing his appreciation to the 
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three men for their long and faithful 
service to the company. 





Standing, left to right: Arthur B. Kelley; 

William J. Moore: and Arthur G. Areham- 

bault. Seated: (,eorge KF. Trudel, founder 
of the company 


Modern Housing 
Leaders in the fields of real estate, 
business and finance were present at 


the first public presentation of the 


electrically equipped, air conditioned 
homes constructed by the Kelvinator 
Corp. in the Detroit area In connec: 


tion with the inaugural ceremonies, a 
formal luncheon and inspection tour of 
the homes already constructed was 
held The homes which are based on 
standardized floor plans with varied 


vy the com 


exterior designs developed } 


pany are intended to be adapted by in- 


dividual architects to local conditions 
and the desires of the owner. The 
houses will be erected by local con- 
tractors throughout the country, em- 
ploying both local labo ind capital, 
and making use of local material and 


supplies. 

Speakers at the luncheon included: 
Peter Grimm, president, William <A 
White & Sons; Dr. Shirley Wynne, 


former health commission of New 
York City: Lulu G. Grave consultant 
in nutrition: Francis Keally, architect: 
and George W. Mason, president, Kel 
vVinator Corp Walter MeLucas, presi 
dent, National Bank of Detroit, pre 
sided Membership of the celebration 
committee which ponsored the affair 
included: Frank DD. Fitzgerald, gover 
nor of Michigan rank (‘ouzens 
mavor of Detroit (. R. Hook. pi 
dent, American Rolling Mill Co MI 
Nels Johnson, president, Citv Fi 

tion of Women Clubs W. E. Levi 
president, Owens-Illinois Glass ¢ 
Walter MelLuca HH Shelden 
president Shelden Land Co Hfenry P 
Vaughan, Detroit commissioner of 
health T. D. Webb, vice chairman, 
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“A means of getting into the black,” says 
successful Massachusetts plumber 


“Chase Copper Water Tube and Sweat of Kast Milton, Massachusetts, expresses 

Fittings have been a means of getting out the opinion many master plumbers have 

of the depression into the black, and have about the profit-opportunity in depend- 

been a link in doing jobs that would not able, rustproof Chase installations. All- 

have been possible by ordinary ways of copper, all-Chase jobs yield better returns, 

piping.” keep customers satisfied and build lasting 
| This tribute, by Albert B. Hultgren reputation. 





Standardize on Chase quality products. Your jobber can supply you. 





CHASE 


CHASE COPPER TUBE AND SWEAT FITTINGS 


Chase Brass & Copper Co., Incorporated - Waterbury, Connecticut 


Subsidiary of Kennecott Copper Corporation 
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Taken at the inaugural luncheon in De- 
troit. Left to right, Walter McLucas and 
George W. Mason 


Federal Home Loan Bank Board; and 
H. S. Wherrett, president, Pittsburgh 
Plate Glass Co. 


New Distributors 


Sales Representatives, Appointments 





The Keeney Mfg. Co., Newington, 
Conn. has appointed Chester F. Hall as 
representative for Michigan and Ohio 
according to an announcement by W. 
A. Macristy, sales manager. 


Plumbing Sales Co., Chicago, has an- 
nounced the appointment of Charles 
L. Botley to the position of sales 
manager. 


Red Jacket Manufacturing Co., 
Davenport, Iowa has announced the 
appointment of Foster Simonsen as 
vice president in charge of sales. The 
appointment has just been announced 
by Herbert R. Lafferty, general man- 
ager of the company. 


J. G. Gregory & Co., Chicago has ap- 
pointed Frank E. Boigegrain to the 
sales staff of the company. Mr. Boige- 
grain will cover the eastern Illinois and 
northwestern Indiana territory. 


Sheffler-Gross Co., Philadelphia, Pa. 
has appointed Frank B. Conlon sales 
engineer of the company. Mr. Conlon 
is a graduate of Ohio State University. 
The announcement of his appointment 
was made by Samuel Gross. 


Steel and Tubes, Inc., subsidiary of 
Republic Steel Corp., Cleveland, Ohio 
has made the following appointments 
in the sales department: Lee M. Ho- 
gan, former manager of advertising and 
sales promotion, has been made dis- 
trict sales manager for the New York 
district: Irving Whitehouse, former as- 
sistant manager has been made mana- 
ger of sales promotion; A. R. Smith, 
superintendent of the Elyria division, 
has been made general manager of that 
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division. The announcement has been 
made by W. J. Sampson, Jr., vice presi- 
dent in charge of sales. 


Beautyware Distributors, Inc., Miami, 
Fla. have been appointed as jobbers for 
Briggs Mfg. Co. This new jobbing firm 
is an offshoot of Miller-Buck & Co. 


Gerstein & Cooper, Boston, Mass., 
have appointed Allen & Maselin, Pooley 
Bldg., Philadelphia, Pa., as the com- 
pany’s special representative for metro- 
politan Philadelphia. 


The Trane Co., La Crosse, Wis., has 
appointed William Rowe to be in 
charge of fan engineering and testing. 
Mr. Rowe formerly was chief engineer 
for the American Blower Corp. 


American Sanitary Mfg. Co., has ap- 
pointed C. M. Gilbert as manager of the 
Chicago territory. Mr. Gilbert has cov- 
ered the Middle West and Mountain 
States for the company during the past 
fourteen years. 


Business Changes 


and New Incorporations 





Hajoca Corp., Philadelphia, Pa., has 
announced that the company has 
opened an office at 41 East 42nd St., 
New York City and that the New York 
representative will be Otto E. Traudt, 
Jr., who has been transferred from the 
Newark, N. J. branch. 


McArdie & Walsh, Inc., Baltimore, 
Md. has opened a branch sales and 
showroom located at 4633-35 York 
Road, Baltimore. 


The Linde Air Products Co. has an- 
nounced the opening of a new district 
office at 2 Virginia Street, Charleston, 
West Va., effective October 5. A. R. 
O’Neal has been appointed district 
manager. 


The Kwick Plumbing Specialties 
Corp. has moved from 135 Bleeker St. 
to 175 Green St., New York City. 


Haydn Myer Co., Inc., Birmingham, 
Ala. has been incorporated to deal in 
plumbing, heating and air conditioning 
equipment. Haydn Myer, president of 
the company, was, for many years, a 
manufacturer’s agent. 


Personals 


A. Steven Rodgers, formerly of 
Hajoca Corp., has become representa- 
tive for J. A. Zurn Mfg. Co. in the 
metropolitan area of Philadelphia, Pa. 
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T. C. Fedders, vice president and as- 
sistant general manager of the Fedders 
Mfg. Co. of Buffalo, N. Y., was recently 
appointed chairman of the Buffalo Air- 
port Advisory Board. 


R. B. McCoil, has been elected presi- 
dent of Alco Products, Inc., New York 
City. He will succeed Joseph Davis, 
who has resigned because of ill health. 


George H. Bucher, president and 

general manager of Westinghouse 
Electric International Co., has been 
named executive vice president. of 
Westinghouse Electric & Mfg. Co. 


T. J. McKenzie, has been appointed 
advertising manager of the American 
Gas Products Corp., a_ division of 
American Radiator Co. 


Richard H. Nelson, secretary-treas- 
urer and director of product design of 
The Herman Nelson Corp., Moline, Hl. 





Richard H. Nelson 


won first price in the second annual 
product design contest sponsored by 
KRlectrical Manufacturing Magazine. The 
winning product was in competition 
with appliances of all types in which 
electrical design plays an important role. 


Paul Gunnell, of Hajoca Corp., Roas- 
lyn, Va. has been transferred to the 
Tampa, Fla. branch of the company 
where he will be chief clerk John 
J. OQwens, formerly working in the 
Philadelphia area for the company 
has been transferred to the branch in 
Lansdale, Pa. 


C. J. Fechheimer, has joined the en- 
gineering staff of the Louis Allis Co., 
Milwaukee, Wis. Mr. Fechheimer has 
been conected with various phases of 
electrical manufacturing for the past 


twenty years. 


S. J. Danels, formerly vice president 
and treasurer of Ascher Engineering & 
Construction Co., which disbandea in 
1932, has taken offices at 507 Fifth 
Ave., where he will conduct his own 
building and contracting business. 
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N. A. M. P. Research 


® President Werner tells of final settlement of research program 
—Agreement between contracting parties presented—Out- 
line of research project for study of vacuum formation condi- 


tions in water supply risers 


held at the Stevens 
October 10, be- 


“At a 
Hotel in 


meeting 
Chicago on 


tween representatives of the State 
University of Iowa and_ representa- 
tives of the N.A.M.P. and the manu- 


facturers, final details on the research 
It gives 
me pleasure to report what these de- 
tails are. 

“If you 


program were ironed out. 


of the 
into between the 

Iowa and the 
manufacturers, I 


will read the text 


agreement entered 
State University of 
N.A.M.P. and the 
think will be 
practical nature of the 
and with the 
search 


you impressed with the 
arrangement 
that the re- 


conducted im- 


assurance 
program will be 
partially, scientifically and with no in- 
terference from those not actually par- 
should 
known 
of the 


agreement. It 
be emphasized that the 
Manufacturers’ 


ticipants in the 
group 


as ‘the Section 


Plumbing and Heating Industries 
Bureau’ is to be comprised of only 
those manufacturers financially par- 





F. M. Dawson 


ticipating in the manufacturers’ 50 per 
cent of the This 
manufacturers neces- 


research. 
will not 
manufacturers who 
are Plumbing and 
Heating Industries Bureau. Participa- 
tion by manufacturers in the research 
program will be limited to those who 
financially participate. While the 
agreement itself does not set forth the 
constitution of the committee which 
will N.A.M.P. and the 
contributing manufacturers, by 
of the fact that such committee 
not yet been appointed, it 
interest to that two representa- 
N.A.M.P. and two rep- 
resentatives of the contributing manu- 
facturers will act as an advisory com- 


cost of 
group 
sarily embrace all 
members of the 


represent the 
reason 
has 
may be of 
know 
tives from the 


mittee to the State University of Iowa 
and will be responsible to their respec- 
tive groups, for reports on the conduct 
of the 

“A great 


research program. 
deal of ¢redit for the ex- 


peditious and which 


practical 


way in 








research has been de. 


this 
veioped is due both to the representa- 


program 
tives of the State University of Iowa. 
Dean F. M. Dawson and A. A. Ka- 
linske; and to the representatives of 
the N.A.M.P., Directors P. W. Donog- 
hue and Thomas F. Hanley, Jr., and to 
the representative of the manufactur- 
Hoffman, acting during 
the absence of Herbert V. Kohler. 
These men spent much time in the de.- 
velopment of both the agreement and 
the outline of the proposed 
project which it is my pleasure to 
transmit herewith: 


| 


ers, George E. 


research 


Delays 

“Of course, 
cussed by our membership 
period of years. Many practical diffi- 
culties have delayed the inception of a 
research program along the present 
lines; but it is only because of the 
work which was done in previous ad- 
ministrations that it was possible to so 
quickly bring into actual work the re- 
search program here presented. I be- 
lieve we can say that in future years 
we will look back upon the subject of 
research as being a real step forward 
in the affairs of our association. Re- 
search fundamental and has so 
many practical bearings on the work of 


research has been dis- 


over a 


is so 





KF. T. Mavis 
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Edward Bartow 


both manufacturers and master plumb- 
ers that its future continuance on a 
sound, impartial and scientific basis, 
seems very desirable. 

“While the research program we 
have contracted for runs for a calen- 
dar year beginning October 15, 1936 
and, of necessity, extends into the ad- 
ministration of my successor, I should 
like to point out that the $1,000 which 
is the N.A.M.P.’s portion of the first 
year of research expense, will be paid 
this month and hence creates no finan- 
cial liability for the succeeding N.A. 
M.P. administration. I make this state- 
ment so that it will be clearly under- 
stood that while the program will con- 
tinue beyond my tenure of office, all 
expenses for which I am contracting 
will be paid out of the funds of my 
administration, thus leaving the incom- 
ing president entirely free of any fin- 
ancial obligation in the field’ of 
research. 

“I should like to take this opportu- 
nity of thanking those who, both in the 
present and in the past, have devoted 
so much time and care to the develop- 
ment of research. Whatever success is 
met with in this new venture will be 
largely due to their efforts. The only 
part I have played in the matter is in 
crystallizing the innumerable view- 
points and plans, and in translating 
those viewpoints and plans into a 
workable program and putting it into 
effect Both the agreement and the 
research project are here given for 


your information. 


Personnel 

“We can have complete confidence 
in the conduct of the research project 
by the State University of Iowa by 
reason of the scientific ability and 
backgrounds of those who will work 
on the project. The program wi!l be 
under the direction of F. M. Dawson. 
dean, College of Engineering, assisted 
by F. T. Mavis, professor and head, De- 
partment of Mechanics and Hydraulics, 
and also associate director in charge 


J. J. Hinman, Jr. 


Earl L. Waterman 


of the Institute of Hydraulic Research 

A. A. Kalinske will be the engineer in 
charge of investigations. Assistants 
and consultants will be Dr. M. E. 
Barnes, professor and head of the De- 
partment of Hygiene, Preventive Medi- 
cine and Bacteriology, director of the 
University Department of Health, and 
director of the State Bacteriology and 
the Serology Laboratories; J. J. Hin- 
man, Jr., associate professor of Sanita 
tion and chief of water laboratory; 
Earl L. Waterman, professor of Sani- 
tary Engineering; Edward Bartow, pro- 
fessor of Chemistry, and Frank R. 
King, State Domestic Sanitary and 
Plumbing Engineer, Wisconsin State 
Board of Health.” 

For the purpose of carrying on re- 
search, tests and investigations in the 
field of plumbing and especially as it 
relates to public health, this agree- 
ment is entered into between the Na- 
tional Assn. of Master Plumbers of the 
United States, Inc., the Manufacturers 
Section of the Plumbing and Heating 
Industries Bureau, parties of the first 
part, and the State University of Iowa, 
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party of the second part, and relates 
to the grants of money, general nature 
of the work to be done, and methods 
of publicizing of results. 


Working Parties 

This work is to be carried out by the 
staff of the College of Engineering, 
who will confer with advisors from the 
Department of Hygiene and Preven- 
tive Medicine, the Department. of 
Chemistry, both of the State University 
of Iowa; and representatives desig- 
nated by the parties of the first part, 
and such representatives of public 
health authorities as may be mutually 
agreeable to the contracting parties. 

This agreement is for one year be- 
grinning October 15, 1936, and if satis- 
factory to both parties concerned, re 
search work under this agreement may 
be continued as long as desired. For 
the first year, beginning October 15, 
1936, the parties of the first part agree 
to grant financial aid up to $2,000 
$1,000 of which is to be deposited with 
the Treasurer of the State University 
of Iowa on acceptance of this agree- 
ment. It is understood that this 
money is to be used for the purchase 
of equipment as required for research 
and test installations Some of the 
money may also be used for hiring of 
special skilled labor and draftsmen 

As relating to the research program 
covered by this agreement, the _ uni- 
versity staff will confer only with au- 
thorized representatives of the parties 
of the first part, who will also be on 
the advisory committee, and = such 
other men engaged in the industry as 
may be nominated by them in writing 

The research work for the first year 
will be primarily concerned with es 


tablishing the hydraulic and pneumatic 
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General view of the Engineering Building in which research studies will be 
carried on 
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laws pertaining to back-siphonage and 
resultant pollution of the water supply. 
A rigid experimental analysis is to be 
made of the vacuum conditions that 
can occur in water pipes, and whether 
and how such conditions can be elimi- 
nated or prevented from producing 
back-siphonage with the contingent 
dangers to public health from contami- 
nated water supplies. 

A report on the work performed un- 
der this grant is to be rendered the 
parties of the first part before May 15, 
1937. The final results of the research 
program are to be published with the 
consent and cooperation of the parties 
of the first part, provided the form of 
publication and content are also agree- 
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Diagrammatic representation of first re- 
search study to be undertaken 


able to the university. Such publica. 
tion program is to be carried out by a 
special committee of the parties of the 
first part consulting with the Director 
and staff of the Institute of Hydraulic 
Research. 

It is further agreed that the name of 
the State University of lowa or any of 
subdivisions or individuals in the em- 
ploy of the state university be not used 
directly or indirectly in advertising 
any devices, apparatus or materials. 


Purpose 


It is the aim and object of this re- 
search project to study and analyze 
every conceivable condition that could 
actually occur and produce a partial 
vacuum in a water riser. Each condi- 
tion will be studied in regard to how, 
if possible, the vacuum formation it- 
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self could be prevented, and also how, 
with the vacuum already formed or 
forming, back-siphonage of polluted wa- 
ter can be prevented from submerged 
inlet fixtures. After a study of the 
various vacuum formation conditions 
has been made the maximum vacuum 
conditions for various size buildings 
will be set, thus immediately determin- 
ing what sort of condition any vacuum- 
breaking or siphonage-preventing de- 
vice must withstand. 


Description of Set-Up 

The proposed set-up for carrying on 
this research study is shown on the at- 
tached sketch. The water riser will be 
of two inches diameter having a 
straight length of about forty feet and 
a total height from bottom to top of 
forty-five feet. Its lower end is to be 
submerged in water. On top of the 
riser a cross fitting should be installed. 
One side of this cross is to be con- 
nected to the water supply and the 
other to different size tanks. The top 
of the cross will be used for studying 
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effect of certain vacuum-breakers ip. 
stalled on the water riser itself. 

There shall be another water supply 
connection on the first floor, thus the 
riser can be studied as an up or down 
feed installation. 

On the fourth, third and second 
floors there shall be two inch tees in- 
stalled, to which can be connected 
branches of various length and size. 
Near the riser in the branches there 
shall be quick-acting gate valves. 

Valves are to be installed on the 
riser above the branch connections on 
the third and second floors for pur- 
noses of studying shorter up-feed risers. 


Tests to Be Made 

Two general vacuum formation con- 
ditions are to be studied: (1) Where 
the riser is not empty but contains wa- 
ter, such as occurs when vacuums 
form with water flowing out of the 
riser near the bottom in a down-feed 
system, or below the top of the water 
column in an up-feed installation in 
which a vacuum exists above the wa- 
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Close-up view of main entrance to Engineering Building, lowa State College 
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ter. (2) Where there is a partial or 
total vacuum above the water in a 
riser, such as when a riser over 33 
feet is drained down to the 33 foot 
level (approximately), or where air is 
entering a riser above a dropping wa- 
ter column of whatever height. 

For every vacuum formation condi- 
tion two general tests are to be made: 
(1) Determination of volume rate of 
air flow required through any given 
size of opening, where air is supplied 
a8 soOn a8 Vacuum Starts forming. (2) 
Determination of volume rate of air 
flow where air is not supplied until a 
certain determined “volume of vacuum” 
has formed. In each case, the vacuum 
in the branch and riser is to be meas- 
ured by a water-mercury or air-water 
manometer gauge before air starts en- 
tering and also during entire period till 
vacuum is dissipated. Time required 
for dissipation should be noted. 

More specifically, the following tests 
are to be made: 

(1) With riser used as a down-feed 
installation different rates of flow are 
to be discharged out of bottom, and 
magnitude of vacuum or pressure is to 
be measured at different floor levels. 
At the floors where a vacuum occurs 
the air inflow is to be determined for 
different size openings and the residual 
vacuum measured. With air entering 
at one floor level the effect on the mag- 
nitude of pressure at the other two 
floors should be determined. Wherever 
the magnitude of vacuum is measured 
during air in-flow both the vacuum in 
the branch and the riser should be de- 
termined. 

(2) Utilizing the total height of the 
riser as an up-feed installation, with 
the water pressure shut-off the riser 
should be drained by opening fully the 
quick acting valve at the bottom and al- 
lowing air to enter through different 
size openings on the fourth floor 
branch. The vacuum in the riser and 
rate of air flow should be determined 
and time of persistence and variation 
of the partial vacuum. The test should 
be repeated for the third and second 
floors. The same test should be made 
using different riser heights by clos- 
ing the valves on the third and second 
floors respectively. 

(5) With a volume of practically 
perfect vacuum formed above the 33 
foot water column in the riser, the rates 
of air flow and variation of magnitude 
and persistence of vacuum should be 
measured with different size openings 
on the fourth floor. To simulate differ- 
ent heights of riser various sizes of 
tanks can be evacuated. Another im- 
portant item to note in this test is the 
marimum height to which water can be 
raised in different sizes of pipes. 
When a high vacuum is applied sud- 
denly, inertia effects of the water may 
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prevent its being raised as high as the 
initial vacuum would indicate, because 
if the “volume of vacuum” is small it 
is very rapidly dissipated by the in- 
flowing air. Tests should also be made 
using actual plumbing fixtures and 
valves for air openings, and have these 
fixtures opened in the ordinary man- 
ner when a volume of perfect vacuum 
exists in the line. 

(4) With different sizes of air open- 
ings on the top of the riser, including 
a full opening, the riser should be 
quickly drained by opening the valve 
at the bottom fully, and observations 
made for vacuum formation on the 
third and second floors. With various 
lengths of branch and sub-branch pipes 
installed in different ways on the third 
and second floors, observations for 
vacuum formation should be made 
when the riser is drained with air en- 
tering at the top. 

(5) Tests should be made on both 
the down and up feed systems to de- 
termine under what conditions rapid 
changes from positive to negative 
pressure can occur and vice versa, 
and determine this rapidity at the riser 
itself and in the branches. 


Use of Results 

First a theoretical analysis should 
be made of the hydraulic and pneu- 
matic phenomena occurring and see if 
the experimental results check the 
theory. 

From an analysis of the results the 
general maximum vacuum formation 
conditions should be determined, from 
which it will be possible to know what 
will be the specific maximum vacuum 
condition for any given installation 
Thus it will be possible to know what 
conditions any back-siphonage preven- 
tion device must be able to withstand. 


It should also be possible to develop 
certain definite testing procedures for 
determining the effectiveness of vari- 
ous vacuum-breaking devices. The re- 
sults of the above described tests will 
enable the setting up of specifications 
which plumbing installations and back- 
siphonage prevention devices should 
fulfill in order to prevent pollution of 
water by the occurrence of any possi- 
ble and probable vacuum conditions in 
the water-piping installation. The set- 
ting up of such specifications should 
lead to uniformity of code require- 


ments and testing procedures, 


Membership 


® National association reports 
sale of 20,460 COPIES of mem- 
bership hooklets 


Tangible evidence that state and lo 
eal associations are getting busy on 
membership building is show 
fact that over 20,460 copies of t 
membership booklets prepared by th 
N.A.M.P. have been ordered From all 
over the country orders are pouring 
in to the Washington office for sets of 
the booklets, imprinted with the name 
and address of the state or local as 
sociations who propose using thet 

The original order was for 27 500 
booklets, but this supply is dwindling 
so rapidly that another order for 7,5 
sets has been placed with the printer 

Most of the associations who hav 
ordered the booklets are mailing them 
out at one-week intervals, and follow 
ing up the mailing with a personal 
visit by an association member, a 
week following the mailing of the third 
booklet. Already reports of successes 


resulting from the mailing of the first 
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booklet are coming in. One local asso- 
ciation in Texas reports eleven new 
members as the result of mailing out 
the booklets, and following up the first 
mailing with a personal solicitation. 

The booklets are distributed to con- 
stituent state and local associations 
without cost, and the small charge of 
75c for imprinting 100 sets of 3 book- 
lets (i.e. 300 booklets) with the name 
and address of the sponsoring associa- 
tion is made. 

For the last month the national of- 
fice in Washington has been engaged 
in a direct mail campaign to stimulate 
local associations to activity. With 
the definite accomplishments of Presi- 
dent Werner’s administration, such as 
the inauguration of the research pro- 
gram, the publication of the amebiasis 
booklets, and the active work of the 
conference committee, the national as- 
sociation can prove to. prospective 
members that membership in the na- 
tional association has definite and tan- 
gible results. 


Research Minutes 

© President Werner announces 
plan for distribution of re- 
search material presented at 
Buffalo convention 


“Those who attended the Annual Con- 
vention in Buffalo will recall the ex- 
hibit prepared by the Research Sec- 
tion, and the lectures and demonstra- 
tions held under its auspices. This 
booklet entitled, ‘Minutes of Research 
Section,’ is a verbatim report of the 
lectures and other material emanating 
from the Research Section, N.A.M.P. 
Convention. 

“One thousand copies of this booklet 
have been planographed and are avail- 
able for distribution to members of the 
N.A.M.P. Free copies up to and in- 
cluding five will be sent to any consti- 
tuent association: but owing to the ex- 
pense necessitated through planograph- 
ing this 46 page pamphlet, we shall 
have to charge 10c per copy for all 
copies over five ordered by any asso- 
ciation. I hope it will be realized by 
our constituent bodies that’ these 
pamphlets cost the National Associa- 
tion over 20c apiece, as the 10c charge 
is not for the purpose of making a 
profit, but rather for the purpose of 
deterring those who wish to order a 
large number of copies without any 
definite and practical use for them. 

“In the event that the total orders 
received exceed the thousand copies 
now printed, we shall have to make a 
much higher price for copies over one 
thousand, if it is necessary to reprint 
the booklet. The Research Section, 
N.A.M.P. Convention has, of course, 
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disbanded; so the expense of publish- 
ing and distributing this booklet has 
to be borne by the N.A.M.P.” 


Amebiasis 

® Six amebiasis booklets ready 
for distribution by N.A.M.P. 
—T'o be imprinted with name 
and address 


The National Assn. of Master Plumb- 
ers has announced that six amebiasis 
booklets have been prepared and now 
are ready for. distribution. These 
booklets will be sold in sets of 50 each 
of the six booklets, or, in other words, 
300 booklets. They will also be sold 
in multiples of 50 sets. The price to 
members of the association will be 
$4.50 for the first 50 sets of booklets 
and $3.50 for each additional 50 sets 
of booklets which may be ordered at 
the same time of the ordering of the 
first 50 sets. 
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The prices quoted have been made 
necessary by the cost of setting up the 
type for imprinting the name and ad. 
dress of the person who has ordered 
the booklets. Postage also is included 
in the prices which have been quoted. 

The price to non-members of the as- 
sociation for these booklets is $5.50 for 
the first 50 sets and $4.50 for each ad- 
ditional 50 sets which are ordered at 
the same time as the original 50 sets. 
These prices also include postage. 


, 
Cooperation 
® National secretary suggests 
contractor-utility cooperation 
in speech before American 
Gas Assn. 
George L. Bird, secretary, National 
Assn. of Master Plumbers, in a speech 
made before the Commercial Section 


of the American Gas Assn. at that as- 
sociation’s meeting in Atlantic City, 
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Covers of the six amebiasis booklets prepared by the national association 
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A scientifically developed process 


removes 


F originated the type of pipe 

that installs easily and serves 

your customers well, year after year at 
low cost—NartTionau Scale Free Pipe. 
We remove the scale mechanically 
from Narionac Pipe (butt-weld sizes 
4 to 3 inches). In pipe as smooth 
and clean as this, you'll find nothing 
to damage valve seats, clog small 


orifices, injure meters, or otherwise 


NATIONAL 


Us Columbia Stee! Company, San Francisco, Pacific Coast Distributors 
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harm service. In addition, the re 
moval of this scale from both the 
outside and inside surfaces, plus the 
special Spellerizing process, gives 
NaTIONAL Scale Free Pipe extra re- 
sistance to corrosion, 

Plumbing and Heating Contractors 
will find it not only good pipe to work 
with but good business to install this 


well-known, highly dependable product. 


TUBE 


PET ESBSURGH, PA. 


These sharp-edged pieces of scale could cause you 


a lot of trouble—but we remove it all. This scale 


was removed from a 20 foot length of 3 inch pipe. 





ADVANTAGES 
1. Minimized corrosion — particularly pitting. 
2. Better base for galvanizing or other protec- 
tive coatings. 3. No damage to valve seats; no 
clogging of small orifices. 4. Greater strength at 
the weld —due to the extra rolling in the process. 


NATIONAL 
Scale fi V€E PIPE 


It’s Spellerized 


COMPANY 


United States Steel Products Company, New York, Export Distributors 
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N. J., October 27, suggested that there 
be some method of cooperation worked 
out between plumbing contractors and 
utility companies. Mr. Bird’s address 
follows: 

“On several other occasions repre- 
sentatives of the National Assn. of 
Master Plumbers have appeared at 
meetings of the American Gas Assn. 
and urged co-operation between the 
members of the two groups. These ap- 
pearances have, I believe, contributed 
in a large degree to the growing num- 
ber of mutually profitable relationships 
between the two groups. My purpose 
in coming here today is to re-empha- 
size the need, both from your point of 
view and from ours, of even greater co- 
operation for mutual profit. 

“Looking at your merchandising 
problem strictly from your point of 
view, I see a marked intensification in 
the socalled ‘battle of fuels’ and the 
increasing sale of gas appliances by 
individuals and groups more interested 
in gaining a profit from the sale of ap- 
pliances than in the rendition of satis- 
factory service to the public. If I am 
correct on these two points it follows 
naturally that any organized group 
which proffers its sales and installation 
services is at least entitled to a wel- 
come hearing. 

“Looking at this relationship be- 
tween your group and ours from the 
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master plumber’s point of view, I feel it 
is desirable not only for the profit pos- 
sibilities it affords; but also, and prob- 
ably equally as important, as a means 
for establishing a contact with the ulti- 
mate consumer which affords a re- 
peated opportunity to enter their prem- 
ises in the search of sales possibilities 
for strictly plumbing and heating ma- 
terials. So I believe that all master 
plumbers will welcome a closer bond 
between our two groups. 

“While both your group and ours, in 
principle at least, agree that coopera- 
tion is a desirable thing, we are not 
necessarily in agreement on the details 
of an arrangement which would be mu- 
tually profitable and satisfactory. All 
too many master plumbers seem to 
think that their licenses alone permit 
them to stand at the threshold of every 
consumer’s house and extract a tribute 
for all of the gas equipment which en- 
ters the door. These short-sighted men 
wish to exact that tribute without per- 
forming any function to facilitate the 
entry of the gas appliance into the 
home or to its service once itis in. On 
the other hand, there are gas utilities 
who seem to feel that the master 
plumber should be happy to push the 
sale of gas appliances for the second- 
ary profit he derives through estab- 
lishing consumer contacts. I am not in 
sympathy with either of these views.” 


Heating Bureau 


© $25,000 budget for 1937 operations of National Bureau of 
Heating and Air Conditioning adopted at Chicago meeting, 
October 28—F urther booklets prepared 


A budget of $25,000 for 1937 opera- 
tions of the National Bureau of Heat- 
ing and Air Conditioning was adopted 
at a general meeting in the Morrison 
Hotel in Chicago on October 28. The 
meeting was attended by manufactur- 
ers and contractors as well as mem- 
bers of the Board of Directors of the 
National Bureau of Heating and Air 
Conditioning. Of the $25,000, $10,000 
will be used for the establishment of a 
research program. 

The Board of Directors at a subse- 
quent meeting acting on the basis of 
the decision of the general meeting 
decided to proceed with the program 
of nationalizing the Chicago campaign 
as soon as funds have been raised. 

During the meeting, the copy com- 
mittee announced the publication of a 
consumer booklet and the first two 


pieces in a consumer mailing campaign. 
“Personalized Weather As You Like It” 
is the title of the consumer booklet. 
J. Lawrence DeNeille, president of the 
National Bureau of Heating and Air 


Conditioning, in a statement read at 
the open meeting reviewed the history 
and achievements of the Bureau. 

“When we started last fall, we found 
a great deal of confusion in the indus- 
try’s thinking about the problems aris- 
ing from the public’s overwhelming in- 
terest in air conditioning for the home. 
There was no accepted basis of coopera- 
tion. There were no funds available to 
carry on the work. There was no or- 
ganization to do the job. We were 
starting from scratch. All that we had 
was a realization that the job must be 
done. 

“In spite of the small amount of 
financial support available, we can re- 
port that a trade promotion plan was 
formulated and adopted and tested in 
the Chicago area. 

“The plan consisted of reviving the 
morale of our sales forces, both of 
manufacturers and wholesalers and the 
contractors themselves, through the de- 
velopment of a basic story on Air Con- 
ditioning with Radiator Heat. I re- 
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minded you earlier that we found 
nothing but confusion of thinking when 
we started. Your sub-committee on 
copy, with the assistance of George N. 
Wallace Co. developed a basic story, 
It was not perfect, and has been re- 
vised and I hope will be further revised 
and refined as time goes on, but it was 
a basic story and the foundations are 
the same today after changes in de- 
tail. 

“That was our first great step for- 
ward. It gave us something definite to 
work on. For presentation, the story 
was put on a slip film and shown at 
a series of meetings in Chicago—one 
for manufacturers and wholesalers, one 
for contractors and one for architects. 
The film was also shown at a meeting 
of the Central Supply Assn. and at the 
annual convention of the Heating, Pip- 
ing and Air Conditioning Contractors 
National Assn. in Philadelphia. 


Presentation of Film 

“The presentation of the film was 
accompanied by talks by leaders of the 
industry and by a lecture on the film 
itself. The story of the film was con- 
tained in a book “Practical Air Con- 
ditioning for the Home,” which was 
given to those who attended the meet- 
ing. In this way, the story of air 
conditioning with radiator heat has 
been told to over 2,000 members of the 
industry, with a result that selling was 
strengthened because of improved mor- 
ale on the part of manufacturers, 
wholesalers and contractors. 

“The story is not perfect. I hope we 
never reach the point of static pride 
which will lead us to be perfectly 
satisfied with our work. We have laid 
a foundation, a basic story which can 
be improved from time to time to keep 
pace with the improvement of the art 
in the industry and with our selling 
technique. In addition to the book 
another book, “Questions and Answers 
About Air Conditioning,” was pre- 
pared for use in the Chicago area, and 
two direct mail pieces and a consum- 
er’s book have also been prepared for 
the use of the Chicago committee. 


Service Rendered 

“That is what we have done. You 
are not greatly interested in how we 
have done it, but in view of the very 
small amount collected—less than $3, 
000, I feel that I would be failing in 
my duty to you if I did not call your 
attention to the services of some of the 
men in the industry, so that you could 
show your appreciation of what they 
have done for you along these 

“The fact that we could accomplish 
what we did was made possible by the 
faithful and untiring service of our 
committeemen. Special mention should 
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be made of our sub-committee on copy, 
consisting of Marshall Adams of the 
American Radiator Co.; Russell G. 
Creviston of Crane Co.; Joseph C. Fitts 
of the contractors national association; 
Guy Hutchinson of Hoffman Specialty 
Co.; and Martin Weil of Weil-McLain 
Company. This committee has given 
a great deal of time and thought to the 
problems of the Bureau and through 
its efforts much which we have accom- 
plished has been made possible.” 


Contractor Cooperation 

Mr. Fitts, secretary of the bureau, in 
a statement read at the meeting said: 
“IT am sure that I speak for the contrac- 
tors of the country when I say that 
they are ready and eager to cooperate 
with you. They want to cooperate with 
you. They want your help and leader- 
ship. They are looking to the Bureau 
to provide them with the tools with 
which to increase their business.” 


Newark Outing 


October 10 was the date of the an- 
nual outing of the Master Plumbers 
Assn. of Newark, N. J., which was held 
at Springfield, N. J. Threatening 
weather failed to keep down the attend- 
ance and besides members of the as- 
sociation, representatives of manufac- 
turers, wholesalers and the utilities 
were on hand. Among those who were 
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Taken at annual outing of the Newark association. Top row, left to right: Fred 
Hettenbach, chairman of outing committee; George H. Werner, national presi- 


dent; Joseph C. Turbett, president of Newark association; H. FE. 


Tippett, 


Hajoca Corp.; Joseph F. McGinity, W. V. Egbert & Co.; Ray Condit, Thomas J. 

Lee, Inc.; and F. W. Buehler, Hajoca Corp.. Bottom row: K. B. Watson and 

C. B. Wynne, both of Standard Sanitary Mfg. Co.; Fred Gander, W. A. Russell 

Co.; E. Rothfuss and Ed. Kaiser, both of Crane Co.; Robert Dick, Lead Indus- 

tries Assn.; H. L. Tallman, Crane Co.; Albert Ruehl, third state vice president; 
and George Brenner, second state vice president 


present were: George H. Werner, 
tional president; George L. 
tional secretary; George Brenner, sec- 
Albert 
president; 


ond state vice 


president; 


Ruehl, third state vice 


Lester Wake, state field secretary; and 
Louis Maier, president of the New Jer- 


sey State Heating Assn. 


The outdoor sports which 


scheduled were called off 


the bad weather. Joseph 


Ira Morris, presiden 
the Newark associ 
guests. 


ner was served. The 
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In the evening a chicken din- 
committee 


rds ideal comfort 
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with RADIATOR HEAT. It brings you all 
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These are three booklets which have been prepared to carry the story of air conditioning with radiator heat 


charge of the affair was directed by 


Fred Hettenbach, chairman, 


Camden Meeting 


A talk by Harry Slater, of Camden 
Vocational School, was one of the main 
features of the October meeting of the 
County, N J 
Robert Dick of Lead Industries Assn. 


Camden association 
gave a talk on lead and its uses, illus- 
trated with motion pictures. He also 
commended the association members 
for their enforcement of the Birming- 
ham Code on second hand plumbing 
jateson ex- 
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plained the “notice of intention” and 
“stop notice” laws which have been 
passed to aid the contractor in the col- 
lection of overdue accounts. 

Pres. Clarence Scull announced the 
addition of four new members, bring- 
ing the association’s membership to 
over the 100 mark. 


Convention 

@ Mifty-fifth annual conven- 
tion of N.A.M.P. to be held 
May 24-27 in Atlantic City, 
N. Jd. 


Pres. George H. Werner has an- 
nounced that the dates of May 24-27, 
1937, have been selected for the Fifty- 
fifth annual convention and exposition 
of the N.A.M.P., to be held in Atlan- 
tic City, N. J. 

The Hotels Ambassador and Ritz- 
Carlton have been selected as the offi- 
cial hotels, to be supplemented’ by 
other hotels which will be designated 
later. 1.224 rooms, ranging in price 
from $3.00 single and $5.00 double to 
$5.00 single and $8.00 double have been 
reserved for delegates, members, ex- 
hibitors and guests. In addition, spe- 
cial arrangements have been made for 
moderately priced meals at the official 
hotels. 

The exposition, which it is hoped 
will be the largest in the history of the 
N.A.M.P., will be held in the Atlantic 
City Auditorium, which has housed 
some of the largest expositions held 
under one roof anywhere in the world. 
20,000 square feet of exposition space 
are contemplated, at rates which are 
believed to be the lowest in the history 
of the N.A.M.P. expositions. 

The convention sessions will be held 
in the Convention Hall which also is 
located in the same building with the 
exposition. 

The principal entertainment features 
of the convention will also be held in 
the Auditorium, thus combining in one 
spot almost all of the Fifty-fifth An- 
nual Convention activities. 

In view of the extensive facilities 
offered by Atlantic City, both from a 
point of view of holding an exposition 
and for the convention, many novelties 
will be introduced which, it is be- 
lieved, will enhance the attendance to 
a considerable extent. 


Iron Hats 


Early in October, a reunion of the 
“Iron Hat Brigade’ was held at the 
summer home of Charles Wachsmuth, 
faltimore contractor-dealer. This or- 
ganization was founded several years 
ago at a convention of the National 
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Assn. of Master Plumbers and consists 
of a congenial group drawn from the 
different branches of the _ industry. 

The party gathered at the home of 
Mr. Wachsmuth and then motored to 





Taken at the “Iron Hat Brigade” reunion. 
Top row, left to right, standing: George A. 
Lucke and Ferd L. Eidman, both of Balti- 
more; Luther Caskey, Martinsburg, W. Va.; 
Charles Wachsmuth, Baltimore, president; 
Edward Monteath, St. Louis, Mo.; E. 
Gartland, Richmond Heights, Mo.; and 
Joseph Kirsch, Martinsburg, W. Va. Seated: 
Frank J. Schumacher, Baltimore; and E. J. 
Blake, St. Louis, Mo. Bottom row: Joseph 
Ellis, Johnstown, Pa.; Charles Wachsmuth, 
and N. H. Yates, both of Baltimore 


his summer home at Neavitt, Talbot 
County, Md. During the four days that 
the group was there only one business 
session was held. At that time, Mr. 
Wachsmuth was elected president of 
the group. The rest of the time was 
spent in fishing and eating the re- 
sults of their catch. 

Those who attended the reunion 
were: Edward Monteath, N.A.M.P. di- 
rector, St. Louis, Mo.;: E. J. Gartland, 
plumbing inspector, Richmond Heights, 
Mo.: E. J. Blake, general secretary, 
Contracting Plumbers Assn., St. Louis, 
Mo.;: Luther Caskey, director of West 
Va. Assn., and Joseph Kirsch, both of 
Martinsburg, W. Va.; Ferd L. Eidman, 
manufacturer’s agent, George A. Lucke, 
manufacturer’s agent, and Frank J. 
Schumacher, Schumacher & Seiler, all 
of Baltimore, Md.; Joseph T. Ellis, 
manager steel boiler sales, National 
Radiator Corp., Johnstown, Pa.; N. H. 
Yates, manager Baltimore branch, Na- 
tional Radiator Corp.; Philip J. Ryan, 
William H. Myer, Bureau of Buildings 
and Bertrand Lentz, all of Baltimore, 
Md.: and J. R. Lewis, Newark, N. J. 


State Conference 


A state wide conference of  presi- 
dents and secretaries of the various lo- 
cal associations throughout Hlinois will 
be held at the Leland Hotel, Spring- 
field, Ill., November 4. The meeting is 
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the second of its kind held within the 
past, and has been called for the pur. 
pose of discussing the progress of as- 
sociation affairs, and offering sugges. 
tions on matters that may be brought 
up for discussion at the next state con- 
vention, the date and place of which 
will be determined at a meeting of the 
state board of directors held on the 
same day. Among other subjects to 
be taken up will be that of a state 
wide apprentice training program. A 
representative of the Federal Appren 
tice Training Committee will address 
the meeting. 


Awards Announced 

Winners of the automatic gas water 
heater sales contest have just been an- 
nounced. This contest was divided into 
a number of divisions, each with its 
separate awards and honors for win- 
ners. In the section for contractor- 
dealers, the following men and com- 
panies were award winners: 

John A. Albert, San Antonio, Tex.: 
G. C. Ammon & Bros., Cincinnati, Ohio; 
Anderson Plumbing & Heating Co., Wa- 
terloo, Iowa; Arfstrom Bros., Rockford, 
lll.; Bagge Bros., Norwood, Ohio; Bean 
& Cole, Melrose, Mass.: J. M. Beane, 
Washington, D. C.; Bedinghaus Bros.. 
Cincinnati, Ohio; T. O. Bergren, Rock 
ford, Ill.; Tom Bottomly, Lincoln, IIL; 
A. P. Bovello, Washington, D. C.; W. B. 
tradley, Ithaca, N. Y.; Thomas Brodie, 
Inc., San Francisco, Calif.; CC. E-. 
Broome, Washington, D. C.; Simon 
Carlson, Rockford, Ill.; Casey Engineer- 
ing Co., Gaithersburg, Md.; Chaney 
Plumbing Co., Livingston, Mont.:; 
Thomas E. Clark Co., Inc., Washington, 
D. C.; Louis N. Conrad, Denver, Colo.; 
F. R. Cordis, Loma Linda, Calif.; Cos- 
tello Engineering Co., Washington, 
D. C.; R. H. Curry & Sons, Melrose, 
Mass.; Alvin Davis, Vallejo, Calif.; 
Davison Bros., Greenville, Miss.; Dono- 
hue-Halvorson, Inec., Ithaca, N._ Y.; 
Economy Water Heater Co., Chicago, 
Ill.; Fitzgerald Plumbing & Heating 
Co., Shreveport, La.; Folts & Tallman, 
Herkimer, N. Y.; C. E. Friebe, Bay 
City, Mich.; W. B. Geiler, Cincinnati, 
Ohio; H. W. Goetting, Syracuse, N. Y.; 
Meyer Goldberg, Hartford, Conn.; John 
H. Gutman, Dayton, Ohio; Haeggquist 
& Granath, Rockford, Ill.: C. A. Ham 
ilton, Xenia, Ohio; A. M. Harrison, 
Daly City, Calif.; Hayes & Kierstead 
Montclair, N. J.; Herb Plumbing Co., 
Middletown, Ohio; O. W. Hierpe, Hart- 
ford, Conn.; Thomas J. Holmes, 
Natchez, Miss.: Jamestown Plumbing 
& Heating Co., Jamestown, Ohio 
Morris J. Johnson, Rockford, Tl.; Jud 
& Ormond, Inc., San Antonio, Tex.; H 
J. Keene, St. Louis, Mo.; Keller Plumb 
ing & Heating Co., Amsterdam, N. Y 
C. Kronenberg, Piqua, Ohio; J. J. Me- 
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Namara, Belmont, Mass.; Charles M. 
Marshall, Cincinnati, Ohio; H. C. Mar- 
tin, San Antonio, Tex.; Andrew H. 
Mitchell, Wilmington, Del.; W. A. Mur- 
ray, Inc., Hartford, Conn.; Norwood 
Park Plumbing Co., Chicago; Parker 
Plumbing Co., Atlanta, Ga.; Roy L. 
Patton, Inc., Oklahoma City, Okla.; J. 
B. Pearston, Hartford, Conn.; Karl 
Plankenhorn, Williamsport, Pa.; Ply- 
male Bros., Grand Island, Neb.; Theo- 
dore Raines, Takoma Park, Md.; Max 
Rank, Seguin, Tex.; L. H. Rhein 
Plumbing Co., Dayton, Ohio; Rockford 
Plumbing Shop, Rockford, Ill.; John 
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Rockholtz, New London, Conn.; Scharff 
Plumbing & Heating Co., Utica, N. Y.; 
Charles Schrider, Silver Springs, Md.; 
John D. Scott, Cincinnati, Ohio; Alfred 
Seidel, San Antonio, Tex.; K. W. Simp- 
son, Kensington, Md.; M. M. Smith, 
Woodhaven, N. Y.; George W. Swaska, 
Pittsburgh, Pa.; The Supply Outlet, 
Hartford, Conn.; L. R. Tichenor & 
Sons, Hillside, N. J.; University Park 
Plumbing & Heating Co, Denver, 
Colo.; Bruce Wigle Plumbing & Heat- 
ing Co., Detroit, Mich.; P. R. Winters, 
Belmont, Mass.; and L. E. Worthy, 
Huntington Beach, Calif. 


Regional Meeting 


® First regional meeting of Pennsylvania association held Oc- 
tober 3, at Wilkes-Barre—Assembly hears Werner discuss 


national association activities 


With approximately 50 members and 
guests in attendance, the first regional 
meeting of the Pennsylvania State 
Assn. of Master Plumbers was held at 
the Hotel Mallow-Sterling, Wilkes- 
Barre, Pa., October 3. A feature of the 
session was an address by President 
Werner in which he sketched the ac- 
tivities of the national association and 
made a plea for greater cooperative ac- 
tivity on the part of state and local 
associations. 


Welcomed by Mayor 

The meeting was opened by Henry 
O. Heiser, Williamsport, state presi- 
dent, who also presided throughout the 
meeting. Charles N. Loveland, mayor 
of Wilkes-Barre, welcomed the meet- 
ing to the city and in so doing paid 
tribute to the work done by the master 
Plumbers of the city. A response to 
these remarks was given by Valter C, 
Williams, a past state president and a 
past national director. Mr. Williams 
touched upon the difficulties met by 
the industry today and the efforts of 
individuals within the industry to pro- 
tect public health and eliminate such 
possible sources of danger as handy- 
men and non-licensed plumbers. 

C. B. Nash, vice president, Standard 
Sanitary Mfg. Co., was introduced and in 
a brief talk told of his travels over the 
country. Mr. Nash declared that in- 
creased interest was being shown in all 
sections and that the progress being 
made by master plumbers was very 
great. In addition, Mr. Nash touched 
upon the publicity which the industry 
is receiving constantly. In conclusion 
he stated that the tide has turned as 
far as business is concerned and the 
entire industry is on the way to in- 
creased profits, but to maintain, and 
even increase, this advance there must 





be cooperation between manufactur- 
ers, Wholesalers and contractors 

Robert Dick of the Lead Industries 
Assn. was called upon and _ “related 
some of the difficulties which have 
been encountered in securing enact- 
ment of codes. He stated that the 
chief battle was in showing that codes 
are a definite health measure. Turn- 
ing from this phase, Mr. Dick declared 
that the control of the sale of plumb- 
ing fixtures should be in the hands of 
the master plumbers and cited the 
Birmingham code as an instance of 
the benefits which will ensue. In con- 
clusion, the speaker touched on the 
subject of lead and its uses. 

President Werner's address, “Activi- 
ties of Our National Association,” 
served as a highlight and a keynote 
for the entire meeting. His address 
follows: 

“The title of my address indicates 
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that I shall try to answer the oft-re- 
peated question of ‘What is the na- 
tidnal association doing?’ This is a 
perennial question. It is asked by 
every member when he is solicited to 
either join the association or to pay 
his dues; it is asked by every local 
officer when he is requested to remit 
national per capita tax to the state 
treasurer; and I suppose it is asked 
by every state officer when he signs 
the check transmitting funds to the 
N.A.M.P. Many people who try to an- 
swer the question of what the national 
association is doing are not sufficiently 
informed to go into any details. They 
follow, as the result of such lack of 
information, the line of least resist 
ance and resort to the time-worn plati 
tudes such as ‘the national works for 
the best interests of the master 
plumbers,’ ‘the national is stabilizing 
conditions’ and other general = state 
ments which fail, in some instances, 
to satisfy the curious or justify the 
payment of the money so necessary to 
the continuation of the national asso 
ciation’s work. I, as President of the 
N.A.M.P., am presumed to know the 
details, and it will be my pleasure to 
day to tell you in a simple, clear, and 
honest fashion what the national as 
sociation is doing currently for you 
and for the rest of the master plumb 
ers in this country [| shall not speak 
of the accomplishments of the past; 


because I presume you are familiar 


with them. [ shall confine my re 
marks to what has been done. since 
July 1, 1936, the date I assumed the of 
fice conferred upon me. After I have 


told vou what we have done since July 
1, I want to ask you one question and 
I trust you will give me a honest and 
as simple an answer to my question 
as I shall try to give to yours 

“By no means the least important of 


the achievements of vour national asso 





Taken at the regional meeting of the Pennsylvania association in Wilkes-Barre 
Left to right, top row: George H. Werner, national president; E. P. Ingram, 
chairman, N. A. M. P. apprenticeship committee; Henry O. Heiser, Pennsylvania 
state president; Robert Pflug-Felder, national director; John Mincavage, see- 
retary, Wyoming Valley Assn.: and James P. MeStav. state director. Bottom row: 
John Breslin, Wilkes-Barre; William Delaney, Wilkes-Barre; O. Jones, plumbing 
inspector, Wilkes-Barre; Robert Dick, Lead Industries Assn.; Carl Forve, Wilke+ 
Barre; Ed. Curley, Wolverine Brass Co.; Thomas Scanlon, state vice president; 


and Charles B. Nash, Standard Sanitary Mfg. Co. 
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ciation since July 1 of this year has 
been the inauguration of the research 
program about which so much has 
been said in the past few years. Re- 
lying on the broad principles on re- 
search accepted by the fifty-fourth an- 
nual convention, held in Buffalo, I felt 
it mandatory to fulfill the wants of the 
membership by getting a research pro- 
gram actively under way. It gives me 
pleasure to announce that on Septem- 
ber 21, arrangements were perfected 
between the national association and 
the State University of Iowa for a one- 
year research program. It gives me 
pleasure, further, to announce that the 
money to pay for that one year of re- 
search is assured. 50 per cent of the 
expense will be borne by the N.A.M.P. 
and paid for out of its treasury. The 
other 50 per cent has already been 
guaranteed by certain of the manufac- 
turing interests in our industry, and 
will be solicited by them from other 
manufacturers who are interested in 
this subject of research. 


Research Program 
“Let me point out certain things in 

connection with this research program, 

so that you will fully understand it. 

1. The actual research work will be 

conducted in the extensive hy- 

draulic laboratory of the State 

University of Iowa, at Iowa City, 

Iowa, under the supervision of 

Prof. F. M. Dawson, dean of 

the College of Engineering. 

. The research projects on which 

the University staff will work 
will be agreed upon by the Uni- 
versity authorities in consultation 
with a representative of the Na- 
tional Assn. of Master Plumbers 
and a representative of the manu- 
facturing interests. 
Constant contact with the _ re- 
search agency, the State Univers 
ity of Iowa, will be maintained by 
representatives of your associa- 
tion, so that we may observe the 
progress being made on the pre- 
determined plan. 

4. All findings resulting from the re- 
search will be released through 
your National Assn. of Master 
Plumbers and the cooperating 
manufacturers. 
The research will be unbiased, 
and conducted under the most ex- 
acting scientific standards, with- 
out interference from any outside 
interests who may have the desire 
to influence in any way either the 
procedure or the findings ulti- 
mately determined. 

“If you will observe these five 
points, and think about them, you will 
see that they are fundamental and 
sound from the point of view of re- 
moving research in our industry from 
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Scranton delegation attending regional 
meeting 


influence or bias. If the findings of 
our research agency are ever to com- 
mand the respect of our membership 
and the public, they must be uninflu- 
enced and based on scientific prin- 
ciples and procedure. The technical 
qualifications of the staff of the State 
University of Iowa leave nothing to be 
desired. The equipment of the labora- 
tory is modern and complete. The 
staff will refrain from contact with in- 
terests likely to either hamper or in- 
fluence their work, and I believe we 
are safe in saying that the whole re- 
search program has been, and will be, 
conducted on a highly ethical plane 
which will be a credit both to your 
association and to the University 
which is conducting the work. 

“I believe that a preliminary report 
of work in progress will be available 
to those who attend the fifty-fifth an- 
nual convention in Atlantic City next 
June. I want to re-emphasize the 
point that the moot question of re- 
search in our industry has finally been 
settled and that work is actually under 
way, and I should like to pause at this 
point to pay tribute to those who so 
successfully laid the ground-work in 
past administrations and to thank 
those, particularly among the manufac- 
turing branch, who collaborated so 
closely with us in putting the program 
actually into effect. 


Amebic Dysentery 

“For some years now we have been 
talking about amebic dysentery and 
what a terrible scourge it is. The 
trade papers have been full of the 
story of amebiasis, and mention of this 
dread disease appears from time to 
time in the medical journals and other 
publications concerned with public 
health. Yet, with the exception of a 
brief mention now and then in the 
daily newspapers, the public is not gen- 
erally aware of either what amebic dy- 
sentery is, or how it can be spread by 
incorrect plumbing. This public ignor- 
ance is nobody’s fault. I feel sure that 
if your national association had enough 
money in years gone by it would have 
definitely and unmistakably broadcast 
the story of the need for correct new 
plumbing installations and the need for 
correcting old and faulty installations. 
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As a start in a campaign of public en- 
lightenment, which I trust will spread, 
your national association has just com- 
pleted, in collaboration with an adver- 
tising agency, six booklets for use by 
master plumbers in calling the public’s 
attention to the dangers of amebic 
dysentery and the danger of its trans. 
mission through faulty plumbing. Real- 
izing that only a few master plumbers 
would have either the money or the in- 
clination to distribute purely educa- 
tional booklets without a hope of per- 
sonal reward, we have included in 
these booklets advice to the consumer- 
readers that they have their plumbing 
inspected at least twice a year by a 
competent, licensed master plumber. 
We shall imprint these booklets with 
the name, address and telephone num- 
ber of the master plumbers who will 
send them out, and we believe that not 
only will the individuals sending the 
booklets be benefited, but also that a 
general campaign of enlightenment 
among the consuming public will re- 
sult. 


Booklets 

“It is obvious that no _ individual 
could prepare these booklets for his 
own use. The art work alone cost 
$800.00. It is only through your asso- 
ciation and its resources that such 
booklets could be prepared in _ suffi- 
cient quantity to bring the price within 
the reach of even the master plumber 
who can only send out fifty sets. 
While this may appear to you to be a 
commercial venture of your national 
association, let me assure you that it 
is much more than that. It is but the 
first step in a definite campaign to en- 
lighten the public on the dangers of 
bad plumbing, and an encouragement 
to elevate public appreciation for the 
good and conscientious work done by 
our members. 

“No more popular subject than dis- 
tribution can be mentioned in the 
plumbing industry. I believe that dis- 
tribution has rightfully been put in the 
forefront of master plumbers’ con- 
sciousness because we all depend for 
our continued business existence on 
the stable distribution of the materials 
we use, along traditional lines. If we 
lose the sale, and the resultant profit, 
on the materials we use, then the train- 
ing, the protection, and the ingenuity 
of the master plumber will go for 
naught and he will be no more than 
the carpenter or the other contractor 
who tries to exist purely from the prof- 
its of labor. Based on the material pre- 
pared for consideration by the fifty- 
fourth annual convention, the first in a 
series of conferences between your na- 
tional association and the leading 
manufacturers in the industry has al- 
ready been held. These meetings are 
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not only important, but are expensive 
—so expensive, in fact, that no single 
individual could well afford to hold 
them. They are only possible through 
the resources of your national associa- 
tion, and the results of such confer- 
ences rebound to the benefit of all. 
The first of these meetings, which I 
have mentioned, was held September 
21 in New York City. 

“It was at this meeting that we se- 
cured the financial support of the 
manufacturers for the research pro- 
gram, and discussed this age-old ques- 
tion of distribution. I wish that I 
might report that the question had 
been solved, but I think you real- 
ize that the difficulties in the field of 
distribution have been with us too long 
to be satisfactorily solved in a brief 
two days. Suffice it to say that at this 
meeting a basis for continued discus- 
sions was reached and that we are 
justified in believing that at least some 
of the distribution difficulties against 
which all master plumbers complain 
will be shortly solved. But, these dif- 
ficulties will only be solved by our 
conference committee and the manu- 
facturers there represented. Beyond 
that must come the practical applica- 
tion of the solutions reached in the 
daily business conduct of our member- 
ship. No benefit will result from solu- 
tions which have no practical appli- 
cation, or from promises which are not 
kept. We master plumbers, as well as 
our sources of supply, have been guilty 
of ethical digressions. We all must be 
willing to change our ways if we ex- 
pect the other fellow to change his. I 
mention this only to indicate that no 
group of men meeting together and 
reaching conclusions can have any 
material effect on the industry unless 
the better elements in the industry 
translate the conclusions into active 
daily practice. 


Policy 

“I should like to call the attention 
of the men here assembled to a modifi- 
cation in national association policy, 
whereby a greater amount of money 
and a greater amount of time is being 
spent in assisting state and local as- 
sociations to increase their member- 
ship than ever before. While the na- 
tional association receives only a small 
part of the total dues collected from 
master plumbers, we are willing to re- 
invest some of those receipts in mem- 
bership-building material and member- 
ship-building effort. The need for 
membership is so great that I find it 
dificult to use words which will be 
sufficiently emphatic in expressing my 
ideas. We can say all we want about 
quality membership; we can say all we 
want about purchasing power; but if 
there is ultimately a struggle between 
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our association and those arrayed 
against us we must have numerical 
strength as well as a quality member- 
ship and a purchasing power. I urge 
you with all the emphasis I can place 
on the subject to definitely get behind 
your state and local officers to build 
up your membership. While the na- 
tional association can write letters and 
can send out membership booklets, in 
the last analysis it is the over-the-desk 
conversation between a member and a 
non-member which convinces the non- 
member to join. Letters and pamph- 
lets may predispose the non-member’s 
mind in our favor, but only a personal 
visit can get him to sign on the 
dotted line. 


No General Statements 

“IT have purposely refrained from any 
general statements of the innumerable 
things which the national association 
does as a matter of routine. Most of 
you know of these activities, and most 
of you know the conventional type of 
services we have to offer. I have em- 
phasized three fields; namely: Re- 
search, Distribution, and Public Atti- 
tude, because they are three fields in 
which tangible accomplishments have 
been made since I took office. 

“And now I come to the question I 
was going to ask you. All of you ask 
‘What is the national association do- 
ing?’ And now I ask you ‘What are 
you going to do for yourself and for 
your state and national association?’ 
If you are not going to do anything 
but pay your dues and stop right there, 
you will be maintaining the ground 
we have gained thus far; but you won't 
be pushing ahead the forces working 
for the master plumbers. 

“It is not a question of maintaining 
the ground already won, but of push- 
ing forward to new achievements 
through new activities and through in- 
creased membership. You may count 
on your national association to engage 
in new activities when its finances and 
its membership position permit; but 
the increasing of membership and the 
furnishing of necessary finances is up 
to you.” 


Apprenticeship 

E. P. Ingram, chairman of the ap- 
prenticeship committee of the national 
association was the next speaker on 
the program and told of the work being 
done on that subject. He declared that 
progress definitely is being made, for 
at every convention since the national 
association was formed recommenda- 
tions and resolutions have been 
adopted on the subject and, finally, at 
the last convention, all this material 
was coordinated into one definite plan 
which has the support of the entire 
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industry. Selfishness, according to the 
speaker, is the greatest drawback to 
business today. Added to this fault is 
the charge of lack of initiative. Any 
person in the industry who holds a 
selfish attitude towards his business or 
exhibits a lack of initiative, harms 
himself and the industry, said Mr. 
Ingram. 

Referring again to the apprenticeship 
program he said that the men who are 
trained under the program will prove 
to be a real asset to the industry. In se- 
curing a high type of individual, many 
of the weaknesses that exist in the in- 
dustry will be removed. 

Robert Pflug-Felder, national direc- 
tor, followed by reading a paper, “Ac- 
tions and Court Decisions.” Included 
in his remarks was the declaration 
that the shortage of trained men con- 
stitutes a real problem today and that 
contractor-dealers who now have able 
men should endeavor to keep them. 
Mr. Pflug-Felder also spoke on the sub- 
ject of research, touching upon the 
Federal survey that is being conducted 
in Detroit and New York City 


Health Protection 

Then turning to the subject of public 
health protection, Mr. Pflug-Felder de- 
clared that the mere enactment of a 
plumbing code is not enough, the mas- 
ter plumber must also educate the 
public on the reason for, and the pro- 
tection in, the code. In regard to the 
Robinson-Patman Act, the effect of 
its provisions on the industry will not 
he shown fully until the future, he 
said Then in conclusion Mr. Pflug- 
Felder pointed out that one of the 
prime purposes of both the state and 
national association is to help in the 
solving of member’s problems 

A luncheon was served between the 
morning and afternoon sessions. The 
afternoon session was devoted to the 


subject of legislation and was a closed 


session. Aft the meeting it was pro- 
posed to hold the second regional 
meeting in Meadville, with successive 
meetings in Harrisbure and in Phila 


delphia 


Peninsula Plumbers 


Since the time of its formation in 
January of this vear. the Peninsula 
Merchant Plumbers Assn., Burlingame. 
Cal., has heen at work increasing its 
membership. J. F. Lindstrom, Jr... se 
retary, has heen conducting a survey 
of busircss conditions in the two coun 
ties, San Mateo and Santa Clara, tn 
which the association is active. In ad 
dition, work is being carried on in the 
examination of city plumbing ordi- 
nances and the formation of vas ordi 
nances for cities which do not have 
such ordinances. 
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Heating Class 

All of the members of the Minneap- 
olis Heating and Piping Assn. have en- 
rolled in a heating class which meets 
every Wednesday night at Dunwoody 
Institute for a two-hour session. How- 
ard Betts of the Minneapolis Building 
Inspector’s office is the instructor. 
Classes are conducted informally in the 


“round table” manner. 


California Inspector 


George Doll, former member of the 
Richmond (Cal.) Master Plumbers 
Assn. has been appointed city plumbing 
inspector as of October 1. Mr. Doll 
has given up his business in order to 
devote his full time to his new duties. 


Testimonial 


Upon the occasion of his visit to Chi- 
cago to address the annual meeting of 


the Central Supply Assn., George H. 
Werner, president of the National 
Assn. of Master Plumbers, was enter- 


tained at a luncheon given in his honor 
in the Stevens Hotel on October 28, by 


the Chicago Plumbing Contractors 
Assn. At this luncheon were: Thomas 
K’. Hanley, Jr., president of the asso- 
ciation and a director of the national 


association; John J. Calnan, past presi- 
dent; Wm. J. Lang; Wm. Redieske; T. 
W. Merryman; Wm. J. Woolley; Harry 
sreetzke; Chas. B. Nash, vice presi- 
dent of the Standard Sanitary Mfg. 
Co.; Joel I. Connelly, chief engineer of 
engineering; 
Advertising 


the bureau of sanitary 

Paul Baugh of the Blaker 
Agency; Wm. R. Brookman, 
of the Illinois Master Plumbers’ Assn., 
and Peter M. Munn, secretary of the lo. 


secretary 
cal association. 


Ordinance Revision 


Progress on the part of the sub-com- 
mittee on the building code committee 
in completing the revision of the new 

which 
master 
Chicago 


Plumbing Ordinance 


formulated by the 


Chicago 
has been 
plumbers and journeymen of 
will be speeded up as the sub-commit- 
tee on the plumbing ordinance has 
now been officially appointed. 

A meeting of the committee was held 
on October 19, in the office of F. J. 
Thielbar, who is chairman of the 
building code committee, and reviewed 
the definitions of the plumbing code. It 
is the intention of the committee to 
meet every Monday afternoon until the 
work of revision is finished. The mem- 
bers of the committee are as follows: 


KF. J. Thielbar. chairman: R. E. 
Schmidt. building commissioner: J. B 


Eddy, public works department; Joel I 
Connolly, health department; Thomas 
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Claffy, health department; Paul Rich, 
consulting engineer; Frank Ward, wa- 
ter department; John Mitchell, water 
department; William Curran, journey- 
men’s association; R. E. Murphy, mas- 
ter plumbers association; and C. G. 
s3rooks, secretary. 


Dealer-Jobber Co-op. 
An informal dinner meeting of repre- 
sentatives of the Philadelphia associa- 
tion and of the jobbers of that city was 
held September 28 in an effort to de- 
velop better cooperation between the 
two groups. Previous to the meeting, 
President Lamond of the Philadelphia 
association had sent out letters invit- 
ing the jobbers to attend. Besides 
President Lamond, those who spoke for 


the plumbers’ group were: Robert 
Pflug-Felder, national director; Philip 
Hering, Jr.; John Naegle; William 
Frey; and Walter Raid, all directors 


of the association. 

Clem Seay, president, 
Jobbers Assn.; William A. Brecht, 
president, Tri-State Assn., and presi- 
dent of Hajoca Corp.; James White, 
McArdle & Cooney, Ine.; Charles 
Loury, vice president, Hajoca Corp.; 
C. W. Wanger, president, Woodward- 
Wanger; Raymond C. Green, Raymond 
C. Green Co.; and Russell Margum, as- 
sistant manager Crane Co., Philadel- 
phia branch, spoke for the wholesalers. 
The meeting was attended by the en- 
tire board of directors of the Philadel- 
phia association and about 35 wholesal- 
ers. The principal object of the meet- 
ing was to try to formulate a code of 
ethics or some plan which would prove 
beneficial to both groups. 

One of the steps taken was a plan to 
appoint committees from both groups 
that will work on the subject. President 
Lamond declared that master plumbers 
and wholesalers have a common rela- 
tionship in the matter of costs. He 
said also that another joint problem is 
that of credit. As a matter of fact, the 
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speaker said, there is a crying need for 
increased cooperation by all branches 
of the industry. In conclusion he 
voiced the hope that the meeting would 
result in better understanding and jp. 
creased benefits for both plumbers and 
jobbers. 

In the talk made by Mr. Pflug-Felder, 
it was brought out that in those 
years when recognized _ distribution 
channels were strongest, profits for 
both plumbers and jobbers’ were 
highest. He said also that the problem 
of distribution must be worked out 
by the men of the industry itself. 


Educational Meetings 


The New Jersey State Heating Assn. 
held a series of meetings on October 
5, 6 and 7 in the rooms of the New- 
ark Master Plumbers Assn. The sub- 
ject of the meetings was a discussion 


of air conditioning. Louis Maier, 
president of the association, presided 
at the meetings and introduced the 


various speakers. George H. Werner, 
president of the National Assn. of Mas- 
ter Plumbers, and E. L. Flentje, execu- 
tive secretary of the same association, 
attended the meetings. 

Air conditioning with radiator 
was the general theme of the 
meetings. American Radiator Co. had 
arranged a display of equipment and 
several men from the company talked 
on the subject. The first day’s session 
found President Maier introducing the 
subject and then presenting Walter F. 
Johnson, manager of the Newark 
branch of American Radiator Co., 
who developed the subject further 
Marshall Adams, director of sales pro- 
motion, American Radiator Co., pre- 
sented the thought that any business 
can change and this has been the case 
in heating. He then made a compari- 
son between the relative importance of 
the salesman and installation man. 

Kimball Burr, manager of the air 
conditioning division of the company, 


heat 
three 





Picture taken at meeting of N. J. State Heating Assn. 
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presented a picture of the research 
earried on by his company and the 
evolution of air conditioning equipment. 
A feature of the second session was 
a demonstration of air conditioning ap- 
paratus and the methods of its in- 
stallation. The third session was 
confined to merchandising methods and 
accounts of actual conditions met in 
selling such equipment. Others who 
spoke at the meetings were President 
Maier, Joseph C. Turbett, president, 
Newark Master Plumbers Assn.; and 
John P. Taylor, American Radiator Co. 


Chicago A. S. H. V. E. 


That an extensive program of water 
main replacement and sewer enlarge- 
ment will have to be undertaken by 
American cities in order to take care 
of the demand for water for air con- 
ditioning equipment was the opinion 
expressed at the October meeting of 
the Chicago chapter of the American 
Society of Heating and Ventilating 
Engineers. 

Loren D. Gayton, acting engineer of 
the City of Chicago, spoke on “Air Con- 
ditioning—Chicago’s Water Problem.” 

“There are 398 air conditioning in- 
stallations in the Loop area at the 
present time,’ Mr. Gayton said. “The 
water requirement of these installations 
is about two gallons per minute per 
ton of refrigeration. The Loop normal- 
ly requires about 39,000,000 gallons per 
day, but when the air conditioning 
equipment is in use, this requirement 
is increased to 65,000,000 gallons. The 
Loop area row is about 16 per cent air 
conditioned. How are we going to pro- 
vide enough water when the area is 
190 per cent air conditioned in say 20 
years? Or how are we going to pro- 
vide enough when the area is 30 to 40 
per cent air conditioned?” 

Mr. Gayton also presented figures 
on the expected increase in population 
in the Loop area with consequent in- 
crease in air conditioning requirements. 
He stated that a 100 per cent air con- 
ditioning program in the Loop area in 
20 vears would require 295,000,000 gal- 
lons of water per day. He pointed out 
that the maximum main capacity now 
is 240,000,000 gallons per day. The 
situation with reference to the disposal 
of the waste water is even more 
serious. 

Mr. Gayton pointed out that the 
amount of water discharged into Chi- 
cago sewers from the condensers on a 
hot summer day is far in excess of 
the volume from the heaviest rainfall 
in the history of the city. Members of 
the chapter who commented on condi- 
tions in Chicago declared that water 
backed up in sewers and flooded base- 
ments when all air conditioning instal- 
lations were operating at capacity. At- 
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tention was called to the health haz- 
ards resulting from this condition. 
Mr. Gayton suggested that it might 
be necessary to design air conditioning 
installations which would be more 
economical in their use of water. He 
suid that the use of cooling towers 
would reduce the amount of water re- 
quired by 95 per cent, but that with 
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the present low rate for water in Chi- 
cago, there was little incentive to go 
to the expense of erecting and using 


cooling towers. Mr. Gayton also pointed 


out that some economies in the use of 


water might be effected if air condi- 
tioning engineers would install con- 
densers with minimum water require- 


ments. 


Dayton Fixture Bill 


© Kvery item of plumbing equipment requiring a permit must 
be registered under provisions of new Dayton, Ohio, fixture 
bill—M odeled after Birmingham code 


The Master Plumbers Assn. of Day- 
ton, Ohio, realizing that the 
plumbing ordinance which had been in 
force for years was being violated flag- 
rantly in many instances by handymen 


rigid 


and others who purchased materials 
from Dtu’s., second-hand plumbing 


equipment dealers and others and made 
installations with no regard for the 
safety and health of their customers, 
has prepared a code which requires 
that every item of plumbing material 
requiring a permit be registered with 
the City Plumbing Department. The 
City Commission has passed the ordi- 
nance as submitted and it was placed 
in effect on October 16. This ordinance 
is patterned after the code effective in 
Birmingham, Ala. 

Proceeding 
ward its objective, the 
code committee contacted 
houses in the area and found that they 
not only endorsed it, but assured the 
association of their The 
contemplated code was then placed in 
the hands of an attorney who is fami 
liar with the city ordinances. Then, at 


definite line to- 


association’s 


along a 


supply 


cooperation. 


a private session with the City Com- 
mission, the committee of the Master 


Plumbers Assn. of Dayton stressed the 
need for registration of fixtures and 
the check on used fixtures to eliminate 
the stealing of fixtures from vacant 
houses, which had been prevalent for 
the past five years. When 
was placed formally before the 
Commission, it was passed as submit- 
ted without a dissenting vote. 

Henry S. Blank, state director, has 
declared that the ordinance is not ex- 
pected to revolutionize the business in 
Dayton over night. He has stated that 
he believes that it will take 
vears before the full benefits are felt. 
This, he said, with the 
license law passed in Dayton which did 
not show great results until it had been 
in operation for several Mr. 
Blank had this to license 
law: “During the depression, the num- 
ber of licenses steadily declined from 
326 to 141 firms and this was done at a 


the code 
City 


several 


was the case 


years 
say on the 


time when the general tendency in the 


country was for an increase in plumb- 


where no license law was 


ing licenses 
in operation 
“We had the written approval for our 


ordinance from the two jobbers here, 


two jobbers that operate in a semi-di- 


rect to customer fashion and the ap- 


proval of one of the chain store man- 


agers operating in our city These 
were secured before we presented our 
ordinance for passage We had only 
one objector and this was a dtu. opera- 


tor.” 


The Bill 
The bill 
Be It 
the City 


itself follows: 
Ordained by the Commission of 
of Dayton: 

That 
inclusive, of the Code of General 
City of 


Section 1 Sections 972 to 77. 
both 
Ordinances of the Davton he 


and the same hereby are enacted to 
read as follows: 


Sec. 972. 
in this 


The word “fixture” as used 


ordinance shall mean and in 


clude bath tubs, lavatories, toilets, wa 


ter heaters, water softeners and all 
other plumbing and heating fixtures 
which require a permit for installation 


under the ordinances of the Citv of 
Dayton. The 


this ordinance shall mean any person, 


word “nerson” as used 


firm, association or corporation. 
(cy) It 


gon to make or aid or 


shall be unlawful for any pe! 


abet in making 
have in his or its pos 
label in 
labels hereinbes 
the City of 


or knowingly 


session, any imitation of or 


similar to the fore au 
thorized to be issued by 
Dayton. 

“Sec. 973 (a) It shall be 


any 


unlawful for 
person to sell, exchange or install 
Plumbing 


within the jurisdiction of the 


Division of the Department of Service 
and Buildings of said City. anv fixtur: 
as defined in Section 972. €C. G. O 


whether new or second-hand, unle 

the same has securely attached thereto 
a label or sticker containing thereon 
the name “City of Dayton,” a serial 


number and the signature of the Plumb 
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ing Inspector of the City of Dayton or 
facsimile of such signature engraved 
thereon. 

(b) It shall be unlawful for any per- 
son to purchase or receive, through 
exchange, or otherwise, within the City 
of Dayton any of the above named 
fixtures for the purpose of installing 
the same, whether new or second-hand, 
unless such fixtures bear a label as re- 
quired by this ordinance. Possession of 
any such fixtures not bearing the label 
as hereinbefore prescribed by anyone 
save a dealer herein shall be prima 
facie evidence that such possession is 
unlawful and a violation of this ordi- 
nance, and the burden of proof shall 
be upon the possessor to show that his 
of its possession is lawful.” 

Sec. 974. Any person desiring to se- 
cure the labels described in Section 
973 (a) C. G. O., shall make written ap- 
plication to the Plumbing Inspector of 
the City of Dayton upon blanks fur- 
nished by said City. In said applica- 
tion the applicant shall state under 
oath (a) the name and address of the 
applicant, (b) a statement of the kind 
of fixtures to be sold or installed, and 
(c) that the applicant has good title to 
said fixtures or a right to install the 
same. Such labels shall be issued to 
the applicant and shall be attached 
to such fixtures of the applicant by 
the applicant or his assistants at the 
time of sale of such fixtures. It shall 
be the duty of the Plumbing Inspector 
to keep an accurate record of the serial 
numbers of all labels issued and to 
whom issued. 

Sec. 975. It shall be the duty of 
every person who has obtained such 
labels and while in possession of such 
labels to make a weekly report to the 
Plumbing Inspector upon blanks fur- 
nished by the City showing all fixtures 
described in Section 972, C. G. O., sold 
during the preceding week, to whom 
sold, whether such fixtures were new 
or second-hand, the place where such 
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fixtures were to be installed, and the 
serial number of the label attached to 
such fixtures. 

Sec. 976. That this ordinance shall 
be construed to be cumulative and 
shall not be held to repeal any other 
ordinance of the City of Dayton relat- 
ing to fixtures. If any provision of this 
ordinance shall be held invalid, the 
same shall not invalidate any other pro- 
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vision hereof which is not in and of it. 
self invalid. 

Sec. 977. Any person violating any 
provision of this ordinance (Sections 
972 to 976, both inclusive) shal] be 
deemed guilty of a misdemeanor and 
upon conviction thereof shall be fined 
not less than five dollars ($5.00) nor 
more than five hundred dollars 
($500.00) at the discretion of the Court. 


Inspectors Convene 


© Successful convention of the Pacific Coast Plumbing Inspec- 


tors Assn. held in Oakland, 
elected to presidency 


High-lighting their activity in the 
most successful convention in their his- 
tory, the Pacific Coast Plumbing In- 
spectors Assn. gathered at the Hotel 
Oakland, Oakland, Calif. for their 
Seventh Annual convention, October 9 
and 10. Such was the mounting 
volume of business and discussion, that 
it was decided to hold three-day ses- 
sions in the future. The 1937 con- 
clave will take place in San Diego. 

The final session was featured by 
the choice of officers and executive 
committees for the coming year. The 
new officers are: J. M. M. Winkeler of 
Pomona, Calif., president; George 
irimshaw of Berkeley, Calif., vice 
president, northern division; Ed. 
Beale of San Diego, Calif., vice presi- 
dent, southern division; Stephen I. 
Smoot of Los Angeles, Calif., secre- 
tary-treasurer. Executive committee, 
northern division: J. D. Finnigan, Port- 
land, Ore.; G. W. Genuit of Stockton, 
Calif.; E. <A. Court of Sacramento, 
Calif.; Max Kreutz of Denver, Colo.; 
and Gay R. Hilliker of Fresno, Calif. 
Executive committee, southern’ divi- 
sion, A. A. Bennett of Los Angeles, 
Calif.; J. B. Davis’ of Los Angeles 
County, Calif.; Joseph T. Curley of 


Calif., October 9-10—Winkeler 


Long Beach, Calif.; E. C. Westbrook 
of San Bernardino, Calif.; and L. M. 
Hendsch of Bakersfield, Calif. 

Prominent among the _ resolutions 
passed was that looking toward close 
cooperation between the association 
and the state health departments in 
plumbing installation work; another 
provided that before deciding on con- 
vention headquarters such hotels 
should be properly certified as being 
ones in which cross-connections did 
not exist. 

Designated by President Genuit as 
the most important idea to be brought 
before the convention was the talk by 
J. C. Beswick, chief of Bureau of 
Trades and Industrial Education, De- 
partment of Education, State of Calli- 
fornia. His address dealt with the edu- 
cational features available to the Paci- 
fic Coast Plumbers Inspectors Assn. in 
each of the eleven western states 
through state boards of vocational edu- 
cation. It was shown that aside from 
stepping up the efficiency of industrial 
workers, thereby making their work 
more stable, instructor training too, is 
an important goal. Prerequisite for 
teacher candidates is at least seven 
years of journeyman experience; the 





Group picture taken at Convention of Pacific Coast Plumbing Inspectors Assn. in Oakland, Calif. 
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course of instruction serves to guide 
the trainee in the principles of teach- 
ing. Slated for early attention, accord- 
ing to Mr. Beswick, is training in 
plumbing inspection, which includes 
plumbing codes, ordinances, etc., pro- 
vided that the request is made by the 
association. “This will make your or- 
ganization of vastly greater service to 
everyone concerned,” he stated. 

Speaking of the present acute short- 
age of apprentices, especially in the 
plumbing trade, Mr. Beswick urged the 
inspectors to take a determined stand 
in the direction of remedying the situa- 
tion. President Genuit urged his di- 
recting board to confer with Beswick 
with a view toward cooperation and 
early action. 

L. J. Kruse of Berkeley, Calif., vice 
president of the National Assn. of 
Master Plumbers, spoke in favor of 
uniform sanitary regulations and their 
manifest advantages over the prevail- 
ing practice of “building a Chinese 
wall” around each community. Especi- 
ally interesting was his talk on the pro- 
posed national research laboratory to 
be created through the joint financial 
support of the N.A.M.P. and leading 
manufacturers. 

Much discussion was held over se- 
curing certain changes in the proposed 
association sponsored uniform gas or- 
dinance. Due to lack of time, it was 
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decided to postpone final action; ac- 
cordingly, the matter was put over for 
another year. 

Also coming in for discussion was 
the question of whether, in view of its 
acknowledged germ—and filth-secret- 
ing properties, the overflow was a 
needed feature of the modern lavatory. 
Those in favor of its’” retention 
claimed that the buyer demands it, 
while the counter-argument was that 
there is no overflow to the kitchen 
sink, nor the shower-stall, nor 90 per 
cent of the laundry trays. Although 
informal and making up no part of 
the official agenda, the discussion 
keyed interest at a high pitch, with 
opinion being equally divided among 
those who took part. 

Outstanding among the papers read 
was that on “Facts the Plumbing In- 
spector Should Know,” by William D. 
Hobro, chief of the Division of Plumb- 
ing, Drainage and Gas Inspection, City 
of San Francisco. Of like importance 
was the report of the Research Com- 
mittee, by Gustav Weimer, Plumbing 
Inspector of Los Angeles, which em- 
bodied a paper on computing pipe sizes 
for gas flow. 

Close to 50 members were present, 
the total registration reaching the 100 
mark. Association membership includes 
representation from 55 municipalities 
in 11 coast and far western states. 
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Yes .. . for twenty 
years the sales of Boiler “X” 


have been going UP when the 
thermometer goes DOWN. Profit- 
wise heating contractors, plumbers 
and steamfitters have steadily cashed in on the 


universal demand for Boiler “X.” 


“X”" has a record of national sales that is un- 
matched in the industry. for it is indispensable to 
every heating contractor, plumber and steamifitter. 
Boiler “X" finds every leak and seals it quickly 
and permanently without shutting down or dis- 
mantling the heating plant. See your “X” Dis- 
tributor today . .. be prepared for the increased 
demand “X” enjoys as the thermometer goes down. 





| 


abibitititititititilitite 














Po 


lg $x 


See 
“X” LABORATORIES, Inc., 25 West 45th Street, New York City “<= 
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Final Tournament 


The North Shore and Lake County 
Master Plumbers and Steamfitters Golf 
Assn. held its final tournament of the 
season at the Biltmore Country Club 
recently. Twenty-eight master plumb- 
ers, steamfitters and representatives of 
manufacturers and wholesalers turned 
out for the day’s play, and a number of 
others arrived in time for dinner, 

Following are the scores for the 


day’s play: 


Park ... i() 26 74 
Hadley .. 94 22 72 
Waukie . 113 1 82 
Katz ... 100 29 71 
Hiuestis . SS i3 
Abbott .. S6 10 16 
Baer . S5 { SI 
Frankland 94 lt 83 
Barrows ... Lov 25 75 
Cullen ... 116 a) 86 
Thomas . 126 20 106 
Wachs . 93 0) 63 
(oewey 7 83 
Tiffiney . 112 30 $2 
Wells ... ‘9 16 73 
Hunhke . 103 15 88 
Fitzgerald L16 0 86 
Strenger . , 135 a0 105 
Weise .. 111 30 81 
Madden . 10% 25 82 
Yelton . 102 23 79 
Krejeci .. 99 22 77 
Gregg .. 8S 22 66 
Stanfield . 9] | 8 73 
Carroll .. 10] 24 77 
Bergdahl . 105 27 78 
Jones .... 84 12 72 
Huntley ... : 109 26 83 
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Obituaries 


J. A. Cotter 


J. A. Cotter, 54, past president of the 
Boston Assn. of Master Plumbers, died 
recently at his home in Brookline, 
Mass. A native of Boston, Mr. Cotter 
started work as an office boy and at the 
age of 21 was manager of the company. 








J. A. Cotter 


Later he opened the Boston office for 
W. G. Cornell Company, and in 1910 
began his own business, J. A. Cotter Co. 
Mr. Cotter was a former director of the 





er 
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N. A. M. P. He is survived by his wife, 
His son, 
r., Will carry on the busi- 


two sons and two daughters. 
J. A. Cotter, J 
ness. 


H. D. Lehrbach 


H. D. Lehrbach, secretary-treasurer 


and general manager of The Bluffton 
Mfg. Co., Findlay, Ohio, died October 5. 


C. E. Hasey 


C. E. Hasey, 82, a pioneer heating 
contractor who made his home _ in 
Minneapolis, Minn. since 1879, died re- 
cently in that city. He was a charter 
member of the Apollo Club, a glee club 
of Minneapolis, which he sang with 
continuously since its founding 41 
years ago. He is survived by his widow, 
two daughters and a granddaughter. 


E. J. Kupferle 


Edward J. Kupferle, 91, a pioneer 
in the heating, ventilating and refriger- 
ation business, died recently at his 
home at 4643 Pershing Ave., St. Louis, 
Mo. Mr. Kupferle, a native of St. 
Louis, operated a business in that city 
from Civil War days until his retire- 
ment in 1920. 
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William Haas 


William Haas, president of The Wij. 
liam Haas Co., Dayton, Ohio, died Qc. 
tober 25 at the Miami Valley Hospital 
Born in Germany he came to this coup. 





William Haas 


try when he was 10 years old. In 1599, 
he went into business with his brother. 
He continued in this firm until 190s, 
when he took over the plumbing and 
heating department of the business. 
Mr. Haas was past secretary of the 
national association as well as past 
president of both state and local asso- 
ciations. 
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“NABICO” Joint-Seal is 
available in 11/4, 2!/. and 
5 lb. cans as shown 


above and in 25, 50 and 
100 lb. steel pails. Write 
today for prices and 
complete details. 


* 


ONTRACTORS and ~~ who have 
long sought a gener 


utility compound 


““NABICO”’ 
Expressly developed for use on 





NATIONAL BOILER 
IMPROVEMENT CO. 


INCORPORATED 
4100 GEORGIA AVENUE 


L WASHINGTON, Dc. 
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filing compound. Its elasticity permits taking 
joints apart at any time. Increased quantities 
which would offer them low cost—but positive of “NABICO” Joint-Seal are possible because 
—insurance against joint leaks, will find a 
definite answer to their needs in 
Joint-Seal. 
the screwed joints of pipe lines car g 
steam. hot water, gas or air which are kept 
at reasonable pressures, ‘““NABICO”’ Joint-Seal 
is also a very satisfactory - ant dress- 
ing for flanges or joint pac 

“NABICO” Joint-Seal is non-hardenin 

may be used as a lubricating. grin _ ~ 


‘~NABICO— 


of the exceptionally light weight of its com- 
ponent parts. Greater coverage and greater 
economy result. Where cost is of major con- 
sideration . . 
is vital . . 
OBBERS: Man other outstanding jobbers now 
ings andle 
[territory may be open. Write for attractive. 
flossivory territorial agreement. 
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C. Sickel 


Clarence Sickel, 40, plumbing con- 
tractor of Chicago, died recently in that 
city. He was a journeyman plumber 
for fourteen years and ae master 
plumber for the past six. His widow 
and a daughter survive him. 


P. G. Gleason 


Patrick G. Gleason, 61, who was en- 
gaged in the plumbing and heating 
business in Minneapolis, Minn., for 37 
years, died recently in that city. He 
was a resident of Minneapolis for 54 
years. He is survived by his widow, a 
son, three daughters, a sister and five 
brothers. 


A. A. George 


Arthur A. George, 70, plumbing con- 
tractor of Minneapolis, Minn., died Ye- 
cently in that city. Mr. George oper- 
ated a plumbing business in Minne- 
apolis from 1880 until the time of his 
death. He is survived by his widow, 
a daughter, a sister and two grand- 
children. 


J. D. Randle 


John D. Randle, representative of the 
James Robertson Mfg. Co., died Oc- 
tober 25. Mr. Randle had been con- 
nected with the Robertson company for 
the past 50 years. 


C. J. Knuth 


Carl J. Knuth, 53, founder’ of 
Niagara Irrigation Co. and Knuth 
Plumbing Co., died recently. Mr. 
Knuth, who made his home at Olm- 
sted Falls, Ohio, was associated with 
the plumbing business for 31 years. 
He is survived by his widow, four 
daughters, two sons, four sisters and 
three brothers. 


John Neary 

John Neary, 65, died recently in Min- 
neapolis, Minn., where he had been in 
the plumbing and heating business for 
the past 36 years. His widow, a daugh- 
ter, two brothers and three sisters sur- 
vive him. 


O. S. Staples 


Oscar S. Staples, 64, for more than 
40 years identified with the heating 
industry in Boston, Mass., died Octo- 
ber 2. 


Mr. Staples joined Buerkel & Com- 
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pany, Inc., plumbing and heating con- 
tractors and engineers over 40 years 
ago, starting as a draftsman and office 
boy. In 1923, he became vice president 
of the company. He is survived by his 
widow and a son. 


W. G. Archer 


Col. W. G. Archer, for many years 
a lecturer for the Trade Extension 
Bureau of the N.A.M.P. and a former 
citizen of Evansville, Ind., died recent- 
ly at Santa Ana, Calif. He served dur 





Col. W. G. Archer 


ing the World War in France with the 
Y. M. C. A. He is survived by two 
séns and a daughter. 


F. H. Schuler 


Frank H. Schuler, 71, a plumbing and 
heating contractor in Minneapolis, 
Minn. for 40 years, died recently in 
Minneapolis. Mr. Schuler had been a 
resident of that city for the past 50 
vears. He is survived by two daugh 
ters, two sisters and three brothers. 


F. G. Cook 


Frank G. Cook, 59, senior member of 
the heating contracting firm of Frank 
G. Cook & Sons, died Oct. 4, at his 
home in Tonawanda, N. Y. He is sur- 
vived by his widow, two sons and a 
daughter. 


S. M. Kintner 


Dr. Samuel M. Kintner, 64, vice 
president in charge of engineering of 
Westinghouse Electric & Mfg. Co., 
died recently. In 1903 he joined the 
research staff of Westinghouse, resign- 
ing in 1911 to become general manager 
and later president of National Elec 
tric Signaling Co. Following the sale 
of his company to Westinghouse, Dr. 
Kintner was made manager of the re- 
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search department. In 1930 he was 
elected assistant vice president, and 
the following year he took over the po- 
sition which he held at the time of his 
death. 


P. J. Lynch 


Peter J. Lynch, 71, for 42 years inspec- 
tor in the plumbing and drainage 
bureau, Buffalo, N. Y., died Oct. 22. 
Hie was born in Buffalo and lived there 
all his life. 


New Contractors, 
Business Changes 





San Francisco, Calif..-The Dutton 
Cochrane Co. has engaged in the heat 
ing and ventilating business at 50 Haw- 
thorne, 


San Francisco, Calif..-John J. Car- 
mody has engaged in the plumbing and 
heating business at 1109 Potrero, 


Kalispell, Mont. The Service 
Plumbing and Heating Co. has moved 
to a new location at 34 First Ave. East. 


Flint, Mich.-W. A. Gerow has _ in- 
corporated his plumbing and heating 
business, with a capital of $2,000, un- 


der the name of W. A. Gerow, Ine. 


Milwaukee, Wis.-Max CC. Wiedoff 
has engaged in the plumbing and heat- 


ing business at 2450 W. Brown St 


North Hollywood, Calif...The Studio 
City Plumbing Supplies & Appliance 
Shop has opened for business at 12124 
Ventura Blvd. 


San Francisco, Calif. Cook's Plumb 
ing & Heating Service has engaged in 


business at 547 Taraval 





Convention Dates 


November 18-20. ACETYLENE ASSN 
—Thirty-seventh annual convention of 
the International Acetylene Assn. at St 


Louis, Mo., with headquarters at the 
Jefferson Hotel 
Nov. 20-Dee. 4. \ \i | \! 
eting of the Arne , ‘ f Vly 
hanical Enginee New York Cit 


Nov. 30-Dee, 5.--POWERE Twelfth Na 
tional Exposition of Power and Mechani 


cal Engineering, in New York City, with 
headquarters at Grand Central Pala 
December 5. PENNSYLVANIA 
i} 1 A ! f Master |] rit VI ‘| 
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December 16-1%. \ \ 
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That attention is being given to every 
part of the well-rounded program of 
the women’s auxiliary is indicated by 
the reports of activities of the various 
local groups during the past month. 
The benevolent, social and educational 
phases of the program are being ad- 
vanced, while cooperation with the 
master plumbers, particularly along 
the line of sanitation, is being con- 
tinued. Another outstanding feature 
of these reports is that unusual in- 
terest is shown by the splendid at- 
tendance at the October meetings of 
several units, while at least one group 
which had been inactive, has resumed 
meetings. New members are joining 
the organization. 

It would seem that interest in the 
meetings and a varied program go to- 
gether, since among these various ac- 
tivities of the auxiliary will be found 
which will appeal to 
old or prospec- 


one 
everyone, whether an 
tive member. 


at least 


Past Presidents Club 


In order to create goodwill through- 
out the state, a Past Presidents Club 
was formed on Oct. 14 at an organiza- 
tion luncheon at the Hotel Pennsyl- 

, vania, New York City. The auxiliaries 
of Greater New York, Nassau, Staten 


Island, and Rockaways were repre- 
sented. The club is purely social but 
it brings together those who have 


given outstanding service to their lo- 
cal auxiliaries. Only past presidents 
can hold office in the club but acting 
presidents are also eligible for mem- 
bership and enter into all discussions 
so that they may carry back to their 
local groups information about the 
various subjects under consideration. 
Mrs. Jacob Stockinger, state presi- 
dent, presided during election of offi- 


om 


Well-Rounded Program 


®@ Educational, social and benevolent phases of auxiliary pro- 
gram are carried forward—Sanitary activity continued—New 
members gained—Renewed interest shown 


cers. Mrs. William Metcalf of Nassau 
Co. auxiliary was chosen as president; 
Mrs. W. F. Ebner of Bronx as vice 
president; Mrs. A. McNaught of Rock- 
aways as secretary and Mrs. E. Seick- 
man of Staten Island as treasurer. 
The following charter members were 
present at the organization: Mrs. Wm. 
Metcalf, Mrs. Jos. Reidman, and Mrs. 
Edw. Seltzer, all of Nassau County; 
Mrs. Jacob Stockinger, Mrs. Henri Bill- 
harz and Mrs. Chas. Budrie of Queens; 
Mrs. M. J. Kennedy of Brooklyn; Mrs. 
John Sharp of Manhattan; Mrs. A. Mc- 
Naught and Mrs. P. Scott of Rockaway; 
Mrs. Seikman of Staten Island and 
Mrs. W. F. Ebner of the Bronx. 
Meetings of the club will be held 
quarterly. The next meeting will be 
on Jan. 12, 1937, at 8 Nevins St., Brook- 
lyn, with Mrs. John Sharp as chairman. 


Large Bronx Party 

Well over a hundred members and 
guests attended the fall card party 
held by the Bronx (New York City) 
women’s auxiliary at the meeting 
rooms on East 176th St., on Oct. 15. 
Mrs. Jacob Stockinger and Mrs. Henri 
Billharz, president and secretary re- 
spectively of the New York state 
auxiliary, came from Queens; also 
Mrs. W. Budrie, president of the 
Queens auxiliary, and Mr. Budrie. 
Pres. Mrs. M. J. Kennedy and Mr. 
Kennedy and Mr. and Mrs. E. Jost 
were present from Brooklyn. 

Mrs. Henry Kroepke was chairman 
of the committee, assisted by Presi- 
dent Mrs. Arnone, Mrs. Licht, Mrs. 
Reihm, Mrs. William Kroepke, State 
Vice Pres. Miss Alice Roth and Mrs. 
Frank Roth. State Pres. S. George 
Arnone acted as host on this occasion. 

Delicious refreshments were served 
at the conclusion of the card games. 
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Wornen 


Conducted by — 





Dorothy Edwards 





Activity Resumed 

The Women’s Auxiliary to the Chi- 
cago Master Steamfitters Assn., which 
has not been very active for the past 
year or so, has resumed regular meet- 


ings. The first meeting was held Oct. 
20, and a large number of the old 
members returned with the same en- 
thusiasm as before. Twenty-four mem- 
bers were present. 


Mrs. Josephine McCauley has been 
appointed as membership chairman 
and it is expected that under her 


leadership a number of new members 
will be won. Mrs. Charles Lamb is 
president of the auxiliary and will be 
aided by a board of directors. Mrs. 
Lorraine M. Buckley is publicity chair- 
man. 

Meetings will be held on the third 
Monday of each month at the Palmer 
House. 


K. C. Aids Children 


The Kansas City, Mo., auxiliary mem- 
bers at present are much interested in 
working for the Needlework Guild in 
that city. This institution is of great 
value in helping children who are in 
need of clothing suitable to wear to 
school. Already two hundred garments 
have been assembled, two new articles 
being donated by each member and the 
money appropriated being spent for 
good materials to be made at all-day 
meetings. 

This month the group meet at the 
home of Mrs. E. D. Hornbrook to sew 
for this worthy project. A generous 
donation from the Association of Mas- 
ter Plumbers was announced, also spe- 
cial prices on goods by local merchants 
in order to help in this work. A cov- 
ered dish luncheon and special music 
enlivened the occasion. 


N. J. Board Meeting 


There was a record attendance of 
about 50 members at the first New 
Jersey State Board meeting of the fall, 
which was held on October 8 at the 
Castle, North Bergen, N. J. Mrs. Louis 
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Komoski, president of the state aux- 
iliary, was particularly pleased by the 
fact that all the past presidents of the 
Executive Board were present. 

The meeting was presided over by 
Mrs. Komoski, who made a splendid 
address of welcome. She was presented 
with two beautiful bouquets of flowers, 
one from the North Hudson Auxiliary, 
which was hostess to the Executive 
Board on this occasion, and the other 
from Mrs. Komoski’s local auxiliary of 
Jersey City. 

Sanitation was discussed and the 
members were encouraged to keep up 
their good work along this line by Mrs. 
J. J. Corcoran, national] sanitation 
chairman, who made an_e excellent 
speech, as usual. Mrs. Henry Bunker, 
state sanitation chairman, also spoke 
enthusiastically of her interest in this 
work. 

Two new members for the Montclair 
auxiliary were reported by Mrs. Wil- 
liamson of that city. Mrs. Komoski also 
stated that Jersey City had gained as 
a new member Mrs. Cook, wife of the 
vice president of the Jersey City Mas- 
ter Plumbers Assn. 

Telegrams wishing the auxiliary suc- 
cess in its activities were received ffom 
George H. Werner, president of the 
N. A. M. P., and George McVoy, presi- 
dent of the New Jersey State Assn. 
of Master Plumbers. 

After the business meeting some of 
the master plumbers and friends joined 
the group and an excellent dinner was 
served. Card games and a floor show 
followed the dinner. 


New Denver Officers 


Election of officers of the Women’s 
Auxiliary of the Denver Master Plumb- 
ers Assn. took place on October 7 at 
the Blue Parrot Cafe. Fourteen mem- 
bers were present and a delectable 
luncheon was served, with Mrs. J. J. 
Laverty acting as hostess. 

The officers for the ensuing year are 
as follows: Mrs. E. B. Clayton, presi- 
dent; Mrs. J. J. Laverty, vice presi- 
dent; Mrs. C. W. Fellows, secretary; 
Mrs. J. P. Brickey, treasurer; Mrs. 
F. X. Bordeau, corresponding secretary. 
Mrs. Vincent Kandorf, the retiring 
president, was complimented upon her 
successful term in office. 

Following the business meeting, 
ecards were played, with high score 
being made by Mrs. Kandortf. 


Fla. Board Meets 


Mrs. F. R. Fanning was appointed 
chairman of the Sanitary Committee 
of Florida and general chairman of the 
essay contest at the meeting of the 
Florida State Auxiliary Board held in 
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Daytona Sept. 27. Prizes will be given 
at the convention for the best essay 
by a child in school. Children of mas. 
ter plumbers will not be eligible to en- 
ter the contest under the rules which 
have been laid down by the board. 





Miss Kathleen Rogers, of Lakeland, 
Fla., president of the Florida Women’s 
Auxiliary 


Pres. Miss Kathleen Rogers presided 
at the Board meeting and named Mrs. 
V. C. Grant as secretary. She also ap- 
pointed Mrs. C. M. Hancock of St. Pe- 
tersburg a member of the advisory 
committee serving on the Board of 
Directors. 

Representatives were present from 
the auxiliaries of Jacksonville, Lake- 
land, Orlando, Winter Park, Winter 
Haven, St. Petersburg, Deland, and 
Daytona Beach. 


Orange Card Party 


To help raise funds for a radio for 
the rooms of the Master Plumbers 
Assn. of the Oranges, N. J., the wo- 
men’s auxiliary to that organization 
held a card party in the association 
rooms on Oct. 22. 

A fine crowd appeared for the affair, 
including Mrs. Louis Komoski and Mrs. 
Robt. McDonald, president and secre- 
tary respectively of the New Jersey 
state auxiliary and Mrs. J. Kull, secre- 
tary of the Jersey City auxiliary, all 
from Jersey City. The North Hudson 
auxiliary was represented by Mrs. 
Chas. Zimmerman and Mrs. Henry 
Bunker, both past presidents of the 
New Jersey state auxiliary; Mrs. Nick 
Triani, state auxiliary director; and 
Mrs. Mary Menegaux. Officers of the 
local master plumbers’ association 
were also present, together with repre- 
sentatives of manufacturers and whole- 
salers. 

Credit for a successful evening was 
due Pres. Mrs. Albert Ruehl, and the 
committee composed of Mrs. Jos. Berg, 
Miss Tillie Berg, Mrs. Geo. Fricke and 
Mrs. M. William. 
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Fine Boston Meeting 


There was a fine attendance of mem- 
bers and master plumbers at the first 
monthly meeting of this season of the 
Boston women’s auxiliary, which was 
held on Oct. 20, at the home of Mrs. 
Frances R. Gillespie, Newton, Mass. 
several guests were also present. 

During the course of the evening the 
president, Miss Mary N. McKenna, in 
behalf of the members presented Miss 
Emily Donoghue with a quilt as a gift 
for her approaching marriage. 


Special N. Y. Meeting 


All New York State auxiliary officers 
and members are requested to attend 
a special fall meeting, called by Mrs. 
Jacob Stockinger, president of the 
New York State Women’s Auxiliary of 
the Master Plumbers’ Assn. This 
meeting will be held on Wednesday, 
Nov. 18, at 2 p. m., in the Hotel Penn- 
sylvania, New York City. National of- 
ficers and guest speakers will be pres- 
ent. Sanitation will be the chief sub- 
ject of conversation. 


° ° 
Membership Drive 

A membership drive was launched by 
the Bronx (New York City) women’s 
auxiliary even before their first meet- 
ing was held this season. Short let- 
ters of invitation to the meeting were 
sent to potential members and Pres. 
Mrs. S. George Arnone made personal 
calls on a few in a special effort to in- 
duce them to attend and join the 
auxiliary. As a result, several ex- 
pressed interest in becoming members 
and intensive follow-up work will be 
done to bring them to the next 
meeting. 

There was a fine attendance at the 
first meeting, nearly every member be- 
ing present. 


Tampa Fish Fry 


A report received from the Tampa, 
Fla., women’s auxiliary, indicates that 
the members there thoroughly enjoy 
their meetings, continuing them all 
through the year. 

During the second week of October 
the members and their families went to 
Horseshoe Beach for a fish fry and 
swimming party. Supper was  pre- 
pared out of doors. Those attending 
were Mr. and Mrs. Frank Williams, 
W. Smoak, Mrs. S. Williams, Mr. and 
Mrs. G. Shaw, Frank Shaw, Mr. and 
Mrs. H. Perryn, Mrs. EF. Holmes, Mrs. 
W. Gregory, Mr. and Mrs. McGhan, 
Mary Louise McGhan, Mrs. W. E. Me- 
Andrews, Mrs. Harry Howard, Miss M. 
Bolar, Dan McGhan, Miss G. Harris and 
Mrs. E. Haner. 
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Why does one industry hold the confi- 
dence of the public more than another? 
The greatest reason is that of integrity. 
Our industry constantly has kept faith 
with the buying public by presenting hon- 
est products and services. Then, too, the 
large majority of those connected with 
our industry are integral parts of the com- 
munity which they serve. But notwith- 
standing this background of honesty and 
stability, our industry would not occupy 
the present high position that it does, if 
publicity had not helped. The following 
columns show a portion of the recognition 
which is being accorded to our industry. 


PRODUCTS 
Starve Mawmowaeaeme 


Pipe - Vatwes Fittings 










Necoanttlon 


Over Radio... In Newspapers... Thru Magazines .. . 





Progress 


® Float entered in Syracuse, N. Y. celebration 
and National Beef Cattle Show at Ft. Dodge, 
Iowa give evidence of industry’s progress as 
well as universal interest in new develop- 
ments and products 


The city of Syracuse, N. Y., recently held a celebra- 
tion on the removal of railroad tracks from the center 
of the city. One of the many interesting floats entered 
in the parade which was part of the celebration was 
entered by Pierce Butler Radiator Corp. whose head- 
quarters are in that city. This float contrasted the com- 
pany’s present model, automatic boiler with a wood burn- 
ing stove of 1839, the year that the company started 


business and the year that railroad tracks 
were first laid into Syracuse. 

Indirectly, this float was more than 
part of a local celebration. It showed 97 
years of progress for the heating industry 
—years that have brought increased com- 
fort, leisure and labor-saving to American 
homes. The float also brought to mind 
the fact that the progress of our industry 
has kept pace with the progress of the 
country and its cities and communities. 
This, too, showed that those years of 
progress have been years of integrity in 
which our industry has kept faith con- 
stantly by building better products. 

The Leighton Supply Co., Fort Dodge, 
Iowa, has taken the same method of ex- 
pressing the advancement made through 
the years by the jobbing branch of our 
industry. During the National Beef Cat 
tle Show held during September in Fort 
Dodge, the company entered a float which 
showed the old oaken bucket and the old 
wooden pump. Contrasted to this equip- 
ment was modern water supply equip- 
ment. 


These floats were entered by a manufacturer 
and a wholesaler in different parts of the coun- 
try. The float above was entered by Leighton 
Supply Co., Fort Dodge, Iowa, in the National 
Beef Cattle Show held in that city. The float 
below was entered by Pierce Butler Radiator 
Corp., Syracuse, N. Y., in a celebration on the 
removal of railroad tracks from the streets 
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From This Beginning 
® Eastern magazine traces first steps in com- 
fort cooling which were carried on in New 


York City 





A recent issue of The New Yorker magazine con- 
tained a short article on one of the first steps in modern 
air conditioning. Besides presenting by inference the 
advantages of modern air conditioning, this article also 
showed the definite increase in comfort which exists in 
the field today. The article read as follows: 

“You could probably win a tidy little sum of money 
by betting your friends that there was a cooling system 
in operation in New York over ten years ago. We found 
out about this from a man who had occasion to visit 
the workroom on the top floor of Cartier’s where they 
make settings for jewelry, working with tiny blowtorches 
and, naturally, getting pretty hot. The cooling system 
is primitive but effective. First of all the sloping glass 
skylight is painted with a special kind of bluish paint 
which helps keep out the heat. Over this there is an 
arrangement of pipes with holes punched in them so 
that when a valve is turned on, a sheet of flowing water 
covers the glass. On hot days somebody turns on the 
water often enough to keep the skylight wet, the ven- 
tilating fans are kept running and there you are. It 
was installed by a plumber and nobody ever called it 
air cooling. Cartier’s told us that they didn’t know of 
another system like it. 

“It turns out, though, that there is at least one other 
system like it. This was put in several years ago in a 
penthouse. Works the same way as Cartier’s, and was 
also installed by a plumber. It isn’t used much 
nowadays, though, because the man who had it put in 
has recently supplemented it with a refrigerating system. 
A fool for coolness, evidently.” 


An Ounce of Prevention 


© Releases by Plumbing and Heating Indus- 
tries Bureau call attention to necessity for 
protection against fire and thus point to a 
new field of sales for contractors 


In line with Fire Prevention Week which took place 
October 4-11, the Plumbing and Heating Industries 
sureau released several articles to newspapers pointing 
out fire hazards in homes and suggesting possible fire 
preventive measures. Such publicity as this suggests a 
new sales field for contractor-dealers and opens a new 
realm of customers. The October issue of DOMESTIC 
ENGINEERING made a similar suggestion by drawing a 
parallel between fire hazards and the sale of adequate 
domestic water supply systems. 

The thought of the articles published was similar to 
that published by the Chicago Daily News on October 3. 
Excerpts from this article stated: “In connection with 
Fire Prevention Week, which begins October 4, the 
Plumbing and Heating Industries Bureau offers the fol- 
lowing suggestions, careful observance of which will do 
much to prevent fires: 

“Start the heating season with a clean _ heating 
plant. Have an experienced heating contractor make a 
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thorough check on the entire system, particularly with 
reference to drafts and dampers. IXvery automat- 
ically fired heating boiler should be protected against the 
hazard of low water by a device which automatically 
controls the level of the water in the boiler, or by a 
low-water cutoff, which stops the burner if the water 
level falls below the safety point. Domestic hot water 
systems should be protected with a pressure and tem- 
perature relief device. 

“A new midget sprinkler system for the small home 
has recently been perfected which gives to the residence 
the same automatic protection against fire enjoyed by 
the commercial and industrial structure. The best pro- 
tection against fire hazards in connection with the heat 
ing and plumbing system is t 
having all heating and plumbing work done by reputable 


» take the precaution cf 


contractors who employ experienced men.” 

A partial list of the newspapers who already have 
published stories in connection with fire prevention in 
cludes: Star, Indianapolis, Ind.; Post, Washington, 
D. C.: Star, Portsmouth, Va.; Journal, Ithaca, N. Y¢ 
Journal, Minneapolis, Minn.; News, Detroit, Mich. 
Free Press, Detroit, Mich.; Star, Washington, D. &.% 
Daily News, Chicago; Plain Dealer, Cleveland, Ohio; 
Herald-Tribune, New York City; and /:nterprise, Brock 
ton, Mass. 


A ¥ * 6 
® Article in magazine for residential appraisers 
sketches latest developments in home heating 
systems and emphasizes value of moderniza- 
tion 


The September issue of The Review of the Society 
of Residential Appraisers contained an article on ap- 
praising residential heating equipment by Norman J. 
Radder, secretary, Plumbing and Heating Industries 
Bureau. In the foreword to this article, the following 
comments were made: “There 1s no more important 
single item to be considered in residential appraising 
than the heating plant. Improvements during the past 
five years have been so extensive that the appraiser's 
problems have been considerably complicated thereby.” 

Such articles as these have considerable value in 
stressing the importance of modern equipment and are, 


therefore, recognition for our madypstrs \ portion ot 
the article follows: 
“The appraisal of residential heating plants has I 
1 iad g 4] dive 


pnecAll f thi Liit 


come more difficult in recent vears 
sity of the equipment introduced, because of the com 
plexity of the installation resulting from the demand tor 
automatic heating and because the advent of air con 
ditioning has broadened heating into home comfort. 
“Always the first consideration of the appraiser in 
estimating the heating plant should be the question: will 
this plant do a dependable, efficient and economical job 
of heating regardless of outdoor temperature and 
velocities? But what about the appraiser ? How 1s he 
to detect inferior workmanship ? 
wish to have the installation checked by a competen 
heating and piping contractor who will not merely be 
able to say if the system is correctly designed but who 
may be able to suggest changes and improvements.” 
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MOTOR SPEED CHANGES 
with 
FINGER-TIP CONTROL 


You can get as many as 4 predetermined 


speeds with a single Century Multispeed 
Induction Motor — simply by pressing a con- 


veniently located button! 


Or, you can get as many as 8 speeds with 
a single Century Multispeed Induction Motor, 


when combined with a 2-speed gear head! 


Naturally, by having speed - change control 
in your motor, you save the expense of 
building it into your machine. Also — you 
get the same dependable performance that 
has always characterized Century Poly- 


phase Motors. 


Sizes, 1/2 to 300 Horse Power. 


CENTURY ELECTRIC COMPANY 
1806 Pine Street St. Louis, Mo. 


Offices and Stock Points in Principal Cities 
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Good-Will Builder 


© Jersey bank displays air conditioning appa- 
ratus in lobby to show that air breathed is 
absolutely clean 


An article and a photograph carried by the American 
Banker in a recent issue did much to show the psycho- 
logical benefits of air conditioning and, incidentally, how 
air conditioning can prove to be a builder of good-will. 
One of the banks in Perth Amboy, N. J., has staged a 
dramatic demonstration to prove that the health of the 
depositors is protected. The demonstration consisted of 
two air filters, one clean, and the other with the accumu- 
lated dirt of five months’ operation in the bank’s air 
conditioning system. 

The article on this demonstration said, in part: “Since 
the installation of this system, the efficiency of the per- 
sonnel has increased, it is reported. Less absences, more 
cooperation between the employees and a more cheerful 
attitude toward the performance of routine duties is 
noted. The depositors, it is understood, seem pleased 
with the interest shown in their behalf, and the psycho- 
logical effect—that a bank which will safeguard its 
depositors’ health will certainly take good care of their 
money—has created, it is believed, a great amount of 
good-will.” 


You’re the Authority 


© This month’s prepared news item is based on 
a survey made by the Chicago Real Estate 
Board which showed insanitary conditions* 


For the past several months this section has carried 
a prepared news item for contractor-dealers to forward 
to their local newspapers, thus publicizing their industry 
and advertising their own business. The prepared item 
which appears at the bottom of the column this month 
should be a great business builder for those contractor- 
dealers who copy the item on their business letterheads 
after filling in the proper blanks with their name and 
address. 


— 
*Domestic EnGINgERING, October, 1936, p. 155. 











Despite present sanitary measures, many people 
still are living in conditions that are as bad as 
those of the Middle Ages according to ..... _ 
plumbing and heating contractor-dealer of ...... 
isnin A survey of sub-standard housing which 
was conducted in Chicago recently disclosed that 
over 2,500 buildings were occupied although those 
buildings were classed as being fit for demolition. 
The same survey revealed that there were almost 
the same number of buildings which had open 
plumbing and that there were over 700 buildings 
whose plumbing was definitely insanitary. Such 
conditions as these, while they may be extreme 
cases, nevertheless are an indication of the con- 
stant menace to public health which exists wher- 


ever inadequate attention is paid to plumbing. 
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Mills Rule 


® Reader wants to check on his calculation be- 


cause he guarantees each installation to heat 
to 70 deg. Fahr. with zero outside 


To THE EpITor: 

In installing radiation I use the Mills Rule, as the 
2-20-200 rule is called, and to the customer I give a 
written guarantee that he will obtain 70 deg. Fahr. in 
the rooms during zero weather. I never have had any 
complaints from my customers but I should like to know 
to what extent I can be sure that they are obtaining the 
required amount of heat. In figuring the radiation | 
proceed as follows: 

Taking for example a room located on the first floor 
of a two-story house with the basement extending from 
the front to the rear of the house and with the room 
having a south and west exposure, I find that the net 
wall area for the west side is'52'% sq. ft. which, divided 
by 20 gives approximately 2.6 sq. ft. of radiator sur- 
face. The west window has 11 sq. ft. of glass, which 
divided by 2, gives 5.5 sq. ft. of radiator surface. The 
west door has 16 sq. ft. which, divided by 2, gives 8 
sq. ft. of radiator surface. The sum of these is 





Se GUE 4k <0e et ape vawaves 2.6 sq. ft 
eS ee 5.5 sq. ft 
DE o6h benkbas eve eweans 8.0 sq. ft 

Pe eee eee Tee 16.1 sq. ft. 


To this I add 20 per cent for exposure or 3.22 sq. ft., 
making a total of 
Wall, glass and door....16.1 sq. ft. 
Peer eere irre ce 3.22 sq. ft. 





DN ink sender 19.32 sq. ft. 
of steam radiation. 
The south side has 78 sq. ft. net wall and 11 sq. ft. 
of window and this is calculated by the same method 
except that no exposure is used, giving 





Net wall, 78 sq. ft./20.....3.9 sq. ft. 
Cee, BE OO GRSES oc kc ccc 5.5 sq. ft. 
(ery ore *9.4 sq. ft. 


The cubic contents of the room amounts to 855 cu. 


ae 


*Reader added this as 9.14 which is slightly less than 
the true amount and the rest of his calculations have 
been revised to correct this difference. 





tt. which, divided by 200, gives 4.28 sq. ft. for one air 
change or 4.28 X 2 or 8.56 sq. ft. for two air changes. 
Summing up gives 

West side inc. exposure. .19.32 sq. ft. 

oe 9.4 sq. ft. 

Two air changes......... 8.56sq. ft. 

Total steam radiation re- 
eee ee 

You will note that no allowance is made for the floor 
as, with a basement below, I know from experience that 
the room above always is comfortable. As for the ceil- 
ing, the room above is heated and no allowance need be 
made. In cases where there is a roof over the room 
instead of another warmed room I figure the ceiling as 
another exposed wall, unless the room is a bedroom, 
when I omit the ceiling consideration even under the 
roof. 

It will be noticed that I have made an allowance of 
20 per cent for west exposure. When the exposure is 
east I allow 10 per cent and when it is north I allow 
25 per cent, using the same method otherwise as pre- 
viously illustrated. In choosing the boiler I select the 
one which the manufacturer recommends to carry the 
load and I size the mains from tables and from the com- 
mon method of two 34 in. pipes equal one | in. pipe; 
two | in. pipes equal one 1% in. pipe and so on. Now 
can you tell me theoretically what would be the tem- 
perature of this room when the outside temperature is 
zero degrees ? 

When the job is a hot water installation I use the 
steam radiator sizes as obtained in the foregoing and 
add 60 per cent to the surface. Any information which 
you may be able to give me on this subject will be 
greatly appreciated. 

Penn. F. R. 


To THE READER: 

You certainly have used a very common sense appli- 
cation of the Mills rule and your result should be quite 
close to the correct answer. The only point on which 
we are not in full accord with you is in the omission 
of the first floor losses and of ceiling losses for bedrooms 
under a roof. While the results you obtain may he 
satisfactory, the truth of the matter is that with a well 
covered system the celler of a house in zero weather is 
quite a way below 70 deg. Fahr. and as long as this is 
so there must he some heat lost through the floor. In 
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SAVED 100,000 
GALS. OIL 











By remodelling 
their heating plant, re- 

placing steam coils with 35 unit 
heaters equipped with Sarco 
Float and Thermostatic Steam 
Traps and equipping radiators in the offices with 427 Sarco 
Radiator Traps, the Mack-International Truck Co., Long 
Island City, reduced fuel oil consumption 100,000 gals. in 
one season, according to article in Heating & Ventilating. 
This is just one of hundreds of buildings where fuel bills 


have been materially reduced by installing 


SARC HEATING 


SYSTEM 


In our experience of over 25 years we have learned 
many ways of improving heating systems. Perhaps we 
could help you by applying some of these ideas to your 
buildings. 

For the convenience of architects, engineers and con- 
tractors we maintain a competent force of practical heat- 
ing engineers who are available for consultation on 
heating problems without 
charge or obligation. 

Write us and also ask 
for Catalog M-45, or mail 


the coupon. 





ease 


SARCO COMPANY, INC. 
183 Madison Ave., New York, N. Y. 
Branches in Principal Cities 
Sarco Canada Limited, Federal Bldg., Toronto, Ont. 


nS 

Your Pipe 
SARCO 

ILPIPE SAVERS 


l sarco COMPANY, INC. 
183 Madison Ave., New York, N. Y. 


| Without any obligation, you may 
| [] Send a copy of Sarco Heating System Catalog M-45. 


SC} Move your representative coll 
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the book, “Six Ways to Figure Radiation,” t.:! .- 
presented for quick use, these being based on :!): 
method of calculation and it will be interesting t 
these tables to your problem and see where we arriv 







































































STEAM HEATING 
North Side East Side South Side West Side 
Area Area Area Area 
Sq. |Wall |Glase . |Wall |Glass} Sq. |Wall 'Glass! Sq. |Wall |Glass 
Ft. Ft. Ft. Ft 
A B ¢ D E F G H I J K L 
2 0.2; 0.8 2 0.2! 0.7 2 0.2); 0.46 2 0.2; 0.7 
4 0.4 1.5 4 0.4 1.4 4 0.4 1.3 4 0.4 1.4 
6 0.7 2.2 6 0.6; 2.1 6 06) 2.0 6 0.6; 2.1 
+ 0.9| 2.9 8 0.8; 2.8 7 0.8; 2.5 ~ 0.8) 2.8 
10 1.1 3.7 10 1.0; 3.5 10 1.0; 3.0; 10 1.0} 3.5 
12 1.3) 44] 12 1.2} 4.5] 12 1.0} 3.5} 12 1.2} 4.5 
14 1.5} 5.2 14 1.4; 50) 14 1.5} 4.0); 14 1.4) 5.0 
16 1.7; 6.0 16 1.6; 5.5 16 1.5; 5.0 16 1.6) 55 
18 1.9] 6.5 18 1.8; 6.5 18 2.0; 5.5 18 1.8} 6.5 
20 2.1} 7.4, 20 20}| 7.0; 20 2.0} 6.0}; 20 2.0] 7.0 
22 2.44 8.0} 22 2.2} 8.0} 22 2.0] 6.5) 22 2.2} 8.0 
24 2.6} 9.0] 24 2.41 2.5 24 2.5 7.0| 24 2.4) 8.5 
26 2.8; 9.5 26 2.6} 9.0| 26 2.5} 8.0} 26 2.6) 9.0 
28 3.0} 10.0} 28 2.8} 10.0} 28 3.0; 8.5) 28 2.8} 10.0 
30 3.2; 11 30 3.1} 11 30 3.0} 9.5 30 3.1} 11 
32 3.4} 12 32 3.2] 11 32 3.0} 10 32 3.2] il 
34 3.6] 13 34 3.4) 12 34 3.5} 11 34 3.4) 12 
36 3.8} 13 36 3.6) 13 36 3.5} 12 36 3.6) 13 
38 4.0} 14 38 3.8) 13 38 4.0} 12 38 3.8) 13 
40 4.2} 15 40 4.1} 14 40) 4.0} 13 40 4.1] 14 
42 4.5) 16 42 4.2!) 15 42 4.0) 13 42 4.2] 15 
44 4.51 16 44 4.4) 16 43 4.5) 14 44 4.4) 16 
46 5.0} 17 46 4.6) 16 46 4.5) 15 46 4.6) 16 
48 5.0] 18 48 4.8) 17 48 5.0) 15 4x 4.8) 17 
50 5.51 19 50 5.2) 18 50 5.0] 16 50 5.2); 18 
55 6.01] 20 55 5.5) 19 55 5.51] 17 55 5.5} 19 
60 6.5} 22 60 6.0} 21 60 6.0} 19 60 6.0] 21 
65 7.0} 24 65 6.5} 23 65 6.5} 21 65 6.5; 23 
70 7.51 26 70 7.0} 25 70 7.0} 23 70 7.0} 25 
75 8.0] 28 75 7.5) 26 75 7.5| 24 75 7.5} 26 
80 8.5) 30 80 8.0} 28 8.0) 26 80 8.0] 28 
85 9.0} 32 85 8.5} 30 85 8.5) 27 85 8.5; 30 
90 9.5) 33 90 9.0} 32 90 9.0! 29 90 9.0; 32 
95 10.0} 35 95 10.0} 34 95 9.5) 31 95 | 10.0} 34 
100 | 11 37 100 | 10 35 100 9.5] 32 100 | 10 35 
120 | 13 44 120 | 12 4? 120 | 11 38 120 | 12 42 
140 15 52 140 14 50 140 13 45 140 | 14 50 
160 17 59 160 16 57 160 15 53 160 16 57 
180 19 67 180 19 180 17 58 180 19 64 
200 | 22 74 200 | 21 71 200 | 19 64 200 | 21 71 
240 | 26 89 2740 | 25 85 240 | 22 77 2 25 85 
280 30 3104 280 29 Wa 280 26 280 29 8 
320 34 3118 320 33 4113 320 30 «j112 320 | 33 {113 
3 39 1133 60 | 37 [127 360 | 33 1116 37 4127 
40u | 43 (|148 400 | 41 {142 400 | 36 {129 400 | 41 [142 
480 | S51 [178 480 | 50 |170 480 | 45 {154 480 170 
560 | 60 [208 560 | 58 {198 560 52 560 58 |198 
640 | 69 3 640 226 640 | 59 {205 640 226 
720 | 77 1267 720 | 74 {254 720 | 6 720 | 74 1254 
#00 | 86 [296 800 | 83 [282 74 {257 800 | 83 [282 
96 {335 900 | 93 {318 900 | 84 |290 900 | 93 {318 
1000 1107 {1369 {1000 |103 {353 |1000 | 93 {321 [1000 |103 {353 
1100 |118 \|410 j1100 {114 (390 [1100 |102 [354 |11800 /|114 
1200 |128 |445 1200 (124 (425 (1200 /|112 1200 |124 (425 
1500 |160 '555 {1500 \154 ‘530 (1500 ‘140 (477 {1500 |15 





According to the tables, one of which is reproduced 
here as Fig. 1, the losses for the west side will re- 


quire, for the 











"Wall, 52% sq. ft........ 5.35 sq. ft. 
Pr, ae WU Tis os ss seus 9.50 sq. ft. 
*°SFioor, 95 og. f.......... 6.30 sq. ft. 
Total for West Side... .21.15 sq. ft. 
*Wall, 78 sq. ft...... 7.80 sq. ft. 
fe eae 3.25 sq. ft. 
ee 11.05 sq. ft. 
Infiltration, 855 cu. ft. at 2 
air changes .......... 9.00 sq. ft 
Total for room........ 41.20 sq. ft. 


*Includes exposure allowance. 
**Includes door and exposure allowance. 
***Floor board only. 


This shows that while our reader by his method 
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obtains a steam radiator of 37.28 sq. ft. as necessary, 
the Btu. method indicates 41.20 sq. ft. although if a 
plastered ceiling were assumed on the cellar this amount 
would be reduced by about 3 sq. ft., making the total 
38.20. The theoretical temperature difference which 
could be maintained with only floor boards on the floor 
would be 

37.28/41.20 & 70 degrees or 63 degrees, 
in which case the room would be around 63 deg. Fahr. 
when it is zero outside, if the slightly added radiator 
efficiency at the lower room temperature is neglected, 
while with a plastered ceiling under the floor the tem- 
prature difference which could be obtained would be 

37.28/38.20 & 70 degrees or 68 degrees. 
Owing to the fact that our reader has allowed for two 
air changes when the usual amount for a room with two 
exposures is 1% air changes, we have little doubt but that 
this would offset the omitted floor losses and that he 
could meet a temperature guarantee of 70 deg. Fahr. 
in zero weather. 


Water Supply 


® Twenty flush valve closets are to be installed 
ina college building 


To THE EDITOR: 

What should be the size of water supply branch to 
supply 20 flush valve closets under the following con- 
ditions: Water supply is from a local elevated tank 
of 50,000 gal. capacity; it is 100 ft. to the bottom of the 
tank and there is about a 55 lb. pressure on the street 
main in front of the building which is only about 100 
ft. away from the tank. The pipe from the bottom of 
the tank is 4 in. In front of the building the main is 
reduced to 3 in., and the branch into the building is to 
be 2 in. As this is a college building we consider that 
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Fig. 2 


all of the waterclosets may be in use at the same time 
and our plans call for a 2 in. line to supply these fix- 
tures, with a 2 in. take-off to feed 23 showers, all as 
shown in the accompanying sketches, Figs. 2 and 3. 
What advice can you give us as to the probable adequacy 
of the water supply lines as we have explained our 
plans here ? 


La. La ke Oe 








@ Eighty-four years ago this company produced its first ship- 
ment of valves. Today Jarecki Valves are made in one of the 
country's largest and most modern plants—and used throughout 
the world. Here are some of the reasons why: 


@ Throughout its 84 years, Jarecki has been quick to take 
advantage of every development that makes for eco- 
nomical valve service; 


@ Jarecki Valves have uniformly accurate threads; 


@ Every Jarecki Valve is tested to withstand pressure far 
in excess of its working pressure rating; 


@ A complete variety of sizes and models is available. 


JARECKI MANUFACTURING CO. 
Erie, Pa., U. S. A. 








a 





ALLL LLL LALLA ALLE EEOC 


eee 


——ee A « ee 









































148 





Gardner-Denver split case centrifugal pumps ore 
available for heads up to approximately 300 feet 


Feil 
A Pump to Recommend 


Because | 





Here's a centrifugal pump about which you can 
truthfully say, “It usually pays for itself—and for its 
motor—during the first year of operation.”” Gardner- 
Denver, pump builders since 1859, have produced 
a line of double suction, split case centrifugals 
that are far above anything heretofore available. 
Mechanical and hydraulic features are so advanced, 
yet so logical and sound, that Gardner-Denver 
centrifugals offer the biggest value for anybody's 
money. 

When you recommend a Gardner-Denver centrif- 
ugal, you are not only recommending the finest 
developments of centrifugal pump design, but you 
are also recommending yourself. For Gardner- 
Denver pumps mean satisfied users. Their high 
efficiency, low power cost and long life make firm 
friends. Their many quality features—such as heavy- 
duty ball bearings, fully enclosed bronze impellers, 
high-carbon alloy steel shafts, double-wearing rings 
and centrifugally cast bronze shaft sleeves—speak 
for themselves. 

Write us for information about Gardner-Denver 


centrifugals—or consult our nearest branch office. 


Branch Offices and Agents in All Principal Cities 
for Your Convenience 


GARDNER-DENVER CO., Quincy, Ill. 


ER-DENVER 


PUMP BUILDERS SINCE 1859 
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To THE READER: 

Although our reader states in his letter that his speci- 
fications and plans call for one 2 in. branch with a 2 in. 
take-off to the showers his sketches indicate a 2 in. water 
supply to the water closets and an entirely separate 2 in. 
supply to the showers coming in at a different location 
altogether. For this reason we will consider the in- 
stallation from both points of view. First to be decided 
is whether the 2 in. line is adequate to supply the water 
closets; second, is a 2 in. branch adequate to supply 
the showers and third, would a single 2 in. branch be 
sufficient for both. 





Lick. Wass 
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Fig. 3 


As the water closets are flush valve closets the maxi- 
mum flow when the flush is being made should not be 
at a rate of over 50 g.p.m. per closet but this flow 
extends only over four or five seconds. With the water 
closets used at a maximum there would seldom be over 
six flushes per hour from each closet simply because the 
average time per use approximates about 10 minutes. 
Then the maximum amount of water that could be used 
under any peak operation over a period of one hour 
would be 
20 closets &K 7 gal. per flush & 10 uses or 1,400 g.p.h. 
and if these flushes were spaced evenly the water used 
per minute would average 
| 1,400 gal./60 or 23 g.p.m., 
while if it is assumed that a peak resulted in three times 
this amount the water flow would only approximate 69 
g.p.m. On the other hand a probability curve (see lig. 
4) indicates that occasionally, as many as three closets 
might be flushed at one time. 


THREE CLOSETS FLUSHED SIMULTANEOUSLY 


Taking the worst case and assuming that three closets 
are flushed at the same instant the maximum rate of flow 
would be 

50 g.p.m. X 3 or 150 g.p.m. rate 
and a 2 in. pipe will supply 150 g.p.m. with a drop of 
30 Ib. per 100 ft. of run according to the friction curves 
for the flow of water in pipes. There probably is a drop 
of about 5 Ib. from the street main pressure of 55 |b. 
due to the water closets being on the first floor, thus 
making about 50 Ib. available for operating the closets 
and for taking care of friction. If the length of run 
on the 2 in. main does not exceed 75 ft., the friction 
loss in the 2 in. pipe (with 50 per cent allowed for 
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fittings) would amount to 

75 ft. K 150 per cent X 30 Ib. or 33.9 Ib., 
friction loss leaving 

50 Ib. minus 33.9 lb. or 16.1 Ib. 
to operate the fixture. This is sufficient and it is our 
opinion that under the conditions stated the 2 in. main 
would be adequate and satisfactory. 

For the showers our reader has given no information 
as to the type of head to be used and perhaps this has 
not yet been settled. The flow from shower heads 
usually varies between 3 and 6 g.p.m. according to 
the type of head and with 23 showers it will be seen 
that the maximum flow with all showers in use would 
amount to 

23 showers X 6 g.p.m. or 138 g.p.m., 
while at 3 g.pm. rate the maximum flow with all 
showers in use would be 

23 showers X 3 g.p.m. or 69 g.p.m. 
On the same basis as the water closets, viz., 30 lb. per 
100 ft. of run and not over 75 ft. actual length of pipe, 
it would take a 2 in. pipe to supply the 138 g.p.m., and a 
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Fig. 4 


114 in. pipe would be adequate if 3 gal. shower heads 
are used even if all of the showers were on at the 
same time. 


NOT ADEQUATE FOR CLOSETS AND SHOWERS 


Now the final question as to whether one 2 in. pipe 
would be able to handle both showers and flush valves ; 
we are satisfied that if both the water closets and the 
showers are to be used at the maximum at the same 
time a 2 in. pipe would not be adequate because the peak 
demand might reach from 

150 g.p.m. plus 69 g.p.m. or 219 g.p.m. 

to 

150 g.p.m. plus 138 g.p.m. or 288 g.p.m. 
and this would require 2% in. pipe. If, however, these 
fixtures were alternated in use—that is, the water closets 
used when no showers are on or the showers used when 
no water closets are being flushed—then it is probable 
that a 2 in. line would be adequate. 
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PLACE ONE RESPONSIBILITY 
FOR ALL BRONZE VALVES ano 
HEATING SPECIALTIES ON THE 


COMPLETE MUI VACH LINE 


MILVACO Heating Special- 
ties and Approved Bronze 
Valves are made by special- 
ists in the manufacture of 
brass and bronze valves for 
more than a third of a cen- 
tury. Each unit is made with 
precision accuracy and sci- 
entifically engineered to 
meet the most exacting serv- 
ice demands for which it is 
recommended. 


A complete MILVACO in- 
stallation insures uniform 
high operating efficiency. It 
is more economical to in- 
stall MILVACO products... 
they are more efficient in 
operation and much more 
satisfactory for a longer pe- 
riod of time. 


Take advantage of these 
savings and learn, also, the 
greater dependability of 
MILVACO Heating Special- 
ties and Approved Bronze 
Valves. 


illustrated Above tilustrated Below 

No. 575 Union Bonnet Globe Valve with 0. 350 Thermostatic Trap 
renewable composition dise and No. 209 Lever handle, graduated Radia- 
slip-on dise holder. 200 Ibs. tor Valve. 
Ww. & P. 


No. 400 Gate Valve. heavy 
pattern, rising stem. 
i50 ibs. W. 8S. P. 


MILVACO Heating 
Specialties and Ap- 
proved Bronze 
Valves are recom- 
mended and sold by 
leading, recognized 
plumbing and heat- 
ing jobbers from 
coast to coast. 


Your nearest 
MILVACO _repre- 
sentative is ready 
and anxious to ren- 
der every co-opera- 
tion and assistance 
wherever possible. 


Offices in Principal Cities 


MILWAUKEE VALVE COMPANY 


MILWAUKEE WISCONSIN 
Manufacturers of 
MILVACO Heating Specialties and APPROVED Bronze Valves 
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LOOKS LIKE 
91,000,000 


and RIGID No. 65R Threader Perform- 
ance is even better than it looks 


FRICZEID designers early decided that a pipe threader 
might as well LOOK handsome enough to inspire care, 
even if it didn't NEED special care. So you have this 


bright rugged Feitzeali> No. 65R Threader to take 
pride in. But at that your chief pride will be in the smooth 


iy 


clean easy job of pipe threading it does. Threads 
4 sizes of pipe with one set of dies, any pipe, any 
thread variation. New workholder sets to size 
mechanically and tightens with one 
screw. Thumb lever releases dies 
from threads when backing off and 
reverses ratchet. Straight line ac- 
tion, handle to dies, no cock or wab- 


ble. You'll like it. Ask your Jobber. 









This famous FRET Wrench is 
guaranteed without quibble—if the 
housing ever breaks or distorts, we'll 


replace it free. And it has plenty of 
other advantages. 
THE RIDGE TOOL CO., ELYRIA, OHIO 


RIESI> 
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Boiler Connections 


© Water backs out of the boiler easily; an 
Underwriters Loop is suggested as a remedy 
to the condition 


To THE EpITor: 

Enclosed is a rough sketch, Fig. 5, of the connections 
to a boiler used to heat an eight-family apartment build- 
ing where the water backs out of the boiler very easily. 











— Kick bens 





Door 7o 
Boiler Rin. 














Fig. 5 


On this account they are unable to get steam up quickly 


and I have been wondering what could be done. ‘These 
returns cannot be lowered. 
Illinois. E. M. 


To THE READER: 

The check valves as you show them in the return line 
would prevent water backing out of the boiler but at 
the same time they would prevent returns going back 
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Fig. 6 


-' ’ he 
to the boiler and would cause water to come out of th 
air vents, water sealing the air vent valves by holding 
the returns back in the main. It generally is considered 
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that it takes about 4 in. of head on check valves to open 
them and this would result in flooding the return main 
for a long distance back in the line. 


UNDERWRITERS LOOP 


An Underwriters loop should solve your problem, 
according to the information you have given us. ‘The 
two returns should be connected either below the water 
line into a single return line which may be connected 
to the loop or they may be kept separate and a com- 
bination loop formed as illustrated in Fig. 6. 


Oil Consumption 


® Reader wants to know how much oil the boiler 


will consume with these stack temperatures 
and CO. percentages 


To THE EpDITor: 

How much oil would a burner consume operating at 
/ per cent CO, with a stack temperature of 550 deg. 
Kahr. as against a CO, of 10 per cent with a stack tem- 
perature of 550 deg. Fahr.? If the total consumption 
would be more than 1500 gal. per heating season for the 
10 per cent CO, reading what would be the oil con- 
sumption for 7 per cent CO, and a stack temperature 
of 550 deg. Fahr.? 

Richmond, Va. H. W. K. 
To THE READER: 

With the flue gases at 550 deg. Fahr. and a CO, 
reading of 10 per cent the amount of heat being lost 
up the chimney is 21 per cent of the total amount 
generated under the boiler. - Approximately another 5 
per cent is lost by radiation from the boiler making the 
total losses 


U7 UG COME 2 occ cev cece 21 per cent 
Radiation, etc. .......... 5 per cent 
Total Boiler Loss ....... 26 per cent 


The overall boiler efficiency in this case is 100 per 
cent minus 26 per cent or /4 per cent. 

With a CO, of 7 per cent and the same 550 deg. 
Fahr. stack temperature the loss up the chimney in- 
creases to a trifle over 26 per cent and the _ boiler 
losses total 





a4 errerrere 26 per cent 
Radiation, etc: .......... 5 per cent 
Total Boiler Loss ........ 31 per cent 


and the overall boiler efficiency in this case approxi- 
mates 69 per cent. 

[f the total oil consumption under the 10 per cent CO, 
condition is 1,500 gal., then 74 per cent of the heat in 
this oil is delivered at the boiler nozzle which is equiva- 
lent to 

1,500 gal. & 0.74 or 1,110 gal. 
With an overall boiler efficiency of 69 per cent this 1,110 
gal. will represent 69 per cent of the oil which must be 
burned making the total oil required under the 7 per 
cent CO, condition 


1,110/0.69 or 1,609 gal. 
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WAKEFIELD 


THE F:ntire KITCHEN AT HER FINGER TIPS! 








& Here is a 


brand new kitchen sink which 
is destined to win the heart of The entire kitchen at their fin- 


every woman. 


gertips! ‘That’s the simple idea 


This ultra-modern COMPACT which will actually sell the 
Sink ; ‘abine W akes , a lteeahaail ; tie 
a sae CAE ROW NS =WAREPINLD for you. Tht 
it possible to place virtually 

; ; _— new cabinet sink is now in pro- 
every kitchen necessity within 
easy reach of the housewife. It’s duction and will soon be in 
just what women have wanted demand, Be sure you're ready 


for years, It measures 60” to meet this demand. Write for 


long, 25” wide, and 36” high. | 
Bs , , details without delay. 


The WAKEFIELD cuts their 
kitchen labor to a minimum 


and gives them a new freedom . | | 
Krom the beginning of Sanita- 


fhey’ve never known before. 


tion, CAST TRON Enameled 







Ware has stood the test of time, 
BUY CAST IRON ENAM- 


MKLED WARE. 


= YOUR PROTECTION 3% 


Tnite? States Sanitary NYG. C0 
GENERAL OFFICES: PITTSBURGH, PENNSYLVANIA 
SEER EER eS 
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IF YOU WANT PIPE 








in LONG LENGTHS 


On every piping job, there are places where long 
lengths will shorten installation time, reduce 
fitting expense and make possible neater work. 
Now you can obtain pipe in extra long 
lengths—without cross-weld—Fretz-Moon Pipe. 
Because it is made by the exclusive “continuous 
process,” it may be had in double random (or 
even longer) lengths. And not one bit of the 
well-known Fretz-Moon quality is sacrificed. 
Every length, no matter how long, is straight 
as am arrow, true in size, perfectly round, uni- 
form in structure, tightly welded, clean inside 
and outside, and easy to bend, cut or thread at any 
point, Every inch is as highly ductile as every 
other inch—without a single hard or burnt spot 
to cause trouble. It is ideal for coiling. 
Fretz-Moon Pipe is available in long lengths 
in sizes from ¥-inch to 24-inch. Write for 


full information. 


FRETZ-MOON TUBE CO., INC. 
BUTLER - PENNA. 


FRETZ-MOON 


a ee 
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Questions 


ror READERS 


The following readers’ question was published in September. 
An answer which has been selected for publication follows: 


What are the three main factors which determine the 
intensity of chimney draft? 

The three factors which determine the intensity of 
the draft produced by a chimney consist of the average 
temperature of the chimney gases, the outside air tem- 
perature and the height of the chimney. This is so 
because chimney action is caused by the difference in 
weight between the gases contained in the chimney and 
the weight of a similar column of air outside the chim- 
ney but at a much lower temperature. For example, 
gases inside the chimney at an average temperature of, 
say, 500 deg. Fahr. will be much more expanded and, 
therefore, much lighter than air outside of the chimney, 
say at zero. An unbalanced condition results which 
nature tends to correct by having the lighter (chimney) 
gases rise but which is offset artificially by supplying 
more gases at the same high temperature at the base 
of the stack (those coming from the boiler or other 
combustion device). 

As the difference in weight of the two columns of air 
is proportional to the height of the columns, it follows 
that the higher the chimney column of air 1s maintained, 
the greater will be the unbalanced condition resulting 
and the more intense will be the draft obtained. /ntensity 
of draft must not be confused with volume of draft which 
is an entirely different matter; for instance, a 36-in., a 
48-in. and a /2-in. chimney, if all of the same height and 
filled with gases at the same average temperature and 
with the same outside temperature, would have exactly 
tht same intensity of draft; the volume of gases which 
they could handle, however, is vastly different, and this 
is why large diameter chimneys are built for large plants 
and small diameter chimneys are built for small plants. 
It also explains why large draft losses require higher 
chimneys than smaller draft losses, as the chimney draft 
must be at least equal to all of the draft losses plus the 


friction loss in the chimney. 


It is quite possible to find that a chimney lacking suff- 
cient draft to burn buckwheat coal will burn stove or 
nut sizes, or when the draft is insufficient to burn stove 
or nut it will burn egg coal satisfactorily. Less draft 
will be required for an oil fired boiler, as in this case 
there is no fire loss, and still less for a gas fired boiler 
in which there is no fire or boiler draft loss to be 
carried by the chimney. A faulty chimney condition 1s 
often corrected by changing the heating plant. 


How Would You Answer 
This Question? 

Why is it impossible to carry a desirable amount of 
humidity in a room with single glass windows on a cold 
day and how much relative humidity can be carried in @ 
room under this condition with an outside temperature 
of 25 deg. Fahr. without sweating or frosting on the 
window? 


Answers based upon your experience, suitable, will be paid 
for and published in the January issue. 
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PRODUCTS 
for DEALERS 





A New Line 


of Mercury Switches 

A new line of mercury switches, one of which 1s illus- 
trated in the accompanying illustration, has been intro- 
duced on the market just recently. 

Available in capacities of 5, 10, 20, 35, 50 and 200 
amperes on currents of 115, 220, 440 and 550 volts, 
these switches present several design features. Some 
of these are: a liquid fill described as being non-ex- 
plosive is used in the container with the idea of pre- 
venting oxides from depositing on the mercury and, by 
operating as a lubricant, facilitating motion of the mer- 
cury and decreasing the operating angle; a metallic 
chamber surrounds the mechanism, and for the purpose 
of insulation, is in turn surrounded by a bakelite body ; 
high meniscus mercury is used in the device; and over- 
size flexible leads, designed to cut down seal breakage 
from overload heat, are employed. It is indicated that 
a spring clip for mounting the switch is available for 
the different size switches. The bakelite case is finished 
in black and orange. 

Durakool, Inc., 1002 N. Main St., Elkhart, Indiana, 


is the manufacturer of this new line of mercury switches. 





Above, New Mercury Switch 


Left, New Air Conditioner 








New Air 


Conditioner 

A new air conditioning unit which is designed to be 
applicable to a split system of air conditioning and to be 
used in connection with coal, oil or gas fired boilers 
has been introduced on the market recently, and is 
shown here. 

The models which comprise this line have ratings of 
from 91,300 to 461,700 Btu. The floor plenum cham- 
ber, in which the tempering, circulating, humidifying 
and filtering functions are performed, is supplied with 
heat from the boiler, and it is indicated that the boiler 
and the plenum chamber need not be installed close to- 
gether, but with the plenum chamber and boiler in the 
positions best suited for the conditions of the installa- 
tion, as the steam lines from the boiler may be run to 
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KAINER 
CIRCULATIY, 
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— circulated type of Hot Water Heating 
System affords the best known method of effi- 
ciently delivering instantaneous heat to radiators 
and the supply system at all times. 


To sell and install the Kainer Circulating System, 
consisting of the KAINER CIRCULATOR— 
KAINER CIRCULATION CONTROL and 
KAINER GOVERNOR, aside from the resultant 
PROFITS you enjoy, is definitely a sure way of 
giving your trade complete and FULLY AUTO- 
MATIC closed Hot Water Heating Systems that 
effectually reduce fuel costs, efficiently and de- 
pendably provide more RAPID heat, COMFORT 
more quickly—modern up-to-the-minute heating 
systems that dutifully give CARE-FREE service to 
home owners year after year. 


Write for Bulletin No. 66 Today! 


KAINER & COMPANY 


761 MATHER ST. on Lier. \ elena | & & 
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BARBER BURNERS 


Another Reason 
ifor Supremacy 





—a COMPLETE 
Range of Sizes 
and Shapes! 





ARBER Conversion Burners are made in such a WIDE 

VARIETY of sizes and types (from "'small-house" to 
fully ‘Automatic Control'’ models) that it is easy to select 
the PROPER one to FIT any home heating plant. Round 
or rectangular furnaces or boilers, of ANY grate dimen- 
sions, are thus enabled to deliver their MAXIMUM EFFI- 
CIENCY. It naturally costs BARBER more to offer this 
extra variety, but it costs YOU no more—and it is abso- 
lutely IMPERATIVE to the final satisfaction of your cus- 
tomers. Remember that when you tie up with ANY 
Conversion Burner. 


@ Made in 8 different sizes to accommodate round grate diam- 
eters from 12” to 34”. Also "tailor-made" to SUIT and FIT 
the grate dimensions of rectangular furnaces or boilers. 


@ They insure a “scrubbing” flame action against side walls of 
firebox, at the proper level, with 1900° Fahrenheit flame 
temperature. 


® No fire brick or refractory elements needed to deflect the 
flame to the side walls. Barber Burners require only 70%) 
of the installation time of average Burners using such elements. 

@ Equipped with the improved Barber noiseless jets, unequaled 
for air-mixing efficiency. 

@ Furnished with Baltimore Automatic Safety Pilot Control— 
positive and accurate. 

@ Listed in the A.G.A. Directory of Approved Conversion 


Burners. 


We supply Sales Literature,. Specification Data Sheets and, 
Practical Sales Assistance. Write at once for our new Illustrated 
Catalog No. 37 and Revised Price List. 


THE BARBER GAS BURNER CO. 
3704 Superior Avenue Cleveland, Ohio 


Address Michigan Inquiries to 
The Barber Gas Burner Company of Michigan 
4475 Cass Ave., Detroit, Michigan 


BARBER 470445 BURNERS 


for Warm Air Furnaces, 
Steam and Hot Water Boilers 


And Numerous Other Heating Appliances 
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the unit. Some of the features of this unit are: spun 
glass oil impregnated filters, designed to provide dirt 
and pollen removal with low resistance; a double inlet 
squirrel cage type fan, with the blower mounted on a 
sound absorbing base; a spray nozzle type humidifier 
with the water supply controlled by a solenoid valve 
and room humidistat. The unit is enclosed in a casing 
and is designed to harmonize with the finishes of the 
company’s boilers. 

Fitzgibbons Boiler Company, Inc., 101 Park Ave., 
New York, N. Y., is the manufacturer of this new unit. 





Above, New Humidity Control 


Right, 


Portable Air Cooler 


Portable Unit 


Air Cooler 

A new portable unit air cooler which is designed for 
cooling offices, rooms or apartments and which pro- 
vides the following functions: filtering, circulating, de- 
humidifying and cooling, has just been announced and 
is shown here. 

Freon gas is the refrigerant used in this unit cooler, 
which is air cooled. Heat is exhausted through a win- 
dow duct. Noise reducing devices such as shock ab- 
sorbing motor bases are listed as capable of reducing the 
noise factor below 25 decibels. Safety equipment which 
is listed as being included in the unit consists of high and 
low pressure cutouts on the compressor and an arrange- 
ment by which the refrigerant gas will be exhausted out 
of the building through the window duct should a leak 
im the system occur. The motor is protected by a 
thermostatic overload switch which shuts off the power 
in case of an irregularity in current. The unit 1s en- 
cased in a walnut finish cabinet, but it is indicated that 
a variety of veneers having two tone effects is avail- 
able. Sizes listed as being available are %, 34 and 1 
ton units which have a capacity of 200, 300 and 400 
c.f.m. respectively. All units have a 20 degree tempera- 
ture difference between the inlet and outlet grilles. 

Pamco Conditionaire Company, 4223 W. Lake St., 
Chicago, manufactures this new unit cooler. 


New Humidity 


Control 

A new humidity control which consists of an inser- 
tion type humidostat and a solenoid water valve has 
been announced just recently, and is shown here. 

The two parts are mounted together as one unit. 
The humidostat is installed through the wall or casing 
of the cold air return, and electrical contacts in the 
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instrument operate an electrically controlled valve to 
supply water to maintain the humidity for which the 
instrument is set. The electric valve has a cast iron 
case, with a terminal chamber for conduit or BX cable 
connections. It is indicated that several types of spray 
nozzles are available, all of which are self cleaning by 
means of a fine wire which is pushed through the 
nozzle every time the water pressure is turned off. By 
means of this assembly it is indicated that simplicity of 
wiring is obtained. One electrical connection is re- 
quired for the combined unit. 

The humidostat used in this unit is manufactured by 
Julien P. Friez & Sons, Inc., Baltimore, Md., and the 
water valve is manufactured by Supreme Electric Prod- 
ucts Corporation, 7/9 Mt. Hope Ave., Rochester, N. Y., 
who also distribute the combined assembly. 


Bin Feed 
Coal Stoker 


A new bin feed coal stoker which feeds the coal auto- 
matically from the bin directly to the burner has been 
introduced recently, and is shown in the accompanying 
illustration. 

It is listed as being available in two models, in either 
the draw conveyor or the drive conveyor type. In 
the draw conveyor type, the coal feed screw draws the 
coal from the bin and conveys it under the floor through 
the feed tube to the burner. A reverse screw arrests 
the movement of the coal toward the stoker power unit 
and forces it up through the burner to the fire. In the 
drive conveyor type, the power unit of the stoker pushes 
or drives the coal from the bin to the burner, and the 
power unit is located behind the bin. With either of 
these two models the bin acts as the hopper for the 
fuel. 

Anchor Stove & Range Company, New Albany, Ind., 
is the manufacturer of these two bin feed coal stokers. 





New Air Conditioner 


Bin Feed Coal Stoker 


Two New Air 


Conditioners 

The air conditioning unit which is illustrated here is 
one of two models announced recently. 

They are designed to heat, humidify, filter, distribute 
and control the condition of the air, and they contain 
provisions for permitting the insertion of a fin type 
cooling coil for use with either Freon or cold water to 
provide summer aid conditioning. They are listed as 
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EXCELSO Tankless Indirect Water Heater here replaces 
two separate water heating systems in two 3-family apart- 
ment Luildings. Installed by Heatomatic, Inc., Boston, Vass. 


EXTRA PROFIT for Dealers 
EXTRA SAVINGS for Customers 
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EXCELSO TANKLESS 
INDIRECT WATER HEATERS 


) the money on the barrel head that is 
getting dealers steamed up on this new 
EXCELSO Indirect Heater. It opens up new 
installation possibilities on all types of auto- 
matically fired heating boilers by eliminating 
the storage tank. 


The EXCELSO Tankless Water Heater in- 
corporates in its construction the quality fea- 
tures of the famous line of EXCELSO Indirect 
Water Heaters. Easily removable copper tube 
heating element to facilitate inspection and 
cleaning—all copper and brass water-ways, giv- 
ing forth clean hot water supply. Uses full 
34-in. copper tubing—provides for true counter 
current circulation of both boiler and domestic 
water. Insulated, enamel-finished jackets op- 
tional equipment at small extra cost. 180-gal. 
and 240-gal. capacities. 


Write today for complete specifications and sales literature. 


EXCELSO PRODUCTS CORPORATION 


57 Clyde Avenue Buffalo, N. Y. 
EXCELSO PRODUCTS CORPORATION 
57 Clyde Ave., Buffalo, N. Y. 


We can use some extra profits. Send us that EX- 
CELSO Tankless Heater’s construction features 
with prices and specifications. 


FIRM... 
ADDRESS. 
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Because your customers are vitally interested in a heating in- 
stallation that operates economically as well as efficiently. 


You have no greater sales aid, in this particular, than that which 
the WATERFILM BOILER gives you. For by test and in actual 
home operation, WATERFILM is known to have saved as much 
as 50°%, on fuel bills! 


Add to this fact the following outstanding features found in the 
WATERFILM: 


A boiler of welded steel construction 
Built especially for Automatic Firing 
Quick Heating and slow cooling 


Provides abundant year-round domes- 
tic hot water supply 


Little wonder that with these many features the WATERFILM 
BOILER is receiving the endorsement and recommendation from 
countless satisfied users throughout the country. 


Write today for full information. 


WATERFILM BOILERS, INC. 


154 Ogden Ave. :: Jersey City, N. J. 


BOILER STABILIZED 


RR 
A KOVEN PRODUCT 


THE FLASH 
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having maximum heating capacities of 190,000 and 323, 
000 Btu. per hour with oil or 150,000 and 260,000 
Btu. per hour with gas, depending upon the model 
selected. Air capacities are 560 to 850 c.f.m. for the 
small unit, and 1,000 to 1,600 c.f.m. for the larger model, 
Some of the features listed for the units are: a pan type 
humidifier ; throw away filters; a fin type heating coil; 
curved blade type fan; V-belt drive ; modulating by-pass 
dampers; flexible ducts; automatic controls; and a sec- 
tionalized basic unit which is divided into air conditioner 
and boiler burner. It is indicated that these units, which 
are enclosed in baked crackle enamel steel casings, are 
adaptable to split systems and to houses with warm air 
heating ducts. 

These units are manufactured by Carrier Engineering 
Corporation, 850 Frelinghuysen Ave., Newark, N. J. 








New Velocity Meter Attachments 


New Velocity 
Meter Attachments 


The two velocity meter attachments shown in the 
accompanying illustration have been introduced on the 
market just recently. 

The attachment at the top is designed to obtain direct 
readings of static pressure in ducts, pipes or plenum 
chambers in inches of water. The static pressure is 
measured at right angles to the direction of the air flow. 
The other attachment, when inserted in the air duct 
or chamber, gives a direct reading of the total pressure 
in the duct—static pressure plus velocity pressure—in 
inches of water. A guide fin on the end of this attach- 
ment on the jet at the tube end aids in assuring that 
the opening on the end is in line with the air stream and 
facing into the air stream. The tube is scaled in inches 
so that the jet may be placed the desired distance within 
the duct. 

These attachments are designed for use with a special 
velocity meter, and are manufactured by Illinois Test- 
ing Laboratories, Inc., 144 W. Hubbard St., Chicago. 


Calculator for 


Psychrometric Problems 

A recently developed calculator designed for use in 
determining psychrometric values and properties of aif 
and water vapor mixtures and which makes it possible 
for the operator to obtain, at one setting of the movable 
indicator, any two of the four psychrometric values— 
dew point, dry bulb, wet bulb and relative humidity 
—has been introduced on the market and is shown here. 

The calculator also gives values such as weight of 
saturated vapor per pound of dry air in grains; vapor 
pressure in inches of mercury; and weight of saturated 
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vapor per cu. ft. in grains by direct reading from the 
dew point temperature. Values which can be found 
from the wet bulb temperature are: total heat in Btu./Ib. 
of dry air with vapor to saturate; and the difference in 
total heat of any two wet bulb temperatures. Values 
which can be read from dry bulb temperatures are: vol- 
ume in cu. ft. of one lb. of dry air, without any adjust- 
ment; and the volume of moisture needed to saturate 
one Ib. of dry air. Instructions for settings of the indi- 
cator of the calculator are printed on the reverse side. 
It measures 714 in. by 10% in., 

The Utilities Engineering Institute, 404 N. Wells St., 
Chicago, IIl., is the manufacturer of this calculator. 

















Calculator for 
Psychrometric Problems 


New Underfeed 
Stoker 


A new line of underfeed stokers for burning all grades 


New Underfeed Stoker 
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of bituminous coal and applicable to boilers in sizes 
ranging from small heating plants to power boilers up 
to 400 h.p. capacity has been introduced on the market 
recently, and is shown here. 

The model illustrated is of the side-retort stationary 
grate type for small boilers, which is equipped with side 
extension grates. Some of the features listed for the 
stoker are: a welded coal hopper of corrosion resisting 
metal; a short, low speed coal feed worm screw which 
is equipped with a coal crusher to break up large lumps 
and an access door for inspection and removal of ob- 
structions; an expanding mouth retort which prevents 
packing and insures an even flow of coal to the grates; 
an adjustable reciprocating feed ram which distributes 
fuel evenly and provides agitation to maintain a porous 
and level fuel bed; moving grate bars; cantilever type 
ash dumping grates; a forced draft fan; and 
a stoker motor which provides 16 rates of fuel flow. 

Combustion Engineering Company, 200 Madison 
Ave., New York, N. Y. is the manufacturer of this line 
of stokers. 


com] act 


New Oil 
Burning Boiler 
The oil burning boiler shown on the next page is one 
of four models introduced on the market recently 
They are designed for use in small buildings and resi- 
dences, and have ratings of from 290 to 665 sq. ft. with 
steam, and 460 to 1060 sq. ft. with hot water, at the 


eS — 











The 

















NEW No. 2 BEAVER Ratchet 


Threads \; te *;" Pipe; \{ te 1” Bolts. Seld in Units— Competitive in Price! 


The New No. 2 is a lower-priced version of the long- 
popular No. 3 Beaver—lacking only the safety feature 
of the enclosed ratchet. 

Die heads have oil holes for easy oiling and chip clear- 
ance; square die segments—no breakable offset; inter- 
changeable die segments; segments reversible for thread- 





1100 Deme Avenue 


BEAVER PIPE IQDLS 


ing next to walls; die heads carrier pin; pressed steel 
caps; Air Furnace Malleable heads; vanadium alloy steel 
dies; standard pipe handle. Rustproof. Right or Left. 
Competitive in Price! Buy it through your Supply 
Heuse! 





WARREN, OHIO 
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transmission rate of 4,000 Btu. Pressure type burners 
are used in the boiler. Features listed for the boilers 
include: cast iron sections, connected with slip nipples ; 
what is termed wet base construction, with water backed 
surfaces enclosing the combustion space; fluted design 
for providing large areas of prime heating surface and 
low draft loss ; a built-in domestic water heater ; a lighted 
burner compartment; and a low-water cut-off. It is 
indicated that provisions have been made for the inclu- 
sion of pressure controls, an aquastat, and a stack switch, 
and that each unit is enclosed in a baked green and black 
enameled steel jacket. 

United States Radiator Corporation, 1056 First Na- 
tional Bank Building, Detroit, Mich., manufactures these 
new oil burning boilers. 


A New Floated 


Drive Bracket 

A sound and vibration preventing mounting bracket 
for use with blowers has been announced just recently, 
and is shown in the accompanying illustration. 

This floated drive bracket is designed to permit the 
isolation of both the motor and blower wheel as a single 
unit, and, being a single mounting, acts to prevent un- 
balanced cushioning. Four point vertical floating of 
the weight takes advantage of load factors—compression, 
tension and sheer—to produce the dampening effect. 
In this construction the motor bracket is mounted on a 
floating bracket which is insulated from the blower 
housing from which it is secured by flexible rubber 
cushions. It 1s indicated that there is no metal to metal 





November, 1936 


contact in this assembly. The mounting bracket 1s avail- 
able for all blower models manufactured by this com- 
pany, and it is indicated further that the mounting may 
be assembled on blower units already in operation. 

Ilg Electric Ventilating Co., 2850 N. Crawford Ave., 
Chicago, manufactures this motor mounting. 





Above, Floated Drive Bracket 





Left, New Oil Burning Boiler 


Stoker Control Operated 
by Stack Temperature 


A new stoker control which operates on a new prin- 
ciple—being operated by mechanism responding to 
changes in the stack temperature—has been introduced. 
lt is shown on the next page. 

It is indicated that the control combines a timer me- 
chanism, a transformer relay amd a temperature actuated 
mechanism. The temperature actuated mechanism re- 
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Testing two Gerstein & Cooper, Copper Silicon Alloy Saute. Federal Specifications B. V. 


and B. V. 36 under general Federal Specifications WW-P-541 
Sea Plane Hangar respectively, at Charleston, Cc. 





48 
for Barracks Building and 


Gerstein 
& 
Cooper 


All Copper or 
Copper Silicon Alloy 
(Herculoy or Everdur as specified) 
STORAGE HEATERS 
TANKS and 
BOILERS 


For Hospitals—Hotels—Schools— 
Colleges—Institutions—Apartment 
Houses—Industrial Plants—U. 5. 
Government Buildings. 


~~ 


Jobbers and Plumbing Contractors working on Government 


orders, Federal Specifications WW-P-54l, 


and to make deliveries when promised. 


find Gerstein & 
Cooper equipped to meet their most exacting requirements 


Estimates are furnished cheerfully with- 
out obligation. 
Represented by 


soston § GERSTEIN & COOPER COMPANY _ , icr'si”_, 
NEW YORK Main Offices and Factory Ludo, Cousart & C 
BALTIMORE SOUTH BOSTON, MASSACHUSETTS Charlotte. N. C. 
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sponds to changes in the stack temperature, and, by 
means of a mechanical interlock, controls the starting of 
i.e timer imterval period. After this period has elapsed, 


est ker ste:ts to maintain the fire, and the length of 
te Operation is governed by the mechanism operated by 
Se stisk ton.-erature device. Mercury contact switches 
are useu u.....ghout. The control is designed to operate 


the stoker for the shortest possible periods necessary 
to maintain a fire when the thermostat is at the off posi- 
tion. It is further indicated that, should the fuel become 
exhausted, or the fire go out, the control automatically 
stops the stoker, preventing operation of the empty 
stoker or filling the combustion chamber with unburned 
fuel. The short operation period of the stoker in the 
hold fire condition is described as insuring against over 
heating and as resulting in a decided fuel saving. 

The Mercoid Corporation, 4201 Belmont Ave., Chi- 
cago, Ill., is the manufacturer of this new stoker control. 


Sound Reducing Motor Mounting New Stoker Control 


Sound Reducing 
Motor Mounting 


A new motor mounting. which is designed for use 
with electric motors, fans, blowers and similar equip- 
ment, in providing quiet operations, has just been an- 
nounced, and is shown in the accompanying illustration. 

The base provides resiliency tending to reduce vibra- 
tion and to prevent noises from being transmitted to the 
building structure by means of the rubber balls which 
are set into recesses between the parallel side flanges 
of the base. On these rubber balls the floating platform 
is suspended. The platform is designed to fit N.E.M.A. 
standard motor dimensions and universal bases for 
fractional horsepower motors. Bases are listed as being 
available in capacities of 10 to 10,000 Ib. 

W. B. Fabling Company, 2043 Sacramento St., Los 
Angeles, Cal., is the manufacturer of these new motor 
mountings. 


A New 
Light Truck 


The wheelbase of 136 in. is listed as being partic- 
ularly well suited to the type of work demanded of a 
4 to 1 ton truck. The frame is reinforced by six cross 
members. The irreversible cam and lever type steer- 
ing gear, roller bearing anti-friction universal joints, 
hydraulic pressure gun chassis lubrication and full float- 
ing chrome-molybdenum steel axle shafts are other fea- 
tures. The six cylinder L-head type engine develops 
78.5 maximum brake h.p. at 3,400 r.p.m. A ten in. 
clutch of the single plate type, with vibration damper, 
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ELL the San-Equip Master—the most effi- 

cient septic tank on the market. Safer, more 
dependable disposal. The very features your 
prospects want to buy. 


Easy toexplain. Easytosell. Easy to install. 


Exclusive features—cut-price and mail-order 
competition have nothing like it to offer. That 
means more sales for you . a higher margin 


of profit. 


Less digging is required. You have a lower 
installation cost. Easy to service. 


If your regular jobber does not stock San 
Equip Master Tanks, let us ship on approval 
from nearest stock, billing later as you instruct. 
Write for free descriptive booklet. 


SAN-EQUIP INC. 
608 E. Brighton Ave., Syracuse, N. Y. 


Vertical Septic Tanks Drain Pools 
San Solvent Toilet Seats 
Septic Toilet Systems 








INFORMATION ON ALL 








ITEMS LISTED 





MASTER 


... the Better Septic Tank 
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Made by Expert 


Craftsmen 


One of the reasons for the uniformly 
high quality and dependable operation of 
Fairbanks Valves is the unusual care exer- 
cised in testing each valve before it leaves 
the factory. In our physical, chemical and 
metallurgical laboratory, and at every im- 
portant step of their manufacture, there is 
constant, earnest vigilance over materials 
and every operation in the manufacture of 


airbanks 


Valves 


Another reason for the remarkable ac- 
curacy, efficiency and staying power of Fair- 
banks Valves is that a large percentage of 
the men who make them have had between 
20 and 40 years of experience. Their stead- 
fast devotion to excellence has been passed 
on from father to son in scores of instances. 

Everything must be exactly right before 
a Fairbanks Valve leaves the factory. 





Write for Catalog No. 21. 
THE FAIRBANKS COMPANY 


Valves, Dart Unions, Hand Trucks and 
Wheelbarrows 
395 Lafayette St., New York, N. Y. 


Boston, Pittsburgh — Distributors in Principal Cities 
Factories: Binghamton, N. Y.; Rome, Ga. 
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is listed as standard equipment. The selective type syn- 
chromesh transmission provides three forward speeds 
and one reverse speed. Ventilated disc-type steel wheels 
are designed to contribute to the appearance of this 
truck. Service brakes are four wheel hydraulic, dual 
service, self-energizing, internal expanding two shoe 
type. 

This truck is manufactured by the International Har- 
vester Co., 605 S. Michigan Ave., Chicago. 








A New Light Truck 


New Cork 
Insulation 

A new type of cork board insulation has been an- 
nounced recently. 

It is designed to meet the requirements of small air I 


conditioning installations, particularly for the purpose 
of preventing condensation. A thin layer of a mastic 
substance is coated on one surface of the board with the 
idea of strengthening the material, increasing its flexi- 
bility, preventing moisture penetration and providing a 
finish. The board can be erected in waterproof cement 
or asphalt, and does not require reinforcement with 
wires because of its light weight. It is indicated that 
it conforms to curvatures readily, and can be cut with 
a sharp knife. 

Armstrong Cork Products Co., Lancaster, Pa., an- 
nounces this new cork board. 








Circulation Control Steel Parts Cabinet 


Circulation 


Control 

The circulation control shown here is designed to be 
installed on hot water heating systems to prevent dis- 
sipation of heat by preventing further circulation of the 
water in the system when heat is not in demand. 

The control is described as having a cast iron body 
with a design which is intended to reduce friction to a 
minimum, and further as having the weighted check disc, 
seat and other working parts made of brass or bronze. 
It embodies a manual setting lever designed to permit 
three settings according to the performance desired, 
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open, closed and run. It is indicated that once it is 
set, Operation is automatic. A listing shows that it is 
furnished in two sizes, 1% in. and 2 in., each complete 
with flanges, bolts and gaskets. 

This control is manufactured by Kainer and Company, 
761 Mather St., Chicago, IIl. 


New Steel 
Parts Cabinet 


A new steel cabinet which contains ten drawers and 
which is designed to hold small parts has been an- 
nounced recently, and is shown in the illustration on 
the preceding page. 

The ten drawers are so planned that the top two 
each contain 56 compartments ; the next two contain five 
fixed partitions with 24 adjustable dividers which are 
provided with label holders, and make available 30 
compartments per drawer. The next three drawers are 
fitted with three lengthwise fixed partitions and _ six- 
teen adjustable.dividing sections, forming 20 compart- 
ments per drawer. Nine compartments are made avail- 
able in the next two drawers by two fixed partitions 
and six adjustable dividers, while the bottom drawer is 
divided into two sections by a fixed partition. The 
outside dimensions of the cabinet are 20;*; in. in width, 
30;%; in. in height and 15% in. in depth. It is indicated 
that brackets are available for wall mounting of the 
cabinet, which is made of steel and finished in crackled 
enamel. 

The General Fireproofing Company of Youngstown, 
Ohio, manufactures this cabinet. 





Above, Adjustable Wrench 





Right, New Thermal Release 


New Adjustable 
Wrenches 


Two new lines of adjustable wrenches have been an- 
nounced recently and one type is shown in the illustra- 
tion above at the left. 

A new design feature which is embodied in the 
wrenches is the square shoulders on the movable jaw 
shank which are made to overcome wedging and spread- 
ing action and to provide a positive bearing against 
working stress. This feature, it is indicated, permits a 
thicker and stronger web without increasing the total 
head thickness of the wrench. One line of wrenches is 
drop forged from carbon steel, and the other is of a 
chrome steel alloy. The models in the latter line are 
chrome plated. The wrenches are available in 4, 6, 8, 
10 and 12 in. sizes in both lines. 

J. H. Williams & Co., 75 Spring St., New York 
City, manufactures these new lines of adjustable 
wrenches. 
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UNCONDITIONALLY 
Ua al 


BACKED CLEAR OFF THE BOARDS 


Says J. J. Sterbenz, Prominent Chicago Plumber 


M* STERBENZ'S opinion is heartily endorsed by 
leading plumbers all over the country. They 
are virtually unanimous in saying that sales resistance 
simply can't hold out against a simple explanation of 
NEVER-SPLIT construction backed by the model that 
shows how they are made. When any customer sees 
those heavy steel screws with his own eyes—he knows 
that NEVER-SPLIT'S GUARANTEE isn't just adver- 
tising but the real thing. That means confidence 
and confidence means sales. Why not get all the 
facts about this remarkable PATENTED seat that 
can't be equalled because it can't be legally imi- 


tated? Write today for FREE Catalog. 





-, 


NEVER-SPLIT SEAT CO., — Dept. R-10 — EVANSVILLE, IND, 
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with the Lifetime Finish — 


Chromium LATCH 





SPRING 





and CEILING 
PLATES 


a product of 


THE M. S. LITTLE MFG. CO. 


HARTFORD CONNECTICUT 


Made in two styles: 


Type A—as illustrated above has a positive 
Latch which is easily operated and made to 
hold—tempered Springs grip the pipe, firmly 
holding the plate in place making a tight fit—a 
strong rigid Hinge with plenty of stock around 
the rivet. Type B—''Sure Grip" Prongs grip 
the pipe horizontally. This holds the plate flat 
on floor or ceiling. The latch is concealed. 


Chromium finish for a lifetime of service. 
Will not tarnish. Also furnished in nickel 
plated finish if desired. 





Look, it’s New! 


WROT SINK STRAINER 
No. 184 


For the new style sinks with 3!/,” 
drilling. Chromium plated. Furnished 
with 11/44” or 1/5” tailpiece and in 4” 
to 12” lengths. 
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New Thermal 


Release 

A thermal release which is designed to prevent over- 
heating of motors with capacities of 1% h.p. and less 
has been introduced on the market recently, and is 
shown on the preceding page. 

The cutout switch is actuated both by the current 
encountered during starting conditions and by the in- 
ternal heat of the motor while it is in operation, and 
operates in such a way as to cut the motor off the main 
current line before the motor is permanently damaged. 
Heat is applied to the fusible alloy by the thermal bar 
which is placed near the motor windings. Before the 
internal heat is enough to damage the motor windings, 
the fusible alloy melts, permitting rotation of the solder 
pot and cam assembiy in such a way as to break the 
contact between the movable spring and the stationary 
spring. The device cannot be reset or the circuit can 
not be closed as long as the solder is in a molten state 
—when the heat is dangerously high. 

The Leland Electric Company, 1501 Webster Ave., 
Dayton, Ohio, manufactures this new thermal release 
for small motors. 








Steam and 
Water Mixer 


New Clamp Seal for Pipe Leaks 


New Clamp Seal 
for Pipe Leaks 


A new malleable iron clamp seal designed to cover 
‘and seal pipe leaks has been introduced on the market 
just recently, and is shown above at the left. 

It is hinged on one side for easy application, and 1s 
fastened and sealed by means of cadmium plated bolts. 
A rubber gasket with which the clamp is lined is forced, 
by the applied pressure, into the leak and is listed as 
forming a permanent seal. The seal may be applied to 
steam, water, air, gas or brine pipes, and it is indicated 
that it may be applied while the pipe is in service. It 
is available in a variety of sizes for pipes measuring from 
14 to 12 in. in diameter, and is marketed in lengths up 
to 12 in. 

M. B. Skinner Company, 3502 W. Sample St., South 
Zend, Ind., is the manufacturer of this new pipe clamp 
for leak sealing. 


Steam and 
Water Mixer 


A compact and self-operating steam and water mixing 
valve which is designed to provide water at any desire’ 
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temperature automatically by mixing steam and water 
in the correct proportions has been announced just re- 
cently, and is shown in the illustration at the right on 
the preceding page. 

The new mixer incorporates a three-way valve, a 
water injector and a temperature regulator in one unit. 
A description indicates that nozzle type injectors used 
in the mixer are designed to insure quiet operation. 
Small size mixers, it is indicated, use single seated 
valves, while the larger sizes use double seated valves. 
They are available in models for 1% to 2 in. water con- 
nections with % to 1% in. steam connections, and for 
steam pressure of 25, 50, 100 and 150 Ib. An adjust- 
ing key permits variation of the temperature of the 
water delivered. A description indicates that brass is 
used in the construction of these mixers and that both 
large and small sizes have a siainless steel trim. 

Sarco Co., Inc., 183 Madison Ave., New York City, 
manufactures this steam and water mixer. 





New Tank Ball 


New Tank 
Ball 


A new tank ball which has been announced recently is 
shown in the illustration above. 

This item is designed to be water-proof, non-corrosive, 
light in weight and wear resisting. It is indicated that 
it will not swell, harden or crack; that it is resistant to 
all acids and alkalis. A self-centering feature in con- 
nection with this device has been worked out to make 
the one size of ball applicable to different size require- 
ments. 

The announcement of this new tank ball has come 
from the Penning Corp., Grafton, Wis. 


Light Weight 
Welding Torch 

A new oxy-acetylene welding torch has just been in- 
troduced on the market. 

Among the features listed for this piece of equipment 
are: it is made of an alloy that can be forged, extruded 
and heat treated ; it is balanced as a result of weight elim- 
ination ; it may be used efficiently with low gas pressures ; 
it has spring tension equipped wheel handles designed 
tO assure permanent adjustments even with rough 
handling and bumping; the wheel handles are of a fluted 
design; the grip is thin with wide fluting, providing a 
comfortable grip and making handling easy. 

Modern Engineering Co., 3411 Pine St., St. Louis, 
Mo., manufactures this new torch. 
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Powerful flushing action and amazing quietness are just two 
of the features that make the T/N one-piece water closet the 
favorite of so many of your home builders. There are others, 
of course ...non-overflow, atmospherically vented to prevent 
water supply contamination, no wall is needed for attaching, and 
the T/N’s modern and beautiful design is quickly noted. Made 
of the finest twice-fired vitreous china, and the number of avail- 
able colors is almost legion. Little wonder that the T/N one-piece 
water closet has become an almost unanimous choice. Priced 


so you can include it in the most modest of your estimates. 


T/N ONE-PIECE WATER CLOSET 


W. A. CASE & SON MANUFACTURING COMPANY Founded 1853 
Dept. F-116, 31 Main Street, Buffalo, N. Y. 


Please send me complete descriptive literature and helpful data on the 
T/N One-Piece Water Closet, both for REMODELING and NEW HOMES. 
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Mono.-piece 
Cabinets 


















Full Floating 
Element Mountings 


No Expansion 
Stresses between 


eliminate Adjacent Tubes 






Handsome 
Cabinet Design 
and Finish 


Cs>, 


¢ FEDDERS MTG. GY. 
KY BUFFALO, N.Y., U. 















Write for Cotalog on Complete Line 
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iron and 
Cast ass 
2 Plumbing 
| Specialties 


(EEP IT AT YOUR FINGERTIPS! 


More than 100 new and improved items in the 
BLAKE Line of Cast Iron and Brass Plumbing 
Specialties are shown and described in this new, 
complete catalog. Included is information you'll 
want to keep at your fingertips, ready for instant 
reference. One of the items featured is this 
BLAKE Wall Hung Closet Carrier. One of many 
closet and lavatory carriers in the BLAKE Line. 
Patented features make possible greater time- 
saving and the best in sanitation. Attractive 
prices. We are equipped to make layouts of 
closet and lavatory installations for your con- 


venience. Write for your catalog today. 


AeAKes CO. 3% 
re mee Le. 2 











































SPECIALTY CO. 
ROCK ISLAND, ILL. 


BLAK 
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New Information 
and Aids to Sales 


Poster 


on Valves 

W. A. Russell & Co., Grand Central Terminal Bldg., 
New York City, has issued a three-color catalog and 
poster featuring their line of air and vacuum valves. 
Full and cut-away views, descriptions and mechanical 
specifications of the valves; discussions on the merits of 
the line; information on the company’s sales policy ; and 
a section containing helpful hints are included in this 
piece of literature. The poster- -catalog is 25 in. wide 
by 32 in. high and folds so that it is 8% in. by 10% in. 
in size. 


Stoker 
Folder 


A four-page, two-color folder recently published by 
Firemaster Corporation, 441 N. La Salle St., Chicago, 
covers a stoker manufactured by that company. A dis- 
cussion of the performance of the unit, illustrated by a 
drawing showing it in operation; descriptions and draw- 
ings of its individual parts; and a list of the various 
models are included in the folder which is 8% in. by 
11 in. in size. 


Valve 


Booklet 

A ten-page booklet published by New York Air Valve 
Corporation, 611 Broadway, New York City, covers 
that company’s line of air valves. Descriptions, fullview 
illustrations, cut-away views and drawings with accom- 
panying descriptions showing how a system operates with 
this type of valve installed are included in this piece. The 
booklet, which is designed in the form of a valve, is ap- 
proximately 9% in. by 3% in. in size. 


Heater 


Broadside 

Heater Division, Motor Wheel Corporation, Lansing, 
Mich., recently has released a broadside, printed in colors 
in the form of a tabloid newspaper. In addition to show- 
ing the company’s line of radiant and circulating heaters 
and fuel oil burning range boilers, the broadside carries 
news pictures of radio and movie stars, sports, and 
fashion stills. It is the size of a regular tabloid news- 
paper and contains four pages. 


Folder on 


Cellar Drainers 

Chicago Pump Company, 2300 Wolfram St., Chicago, 
Ill., has published a four-page, two-color folder on their 
line of automatic electric cellar drainers. Cut-away 
views and descriptions of the two different types; dia- 
grams and tables of dimensions ; tables of capacities and 
heads; and a mechanical description illustrated with a 
diagram are included in the folder. The folder measures 
84 in. in width by 11 in. in height and is punched so 
that it may he filed in a loose-leaf binder. 
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Literature 


on Controls 

Minneapolis-Honeywell Regulator Co., 2801 4th Ave., 
S., Minneapolis, Minn., has prepared a broadside and 
three posters in connection with a national advertising 
campaign which they are sponsoring. The posters, 
which are all printed in colors and are illustrated, carry 
messages urging the consumer to install automatic heat 
and air conditioning. In addition, illustrations of the 
company’s control systems are shown. Window and 
counter displays, booklets, leaflets and folders in con- 
nection with the campaign also are available. 


Folders on 
Water Heating 


Taco Heaters, Inc., 342 Madison Ave., New York 
City, has issued two folders on combination heating and 
hot water supply systems. One folder covers a system for 
steam and vapor plants and the other covers a system 
for hot water heating plants. The systems are described, 
illustrated and their essential parts are illustrated in the 
folders. A listing of the advantages of radiator heat is 
included at the back of each folder. Both of the folders 
are printed in two colors and are 8% in. by 11 in. in size. 


Insulating 


Literature 

Corning Glass Works, Corning, N. Y., has prepared 
several pamphlets on their line of insulating materials 
and a two-color booklet which includes a section intro- 


dn 
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ducing a new insulating material which they manutfac- 
ture. The pamphlets carry descriptions of insulating 
blankets, insulating cement and insulating bats, strips 
and nodules. Characteristics, applications, and size and 
types are discussed in these pamphlets, which are the 
size of ordinary business letterheads. The booklet, which 
is 8Y in. by 11 in. in size, includes photographs, descrip- 
tions and a sample of the material. 


Literature 


on Heating 

Lynn Products Co., 17 Willow St., Lynn, Mass., has 
prepared a folder on their line of heat circulators and a 
seven-page booklet on their oil burner line. The folder 
contains photographs, descriptions and specifications of 
different models of the heater. The booklet also con- 
tains illustrations and descriptions of several models of 
oil burners ; photographs and a list of installations ; and a 
cut-away view and description of an oil-burning furnace. 
soth pieces of literature are printed in two colors and are 
814 in. by 11 in. in size. 


Damper Regulator 
Folder 


A small folder issued by Davidson H. & C. Co., Han 
over, Pa., covers a damper regulator manufactured by 
that company. A description, a cut-away view and a 
photograph of the unit are contained in the folder. A 
cut-away view of a hot water fitting also made by the 
company is included on the back page. The folder is 
3% in. by 6 in. in size. 











Announcing 


NEW 


BURKS 
CONDENSATION RETURN SYSTEMS 


HANDLES RADIATION UP TO 18000 SQ. FT. 


® Larger Sizes 
® Increases Sales Opportunities 


10 REASONS for 
BURKS SUPREMACY 


- Only one moving part—no metal to 

metal contact. 

- Automatically self priming. 

- Pumps air alone to high pressure. 

Pumps water alone to high pressure. 

Pumps air and water mixed to 

high pressure. 

Operates pressures up to 40 Ibs. 

per sq. in. Will not steam bind. 

- Stainless steel, non-corroding 
shaft—carried in eversize ball 
bearings. 

8. impeller and raceway of cast 
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bronze. 

9. Balanced hydraulic toad, insur- 
ing minimum torque. 

10. Extremely compact and neat 
in appearance. 
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COMPLETE INFORMATION . 


ON NEW UNITS 
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FEATURES 
FOR BETTER 


SERVICE 
in these NEW valves 





TRONGER metal, more 

stem contact threads, 
bronze bushings at all stem con- 
tact surfaces, larger hand-wheels, 
wider seat and disc ring faces, 
and extra conveniences for con- 
necting up, repacking and mak- 
ing adjustments—these are some 
of the 33 special features of the 
new Kennedy Standard I[ron- 
body Wedge Gate Valves. 


The Kennedy Valve Mfg. Co. 
Eimira, N.Y. 
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53 Features 
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STANDARD IRON-BODY ([ (Joy GATE VALVES 
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METAPHRAM 
Type A2 

for small low pressure 

plants — gas, oil of 

coal fired. 














HAANAAARAAAN 
ME TAPHRAM 
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METAPHRAM Gradual Control 


covers the entire range of domestic hot water 
and low pressure boilers and tank heaters, either 
gas, oil, or coal fired. 


Full stock carried in New York, 210 E. 45th St. 


Descriptive Bulletins on Request 


NATIONAL REGULATOR CO. 


2317 KNOX AVENUE CHICAGO 






















Try this 
'B LADE 









SMOOTHER, 
FASTER 


CUTTING 


se : 
| A - Expressly 
ced p, made to cut 
e. -E- AND 
~— NSY~ «BRASS TUBING 
be MILFORD FLEXIBLE 


DUPLEX 


Backed by the reputation of this leading hack saw manufacturer 
for over 50 years. 









MILFORD FLEXIBLE 12” 


‘ EASY STARTING TEETH ’ 18T 


rVnhnnynnnn im wunwnrynwnwnnnrrrnm 





O;§ 


Length and pitch stamped on blade for quick identification. 
Fine teeth on forward end start cut at any angle on the 
FIRST STROKE. Quick-Starting. Clean finish. No slipping. 


Longer wear. Order from your jobber. 


THE HENRY G. THOMPSON & SON CO. 


NEW HAVEN, CONN. 
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Price List 


on Valves 

The Dole Valve Company, 1901 Carroll Ave., Chicago, 
has issued a two-color, illustrated price list on their line 
of valves. Drawings of the valves and several accessory 
products, accompanied by descriptions and prices are 
shown in the price list, which contains six pages. It is 
81% in. by 11 in. in size and 1s punched tor loose leaf 
binding. 


Book of 


Drawing Problems 

‘Technical Drawing Problems” by Giesecke, Mitchell 
and Spencer, designed for use with the textbook, “Tech- 
nical Drawing,” by the same authors, has been published 
by The MacMillan Company, 60 Fifth Ave., New York 
City. The problems are divided into units with general 
references to the text book. The book contains 93 in- 
struction sheets and sells for $1.40. 


Folder on 
Heating System 


EK xcelso Products Corp., 57 Clyde Ave., Buffalo, N. Y., 
has prepared a four-page folder introducing a new heating 
system which they manufacture. An explanation of the 
system, illustrated with photographs of its parts and cut- 
away drawings of home installations; prices; specifica- 
tions; and a diagram and description of a complete sys- 
tem are included. The folder measures 81% in. by 11 in. 


in size. 


Folder on 
Kitchen Units 


The Accessories Company, Inc., a division of Amert- 
can Radiator Co., 40 W. 40th St., New York City, has 
issued a two-color folder introducing a new line of sec- 
tional steel kitchen units. Descriptions, photographs and 
a drawing and description of the construction features 
are included. The folder contains four pages and 1s 
8'4 in. by 11 in. in size. 


Catalog on 


Automatic Controls 
Penn Electric Switch C 
brought out a new catalog on their line of automatic con- 
trols. Photographs, drawings, cut-away views, diagrams 
and tables of specifications supplement the descriptions of 
the units. A page at the beginning of the book covers 
ordering information. A six-page price list is attached to 
the catalog which measures 834 in. in width by 11'%4 1m. 


Des Moines, Iowa, has 


_ 
. 


in height. 


Folder on 


Regulators 
Watts Regulator Company, Lawrence, Mass., has | 

sued a two-color folder featuring a low water cut-oll 
and relief valve. Photographs and descriptions of these 
units and of feeders, circulators and other valves and 
systems of the line are presented in the folder. A gen- 
eral message on the line is incorporated in a letter which 
appears on the first page. The folder contains tour 
pages and is 8% in. by 11 in. in size. 
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Valve 
Folder 

Automatic Products Company, 121 N. Broadway, 
Milwaukee, Wis., has issued a two-color folder on their 
line of expansion valves for refrigeration and air con- 
ditioning. The cover-page of the folder is taken up 
with a letter describing the valves. Photographs and 
descriptions of different models of the valves are in- 
cluded on the remaining pages. The folder contains 
four pages and is 8% in. by I1 in. in size. 


Boiler Solder 
Seal Bulletin 


Radiator Specialty Company, Charlotte, N. C., has 
prepared a two-color bulletin on a boiler solder seal 
manufactured by that company. <A description of the 
product and illustration of the containers in which it 1s 
sold are presented in the piece. The bulletin consists 
of one page, 834 in. by 11 in. in size, and is punched 
for loose leat binding. 


Radiator Heating 
Sales Book 


“Selling Radiator Heating to the Homeowner,” by 
Graham Bruce Tord, has been published by The Carr 
Company, New York City. Selling methods that have 
been successfully used by heating contractors in a com- 
petitive and unsettled market, are presented in the book. 
The book is written especially for the trade and ap- 
proaches the everyday selling problems of the contractor 
in an informal manner. The heating market, plans for 
prospecting new business, merchandising, suggestions 
for analyzing the customer, anticipating his objections 
and preparing a suitable sales presentation, and discus- 
sions on competition and ethics are among the subjects 
presented in this publication. bound in red cloth, the 
book contains over 200 pages. 


” 
’ 


Stoker 


Booklet 

Fairbanks, Morse & Co., 900 S. Wabash Ave., Chi- 
cago, has published a three-color booklet on their line 
of automatic coal burners. A table showing compara- 
tive costs of automatic coal heat over other types of 
heat; cut-away illustrations showing the advantages of 
stoker firing over hand firing; illustrations and descrip- 
tions of various models of the stokers and their parts; 
and testimonials and photographs of installations are 
included. The booklet contains 24 pages and is 8% in. 
by 11 in. in size. 


Folder on 
Unit Heaters 

A four-page, two-color folder recently released by 
Buffalo Forge Company, 490 Broadway, Buffalo, N. Y., 
covers unit heaters manufactured by that company. A 
letterhead telling the features of the engineering service 
offered by the company occupies the first page. Photo- 
graphs, descriptions and photographs of installations of 
different models of the units are shown on the remain- 
ing pages. An air conditioning unit is described on the 
last page. The folder is 8% in. by 11 in. in size. 


— 
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TONS 








of South Chester Pipe 
for the U. S. Marine Hospital 








iy ®& Varine Hospital, 
Ellis Island, N y 

Supply House: Albert 

Pipe Supply Co., Ine 







Whether the job 
is big or small you 
‘ant overestimate the 
importance of specifying 
pipe that will give years of 
trouble-free service. 

For your customers protection—and your 
own benefit—-bid “Chester.” 


The quality of this time-tested pipe is real 
business insurance for every man who installs 
it—and our nearness to your market assures 
you of prompt and economical delivery. 
Write for full particulars! 


“(,00d enough” methods are not 


good enough for CHESTER 


South Chester Tube Co. 


Chester, Pa. 
New York Office: 


Pittsburgh Los Angeles San Francisco 


Fort Worth 


HESTER 


STEEL PIPE 


30 Church Street 


Tulsa Houston 
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| MadeforLong Rugged Service 


































































Boiler Tube Cleaners, Flue Brushes, Wire Heater 
Brushes, Handy Cleaner Brushes, Fire Brooms, 
Track Brooms. 
Tempered Steel 
The Worcester line is complete. 
Catalog gladly sent upon request. 


WORCESTER BRUSH and SCRAPER CO. 
10 AUSTIN STREET -t- WORCESTER. MASS. 








For caulked bell-and-spigot joints at 


difficult locations, use Smooth-On No. 5 


i caulking with 
lead would be difficult, 
as in making joints in corners, 
confined places and horizontal 
lines, Smooth-On No. 5 makes 
a tight joint with least effort, 
and no fire risk or danger of 
burns. Applied cold like a putty and dependable on 
soil, gas, steam and hot or cold water pipes. Buy in 
l or 5-lb. can, or 25 or 100-Ib. steel keg. 


Write for the Smooth-On Handbook 


of instructions, diagrams and useful information for 
plumbers, heating contractors, shop managers and 
power plant engineers, Tells what you want to know 
about making tight joints at pipe connections, seams, 
cracks, etc., making loose parts tight, anchoring in wood, 





SMOOTH-ON 
ne 5 





Oaxum 






















' eee «(lasonry and metal, 
be im etc. The methods 
SMOOTH-ON i) outlined save time, 


labor and material 
and represent the 
best practice. Keep 
a copy on your 


desk. 


. No.5 
Ss AS Hear <coutl| 
Sent fre onrees ===" 


SMOOTH-ON MFG. CO., Dept. 12 
570 Communipaw Ave., Jersey City, N. J. 


Do it with SMOOTH'ON 


HANDBOOK 
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HELPFUL IDEAS 
for ENGINEERS 
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Booklet on 
Pipe Sizes 

A 48-page booklet on pipe sizes for plumbing fixtures, 
branches, risers and mains has been published by Bridge- 
port Brass Company, Bridgeport, Conn. The booklet 
contains a series of tables and data on water pipe sizes 
as well as on flow of water in copper water tube. IIlus- 
trations and descriptions of some of the company’s prod- 
ucts and discussions of the qualities of brass and copper 
pipe are included. The booklet is 5% in. by 8% in. in size 
and has a two-color cover. 


Literature 


on Valves 

Hoffman Specialty Co., Inc., Waterbury, Conn., has 
issued two, three-color broadsides featuring their line 
of valves for air conditioning and heating equipment. 
One piece covers domestic, and the other, industrial 
systems. A series of action photographs in the latter 
shows how a typical business man discovers and reme- 
dies the defects in his heating system. Full and cut- 
away views of different models of the valves, with ac- 
companying descriptive material, are included in both 
pieces. Air conditioning equipment also is displayed 
and an illustrated price list on venting valves for steam 
systems, 8% in. by 11 in. in size is included in the 
folder on domestic systems. 


Safety Valve 


Bulletin 


The Patrol Valve Company, 11268 Locust Ave., 
Cleveland, Ohio, has just prepared a four-page, two- 
color bulletin featuring a shut-off safety valve manu- 
factured by that company. An illustration and a descrip- 
tion of the valve and drawings showing where to install it 
occupy the inside pages of the bulletin. Photographs, de- 
scriptions and prices of some temperature and pressure 
relief valves are included on the last page. The bulletin 
is printed on a letterhead. 


Catalog of 


Plumbing Supplies 


Dearborn Brass Company, 805 B Ave., W., Cedar 
Rapids, Iowa, has published Catalog D, covering their 
line of plumbing supplies. It is separated into sections 
by division pages containing descriptions of the products 
that are illustrated and described in the pages which they 
precede. The division pages extend into the margin to 
form index tabs. A section at the back of the book is 
set aside for memoranda. The catalog, which has a stiff 


A 


cover, is 834 1n. by 11 in. in size. 


New Catalog 


on Tools 

The Cincinnati Tool Company, 1933 Waverly Ave., 
Norwood, Cincinnati, Ohio, has published Catalog No. 
101, covering their line of tools. Clamps, clamp fixtures, 
drills, hand screws, vises, chisels, punches, bits, wrenches, 
metal cutters and anvils are listed. Photographs, de- 
scriptions and tables of prices and dimensions are in- 
cluded. The catalog contains twenty pages and is 4% 
in. by 6 in. in size. 
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NEWS of PATENTS 


Heating 


2,045,790. Unit Heater Control. John T. Midyette, Jr., 
Brooklyn, N. Y., assignor to Minneapolis-Honeywell Regu- 
lator Company, Minneapolis, Minn., a corporation of Dela- 
ware. 

















2,036,590 
MECHANICAL STOKER 





2,046,760 
HFATING APPARATUS 








2,046,760. Heating Apparatus. Thomas Napier Adlam, 
Bethlehem, Pa., assignor to Sarco Company, Inc., New York, 








Popular Priced 
Boiler Protector 


THE "MICRO" WATER BOY Boiler Protector 
makes automatic firing possible. It feeds neces- 
sary make-up water, shuts off the burner if water 
is lost accidentally, and stops the burner when 
steam pressure is excessive. It is built entirely 
of non-ferrous metals and the ‘Micro’ switch 
which carries the Underwriters’ laboratory label, 
is equipped with silver contacts. No. 855 com- 
plete with quick hook-up fittings; List $25.00. 
No. 854 "MICRO" Low Water Cut Out; List 
$16.00. No. 85 Water Boy Feeder only with fit- 
tings; List $8.75. Liberal Discounts. 


A sample will convince you. 


The No.95 Auto-Vent Humidifier 


Properly vents the radiator and humidifies the | (\ 1 
entire room. Emits a pint of vapor—or more— it) . | 
per heating hour. Quiet, simple, attractive, it | 
also is adjustable and takes the place of the air 
valve. Measures only 1%" x 41/4". List Price, | 
$3.75. | 


Send For Circular 49 | 














which fully describes other unusual | a 
VAID-O'-MIST heating specialties, Qulolent | 
humidifiers and water level control ‘a | 
valves. — ek 






MAID-O’-MIST, Inc. 


180 N. Wacker Drive, Chicago, Ill. 
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N. Y., a corporation which is located in New York. 
2,037,874. Thermometer. Erich Bandoly, Rochester, N. 
Y., assignor to Taylor Instrument Companies, Rochester, 
N. Y., a corporation of New York. 
2,036,590. Mechanical Stoker. Joseph B. MacKenzie, 
Erie, Pa., assignor, by mesne assignments, to The Standard 
Stoker Company, Incorporated, a corporation of Delaware. 











2,055,299 
HEATING SYSTEM 











~ 2 
20,083 2,054,558 
AIR CONDITIONING CONTROL THERMOSTAT 
20,085. Air Conditioning Control. Samuel M. Anderson 


and Robert T. Palmer, Sharon, Mass., assignors to B. F. 
Sturtevant Company, Boston, Mass. 

2,055,299. Heating System. Walter O. Lum, Schenectady, 
N. Y., assignor to General Electric Company, a corporation 
of New York. 

2,054,558. Thermostat. Clinton H. Dederick, St. Louis, 
Mo., assignor to The Emerson Electric Mfg. Co., St. Louis, 
Mo., a corporation of Missouri 
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A diversified line of brass, copper 
and iron products to meet the 
plumbing requirements of your 
trade. 


Uniformly high quality standards 
for every one of our products. 


A price basis that enables you to 


compete aggressively with reason- 
able profit ceturn. 


Selling helps of reasonable amounts 
on Hays’ products, thru your whole- 
saler, for the asking. 


A live and let live policy of manu- 
facturer to wholesaler, to master 
plumber. 


SO, 


A el i aT ere Ewe “°.7 > 





HAYS MANUFACTURING CO., ERIE, PA. 


Manufacturer to Wholesaler to Plumber 


Plumbing Brass 

Bath Fixtures 

Copper Plumbing 
Gas Service Goods 
Water Service Goods 
lron Products 
Lf-Tsyellale ate anal 2 | 
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for greater efficiency, 


Expect 


from 


KELLY 


Cross section ve w of 
the “KELI y’ Vac- 
uum Valve. Simplic- 
ity of design makes 














positive action, wun- 


failing performance. 








Whether your one 
pipe steam jobs 
be large or small, 
you can expect 
morefrom 





“KELLY” Valves ... more make possible. 
genuine heating satisfaction These customers 
for your customers ...more depend on your 
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proft satisfaction for your- 
self. 

Offer your customers the 
many benefits of “KELLY” 
Valves. Offer them the 
greater measure of comfort 
and consequent domestic con- 
tentment .. . the amazing 
fuel economies ... the more 
uniform room temperatures 
which “KELLY’ Valves 


NATIONAL METAL’ 


PRODUCTS CORP. 
15-21 N. Sheldon St, Chicage 











SPECIFY 








advice. You'll find 
them more than grateful 
when you recommend and 
install “KELLY” Valves. 
“KELLY” Valves are avail- 
able to meet the require 
ments of every purse and 
purpose. Learn more about 
them. Write today for de 
tails on the complete 
“KELLY” line. 


Eastern Office and Warehouse 
Evins F. Glore Sales Corp 

Grand Central Terminal Bldg 
New York New York 
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The Market— 


(Continued from Page 68) 
and attractive it is easily the show place of the house. 
No longer is this room left to be arranged as best it can 
with make-shift equipment, ill assorted and poorly or- 
ganized. It 1s now intelligently planned, equipment is 
chosen for function and for harmony in appearance. 

It seems entirely logical that he should take the pro- 
gressive course, by making himself familiar with the 
various phases of kitchen design and kitchen building. 
It stands to reason that the contractor-dealer would 
serve himself and the customer better if his understand- 
ing of the entire kitchen plan enabled him to give authen- 
tic advice and points of guidance. The customer will 
very much enjoy the contact of one who can and does 
understand the scope of the project at hand and whose 
judgment contributes to its successful completion. 

Kitchen planning as practised today is not a com- 
plicated business, but rather one of simple application 
of certain fundamental rules which by actual test and 
demand have come to be looked upon as recommendable. 

Kitchen planning aside from its direct value in sales 
approach and as a merchandising method must be ac- 
corded a high place as a very satisfactory means for 
gaining lasting customer good-will. There is nothing 
new in this welcome theory of cementing customer good- 
will by way of intelligent customer service of this nature. 
I’xamples of its successful application abound in modern 
business. It is an entirely painless sales promotion angle 
which is now an accepted practice of American business. 

Certainly the contractor-dealer has every reason to rec- 
ognize this new demand and these new methods as many 
contractor-dealers now are doing, since they present to 
him opportunities for profitable sales. Real cash in the 
drawer is his reward for going after this business. <A 
study of the market, the new methods prevailing and 
the principles of modern kitchen planning will pay hand- 
somely in actual sales. His own position makes it easy 
to locate available business not only as a merchandiser 
but as the indispensible factor whose knowledge and 
services are required on every job. Usually he is the 
first man called on the job and nearly all that is to be 
done revolves about his work. 

Harry Swenson, Peoples Gas Light & Coke Co., was 
the authority quoted in this article. 





The Plan— 


(Continued from Page 72) 


between range and dining room table. This is a good 
guarantee of a hot meal. Taking into consideration the 
fact that the sink should be located under a window, in 
an ideally planned kitchen it should also be approximately 
equidistant from range and refrigerator. 

Work in modern kitchen planning has developed the 
fact that three separate work centers exist in kitchens. 
These are located around the refrigerator, around 
sink and around the range. The area around the re- 
frigerator has been named the storage and preparation 
area; that around the sink is known as the cleaning an 
dishwashing area; while around the range is the cooking 
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and serving area. Since at each of these areas or work 
centers a number of different utensils are necessary for 
the work carried on there, there should be table and 
cabinet space at each of the three. Not only should there 
be table space on which to work at each of the three 
areas, but also there should be cabinet and shelf space. 
In the preparation and storage area bowls, spoons, knives, 
choppers and mixers are necessary for the work that 1s 
done there. Storage space for this equipment should 
be so arranged that the housewife can reach any or all 
of them without taking more than one or two steps. With 
such an arrangement all related activity in the prepara- 
tion of a meal can be carried on in one area with a mini- 
mum of walking, reaching, bending and lifting. After 
this initial preparation, food for a meal passes to the 
sink area, where the next step, such as the cleaning of 
vegetables, washing of fruits and addition of water can 
be carried on-—again with a minimum of steps and 
effort. The third center around the range is confined 
to cooking and serving. Here around the range in the 
modern planned kitchen are cabinets and a work table. 
Space again is provided for pots and pans, spoons and 
the other utensils which are necessary. Additional space 
is provided for serving dishes so that the matter of cook- 
ing and serving 1s completed except for the few steps 
necessary to carry the food into the dining room. 

An elaborate kitchen planned for the very highest de- 
gree of efficiency of operation contains still another work 
center—a planning center. This is centered around a 
desk in or on which are arranged cookbooks, a telephone 
and directory, paper and pencil, a file for grocery bills, 
a card index for recipes and any other paraphernalia 
which has to do with kitchen management. The more 
executive minded housewife is thus given the opportunity 
and space to manage her kitchen as would a captain of 
industry. 





Trucks— 


(Continued from Page 77) 

favor of vehicles of greater load capacity. In a survey 
conducted recently by field representatives of the Mar- 
keting and Research Bureau during the ten-day period 
following Sept. 28, seventy plumbing and heating firms 
in the New York and Chicago metropolitan areas were 
interviewed. Fifty-three were contractors and seven- 
teen were wholesalers. 

It was found that these companies operated 222 trucks 
and automobiles during 1936, slightly more than three 
vehicles per firm. Fifty-nine of these vehicles were 
purchased during 1936, and of the remainder, over 39 
per cent is ready for replacement. 

Contractors preferred the 34-ton truck, a size that is 
apparently the general choice throughout the industry. 
Sixteen of the twenty trucks purchased by contractors 
during 1936 were of this class. However, among the 
thirty-three dealers who stated that they were going 
to purchase trucks in 193/ twenty-five intend to select 
trucks of the 14-ton size, while eight are going to go 
above the '%4-ton class, and were equally divided be- 
tween the 1 ton and 1%-ton sizes. 

Wholesalers have, in previous years, confined their 
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MANUFACTURER'S 
REPRESENTATIVE 


for Pacific Coast Territory 


Automatic Heating and 
Air Conditioning Equipment 


One of the oldest and largest manufacturers of domestic 
and industrial oil heating and air conditioning equip- 
ment, well organized with extensive distribution in the 
East and Middle West, contemplates the appointment of 
manufacturer's representatives on commission basis, to 
handle and develop Pacific Coast distributor and dealer 
representation, 


This situation represents a really unusual opportunity. 


The manufacturer’s line is one of the largest and most 
complete; embracing everything from the smallest domes- 
tic up to the largest industrial equipment. Organization 
and products enjoy excellent reputation. 
Representatives desired will preferably be experienced in 
distribution of heating specialties. Will only consider 
well established, successful organization or individuals, 
In responding, give complete outline of your past experi- 
ence, your present connections and comprehensive de- 
scription of your activity. 

Address—-Box 303-D 

Care DOMESTIC ENGINEERING 
1900 Prairie Ave., Chicago, Il. 

















Want to eliminate the danger of scalding 
in your shower baths 


and stop unexpected 
changes in the water 
temperature? 








@® No more slipping in a 
soapy tub or on a wet tile 
floor while trying to dodge 
a “‘shot’’ of icy cold or 
scalding water—W hen you 
use a shower bath regulated 
by a Powers safety shower 
mixer the temperature re- 
mains right where you want 
it. You can really enjoy the 
thrill of a comfortable 
shower in absolute safety. 


























Why they’re more economical 
—There's no loss of time or waste 
of hot or cold water while waiting 
for a shower atthe right tempera- 
ture —- Powers mixers cost more 
— They're worth more. 


Write for circular describing 
this remarkable shower mixer. 
The Powers Regulator Company, 
2716 Greenview Avenue, Chicago. 
Offices in 45 Cities — see your 
phone directory. 


POWERS eHOWER MIXERS 
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FIRED WITH A WAYNE MISTOIL BURNER 


‘THE WAYNE Air Conditioning furnace is designed 
and built as a complete oil burning winter air conditioning 
system for balanced operation. Its unusual efficiency posi- 
tively assures 30% to 50% lower fuel consumption than 
any conversion job. An area of exposed radiation double 
that of any ordinary furnace built today (over 17,000 sq. 
in. of heating surface) recovers more of the heat units 
from the heated bases before they are wasted to smokepipe. 
This is the air conditioning plant you want for your cus- 
tomers. Write for dealer plan today. 

Eastern Office and Warchouse: 63 Flatbush Ave., Ext., Brooklyn, N. Y. 


WAYNE OIL BURNER CORPORATION 


FORT WAYNE, INDIANA 






























SPECIAL SINKS— 
any dimension 


Order Alberene Sinks of any dimensions 
to fill any desired spaces. Shipment will 
be made within one week from the receipt 
of order with complete details as to sizes, 
openings, etc. 

Non-absorbing and non-staining, Alberene 
Stone is ideal for sinks and laundry trays. 
Tongue and groove joints with hidden 
bolts, permanently cemented, have the 
strength, solidity, and tightness of one- 
piece units. 


As you know, Alberene is natural quar- 
ried soapstone. Acid-, heat-, and wear- 
resisting. It can be shaped, sawed, and 
fabricated in any desired shape or form 
without danger of chipping or spalling. 





Write for special price on the 
Alberene 44” Laundry Tray, 
plain and in Duco colors. 
ALBERENE STONE CORP. OF VIRGINIA 
419 Fourth Avenue, New York, N. Y. 
Quarries and Mills at Schuyler, Va. 


















/ALBERENE 


STONE sSINKS«TRAYS 
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CONDITIONING 


purchases almost exclusively to the 1!4-ton truck. Busi- 
ness trends and indications, however, are such that now 
the preference is for trucks of capacities of 2 tons or 
over. Seven of the sixteen trucks purchased recently 
by the wholesalers interviewed were of this class. 

Of the body styles available, the panel type 1s still the 
most popular. Seventeen of the contractors chose this 
style. Delivery, cage, canopy, stake, open, express and 
trailer bodies were some of the other body styles se- 
lected, but the preference for the panel type was, in 
this survey, very definite. Wholesalers who mentioned 
any preference all voted for the stake body. 

In addition to trucks, practically all of these com- 
panies operate automobiles for salesmen, estimators, and 
other representatives. The wholesalers contacted oper- 
ate thirty-six company owned cars and sixteen owned 
by the salesmen, averaging three cars per wholesaler. 
Sixteen of these cars were purchased in 1936, and twelve 
more are to be purchased during 1937. The contractors 
who figured in the survey operate thirty-eight automo- 
biles, of which thirty-five are company owned. Seven 
of these were purchased in 1936, and a number of con- 
tractors stated that they would probably purchase cars 
in 1937, although they were not definite on this point. 











WHOLESALERS CONTRACTORS 
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In selecting the companies to be interviewed in making 
this survey, extreme care was taken to find companies 
which would provide an accurate cross-section of the in- 
dustry because of the wide differences in the volume of 
business done by different organizations. 

The preference of both contractor-dealers and whole- 
salers in the weight classes is shown in the above 
table which lists trucks now in service, those purchased 
in 1936, and those to be purchased in 1937. Of par 
ticular interest is the fact that among fifty-three con- 
tractors, decisions have already been made to purchase 


?1 trucks in 1937. 


The Installation— 


(Continued from Page 74) 
the sink location, either at “X,” “Y” or “Z,” and that 
in the remodeling these tubs were moved to a point 
directly below the present location of the sink. 

There seems to be but one correct method of making 
these changes, and that is to tear down the original stack 
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at “X," “Y"' or “Z," and practically erect a new stack at 
the new location, extending the line of 2 in. waste under 
the cellar bottom from the point “X,” “Y” or “Z,” over 
to the new sink. The connections would be like those 
in Fig. 8. 

Suppose that instead of moving the laundry tubs as 
shown in Fig. 8, they had been placed in the remodeling, 
beside the sink in the kitchen as is often done. Then 
the connections would have been something like Fig. 9. 
In this case the extension of the 2 in. main waste line 
could have been made under the cellar bottom or over- 
head in the cellar, as shown by the broken line in 
lig. Y. 


(To be continued) 





Trouble— 


(Continued from Page 86) 
The first question, of course, was how low to hang the 
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heaters, and the answer in this case was “As low as | 


possible.” 

We found that if we hung the heaters close to the 
columns (the same columns to which the return risers 
were fastened) that the heater would not be in the 
way. The lowest point at which they could be hung was 
15 ft. above the floor. 
in Table 4, I learned that if the heaters were hung at 
this level, the air below them would be circulated at the 
rate of six volumes per hour. 


Making the calculations shown | 


os°T” ® ° = . . ° ? | 
This high rate of air circulation should greatly 1m- 
prove the heating of the floor, according to my opinion,” | 


said Bill. 

“By all means. In my opimion, if you will lower the 
heaters to this level you will not only have satistactory 
heating results near the floor but the crane operator 
will be cooler, and you will save a lot of steam.” 

‘In just what way will we save steam?” the superin 
tendent wanted to know. 

‘Because there will not be the waste of overheating 
the upper part of the building. There is another way 
of looking at the question of saving, too. I'll wager 
that last year the thermostat probably did not stop the 
heaters at any time just as long as the outdoor tempera 
ture was below freezing. 

*That’s about right,” the superintendent replied. 

“If you will lower the heaters, I believe that they will 
be off about half the time in freezing weather and will 
not run constantly except when the outdoor temperature 
is close to O deg. Fahr.” 


“That would surely save steam,’ said the superin- 


tendent. 


sill was so elated at the thought of giving them a | 


good heating job and of saving steam that he offered 
to lower the heaters free of charge, but the superin- 
tendent said that they were partly at fault by insisting 
on locating the heaters so high. They finally agreed 
that Bill would lower the heaters and be paid his actual 
cost. 

“Now that that problem is as good as settled,” the 
superintendent said, “tell me, how much could we save 
by returning the hot water from these heaters back to 
the boilers ?” 

“[T just remarked to Bill a little while ago that letting 


this hot water run into the sewer wastes about 10 per | 


GOOD LIVING 


also includes 


’ run . Y re ’ 
WATER CONDITIONING 
Specialty Dealers are looking for con- 
venience products that make for good 
living—that’s why so many are adding 
Water Softeners. They are on the alert 
for fast moving produets that fill in the 
valleys of sales curves. 

As a pioneer in the design and manufae- 
ture of Water Softeners, we give vou 
“packaged™ Water Conditioning 
equipment that has thousands of 
users to recommend it. You can 
interest old customers and = add 
hundreds of new prospects with 
Uniflow Water Softeners—the year ‘round 
convenience that good living should 
include. 
We build a complete line to meet every 
pocket-book and have simplified the in- 
stallation and operation so that only a 
very rudimentary knowledge of water 
softening is required to make the = sale 
and meet the requirements. 
Soft water in cold figures will save its 
cost in soup longer clothes life scale 
free pipe less fuel but most Hmiportant, 
it is kind to complexions and health. It 
is a really worthwhile contribution to 
good living. 
Our proposition is worthy of your im- 
mediate attention write today. 

{ complete line of W ater Softeners 

list from $45.00 with Liberal Job- 

bers’ Discounts. 


SHALLOW 


WELL PUMPS 


DEEP WELL 
PUMPS 


SEPTIC 
TANKS 


CELLAR 
DRAINERS 


WATER 
SOFTENERS 


KLARIFIERS 


DOMESTIC AND 
COMMERCIAL 
REFRIGERATION 


WATER 
COOLERS 
MILK COOLERS 


10) 818 3 
COOLERS 


DRAUGHT BEER 
COOLERS 


BEER PUMPS 


UNIFLOW MFG. CO., ERIE, PA. 
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NYE 
MALLEABLE 


SOLID 
STOCK 





With Adjustable Guide 





Capacity 4%” to 1” Pipe 


This stock regularly furnished with 
Solid Skip Tooth Threaded Throat Dies. 
solid 244x2'%4 Square Dies of any make. 


Nye No. I 
Will take 


The die fits snugly and is held securely to the stock 
by two screws, assuring perfect alignment with the 
pipe. Die may be removed by partially loosening 


the screws and sliding it out sideways. 


In addition to pipe % to 1”, the compact adjust- 
able guide will accommodate a 1” coupling when the 
operator finds it necessary to thread short nipples. 


Will also handle bolts from \% to 1”. 
ASK YOUR JOBBER 





The NYE Tool & Machine Works 
4120-30 Fullerton Avenue, Chicago, IIl., U. S. A. 
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Almost Every Home a Prospect 


Hot 
Water 
Tank 
Relief 


No. 1360 
Combinetion Pres- Va | V A gq No. 1350 


sure and Tempera- Pressure Relief 
ture Relief Valve. Valve. 





Every home which has a water heater with a range 
boiler is a prospect for one of these Relief Valves. No. 
1350, a pressure relief valve will instantly relieve danger- 
ous pressure. No. 1360 has, in addition to pressure 
relief, a fusible plug—inserted at the end of the pipe 
thread—which protects against dangerous temperature. 

Entirely of brass, with phosphor bronze springs— 
corrosion proof—sure in action—long lasting. 

There is a big market for these valves to guard against 


explosion pressure, damage to tanks, heaters, water meters, 
etc. 


Double Tray 


Laundry Faucet 
Solid east brass—ieak proof— 
full flow water passages—shorter 
clamping arms to assure more 
rigid installation. Top mounted 
swing spout allows wide angle 
swing. 


CONSOLIDATED BRASS CO. 
138 Summit Ave. Detroit, Mich. 











Use Key-Tite Water Proof Pipe Joint 
Oferretelelttere and no longer will there be 
leaky pipe joints or gasket connections. 
Key-Tite is a plastic lubricant filler that 
comes ready to use. Economical too, 
because it does not settle or harden in the 
can. In service, it retains its full body and 
plastic qualities, aad does not ais 
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2661 McCASLAND AVENUE EAST ST LOUIS, ILL. 
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cent of your fuel.” 

‘How do you figure that?” 

“I believe I can show you. You use steam at 2 lb., 
don’t you?” 

“xe. 

‘Well, we will assume that you use make up water at 
55 deg. Fahr. Then in order to make up a pound of 
steam you must first heat a pound of water from 55 deg. 
Fahr. to 218 deg. Fahr., which requires 163 Btu. per 
pound. 

“To change this pound of water to steam at 2 Ib. 
pressure you must add approximately 970 Btu., making 
a total of 1,133 Btu. of heat required to make one pound 
of steam with 55 deg. Fahr. water. 

“Assuming that you could get this water back to 
your boiler at 165 deg. Fahr., you would have to heat 
it only 53 degrees before you could start making steam. 
That would require only 53 Btu. per pound of water. 
Then, adding the 970 Btu. required to change this 
water to steam, we find that it takes a total of 1,023 
Btu. to make one pound of steam with 165 deg. Fahr. 
water.” 

“The difference, which is 110 Btu. per pound, is the 
saying, isn't it?” the superintendent remarked. 

“Yes, and 110 Btu. is approximately 10 per cent of 
1,133 Btu., so you will save about 10 per cent of your 
fuel by returning the hot water from these heaters to 
your boilers.” 








Cubic Contents of Entire Building—Table 1 


Left Side = 30 ft x 25 ft. (av. ht.) x 100 ft. 79,000 cu. ft 
Center — 25 ft. xX 38 ft. (av. ht.) «K 1090 ft. 95,000 cu. ft. 
tight Side = 30 x 25 x 100 75.000 cu. ft 
Total cubic contents 245,000 cu. ft 
Rate of Air Circulaton Based on Entire Building—Table 2 
Te la ala ll ; = a & 2500 12,500 cu. ft. per min 
fotal capacity of heaters 12,500 « 60 750,000 cu. ft. per hi 
Rate of air circulation based on en- 750,000 
tire building, in room volumes (approx. 


per hour 245.000 


Rate of Circulation of Air Under Heaters—Table 3 
Room volume under heaters—24 ft. 85 ft.x 100 ft.—204,000 cu. ft 
(Based on heaters being 

hung 24 ft. from flocr.) 


tate of circulation of air 750,000 
under theaters, in vol- - - —= 8% (approximately.) 
umes per hour 204,000 


Rate of Circulation of Air Under Heaters After Lowering— 


Table 
Rogdm volume under heaters—15 ft. 85 ft. «100 ft.=—127,500 cu. ft 
(Based on heaters being 
hung 15 ft. from floor.) 


tate of circulation of 750,000 
air under heaters _—————- — § (approximately. ) 
127,500 


aw by: 


“That’s encouraging. We have a heating system pump 
in the next building, large enough to handle this building 
in addition to its present load. Can we use that?” 

Perhaps.” 

Here Bill remarked, “I checked up on that pump 
when we installed the return in the trench. The inlet 
to the pump is about 8-in. below the end of the return 
main, but the end of the return main is just at the 
grade level. By the time we dropped below grade w 
would be several feet below the pump inlet. The pump 
is already pitted as deep as the sewer will permit, so 
we would have to lift the water.” 

“What kind of a pump is it?” 

“An ordinary condensation pump,” Bill answered. 
We decided to look at the pump and its location, 
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at any rate. The pump and its layout are shown in Fig. 2. 

“You are right, Bill,” I told him after studying the 
situation, “if we run a return line from this building 
to the pump in the adjoining building, we will have to 
run it about 3 ft. below grade in order to protect the 
pipe from damage and from freezing, and by doing 
that, we will have about a 3 ft. rise at the pump. But 
| believe we can do it, even with a condensation pump, 
because the end of the return line in this building is 
about 8-in. above the pump inlet. We will have to 
eliminate the air in the building where the heaters are 
installed.” 

‘How could we do that?” 

“By leaving in each return riser (See Fig. 2) an 
open vent which will eliminate the air and then the 
return main will have only water in it. The part of 
the return main which is below the grade level will 
fill up with water, but, due to the fact that the end of 
the return main (point “S’’) is 8-in. above the inlet to 
the pump, the water will overflow into the receiver of 
the pump before it backs up to point “A.” 

“We can do that easily enough. All we have to do 
is make sure that return main which is underground ts 
well covered.” 

“But,” objected the superintendent,” we won't be 
able to drain that underground line if we ever want to.” 

“Tf the low end of the underground line is above the 
floor of the pump pit, as I believe it will be, Bill could 
provide a drain at the low point. If this low point 
comes a little below the floor of the pit, Bill can put the 
drain connection as low as possible. Then if you should 
ever want to drain the low line, you could blow the 
water out with compressed air by making a temporary 
air connection to the return line in this building.”’ 

“So we could,” he replied. “How much will this job 
cost us, Bill?” 

After doing a little figuring Bill gave him an approxi- 
mate cost and the superintendent told him to go ahead 
and make the change. 

“While you fellows were talking,” the superintendent 
said, “it occurred to me that saving this hot water would 
not only save us 10 per cent in fuel but would save the 
water, too. This will also be quite a saving because our 
water 1s so poor that we have to spend a lot of money 
treating it before we dare use it in the boilers.” 

So Bill came away with a nice job. 

About six weeks later he dropped into our office. He 
was in a fine humor and before we could ask him a 
single question, he told us all about it. 

“T suppose you’d like to know how that Wheaton 
Machine Company’s job worked out. Well, we just 
had a severe cold snap. The building heated fine and 
the heaters didn’t run over two-thirds of the time. 
Lowering those heaters certainly did the trick. The 
crane operator is still a little too warm, but he isn’t hot 
as he was last winter. But I haven’t told you the best 
news yet. The superintendent is so pleased with the 
heaters in the machine shop that he told me to order 
heaters for the adjoining building, the one in which 
the pump is located. We’re going to install them when 
the building is closed for inventory. And, by the way, 
they have cut their makeup water in two since we 
arranged to save the hot water from the heaters in the 
machine shop and they have made a nice saving in their 
boiler water treatment.” 
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less cost than any other method 
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No Rubber Seat Washer! 
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WARNOCK- 
Triple Wear Wrenches 


The Warnock wrench is easy to adjust. The strap is arranged in such a 
way that it can be drawn absolutely tight in one movement. Notice, 
too, that this strap is triple folded at the point of greatest strain. 


For chrome, brass and nickel plated pipe 
WARNOCK MFG. CO., Worcester, Mass. 
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Recent tests on proper size torches for 
best results in soldering fittings to copper 
pipe show: 

Use No. 283 round pint {for copper pipe 
No. 252 flat pint isizes up to 2%”. 

Use No. 32-A quart for copper pipe sizes 
up to 4”. 

lse No. 325 quart for copper pipe sizes 
from 1” to 6”. 

Use Two No. 325 quart torches for copper 
pipe sizes over 6”. 
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result if inferior washers are used. 
That's why it’s so important to 
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~Patman— 


(Continued from Page 61) 
the burden of proof on him to show that he comes within 
one of the exemptions to the Law. 

This Law recognizes that there is a difference in thie 
cost of manufacture, sale and delivery of larger quantities 
and it permits a difference in price, but whenever you 
grant that differential the burden of proof is upon you 
to show that it has not resulted in a discrimination 
against any of your customers. You must assume that 
burden under this law. If you want to sell one unit 
for one dollar, a thousand units for a thousand dollars. 
« hundred thousand for a hundred thousand dollars you 
could do that safely and you could forget lawyers, cost 
account experts and the like. There would be no danger 
of your becoming involved in the law. You are not 
granting any differential there. You can do that under 
this Law, but the very minute you say that you are going 
to give the man who buys a thousand units a better price 
than you are giving the man who buys one unit, the 
burden of proof is on you to show that this difference is 
justified. 

[f you attempt to show a difference in either cost of 
manufacture, sale or delivery of a specific product and 
if you cannot show that you have not discriminated 
against certain of your customers, then your customers 
against whom you have discriminated will have a cause 
of action against you. Now I suggest to people who 
are engaged in business like you gentlemen that T would 
seriously consider eliminating two things: (1) quantity 
discounts except on one carload, and (2) advertising 
allowances. I think this Bill is in the direction of elimi- 
nating advertising allowances and discounts on more 
than one carload. It is also in the interest of price 
stabilization, which I think will be in the interest of 
your industry. Now on quantity discounts you can have 
a difference in the cost of a carload and the cost of less 
than a carload. I don’t think you will have much trouble 
with your customers provided you can justify a differ 
ence in carload and less than carload prices. By doing 
that and then by eliminating the advertising allowances 
| believe you are going to relieve your industry of many 
of the abuses which may now exist. 

QUESTION ON ADVERTISING ALLOWANCES 

| was recently at White Sulphur Springs before the 
Assn. of National Advertisers, and was asked by one 
of the national advertisers, “Congressman Patman, don't 
you believe that we should be permitted to grant ad- 
vertising allowances to the local man so that he can 
use the money we grant to him for the purpose ot 
getting three times as much advertising there locally 
as we could get as national advertisers.” In othe 
words, the local rate is considerably less than the national 
rate. I told him that is a complaint which is more 
against the newspapers than against the Robinson-Pat 
man Law. If the newspapers cannot justify their di! 
ference they should not be permitted to discriminate 
against the national advertisers in that way. 

The provision in this law about quantity limits is new 
No other legislation pertaining to your industry has 
such a provision. TI told you here before about the Inter 
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state Commerce Act. \When it was passed, people said 
it was unconstitutional; that it was crackpot legislation ; 
said everything about it that they are now saying about Pe 
the Robinson-Patman Law. But the Law was passed, NO DOCTORING NEED “u 
and one of the first rules that Judge Cooley established ED HERE! 

was that whoever causes to be shipped one carload over 
a railroad should pay the same rate of freight per car 
as one who causes one hundred thousand carloads to be 
shipped. The large shippers showed the commission that 
they could ship a trainload from Chicago to New York 
at a cost of about 50 per cent per car of what it would 
cost on single car shipments from Chicago to New York 
judge Cooley said, “The cost is much less on a tramload 








but this commission has decided that if we permit that 
to be done only a few large dealers will get the benefit 
of it and that is not in the interest of the general weltare 
and we are not going to permit it.) That order has 
stood until this day and the Supreme Court has ex 
pressed itself in the same way, using the same language 


and reasoning that Judge Cooley used. 
| etait : Good news...this solder wipes smoothly 





MAY ESTABLISH QUANTITY LIMITS a 
Waliateltimeleleliitels mela (-tele Me) an ila y 


In the Robinson-Patman Bill I insisted that we im 


; ag ay : ° 7 
clude this provision in it, namely, that the quantity 
la i y. that the quantity wiping 
limit may be fixed although the quantity discount to 
such a large quantity can be justified by reason of dit Te i i | e r 


ferences in the cost of manufacture, sale or deliver 

The Federal Trade Commission may establish quantity 
limits, but remember that it will not do this on its own 
motion. There must be a complaint and a showing CHICAGO e JOPLIN ¢ CINCINNAT! 
that a few people, by reason of buying in enormous 
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THE EAGLE-PICHER LEAD COMPANY 








quantities or by reason of receiving low prices, are de 


stroying the business of smaller dealers and that con = 
dition tends toward a monopoly. When that showing F-7 RADIATOR E-2 CONCRETE 
is made. the Federal Trade Commission may, under this HANGER - INSERTS 


section, issue an order just like the Interstate Com 
| Only one 
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merce Commission did when it fixed a carload as the Prompt Shipment 





. . . “ . . () cle ~ aly med qt ~ | f t ~ 
quantity limit for railroads and it may say that there oe at cane , | 
o - - : : } j 
. , - : ‘ ‘ -ae , ! if ror 
alter, in so tar as a particular commodity 1s concerned, ith a on >< es | | 
quantities sen li ' pipe ’ 


by leading archi 
tects, contractors 
and U. S. Govern 
ment. Quick, etsy 


the carload or a certain quantity will be the limit, and 
whoever purchases one carload will pay the same price 





per car as one who purchases one hundred thousand coe egal using pipe or rod. Easily 

carloads. You know that this quantity buying can be justable horizon adjustable with play for 
. ° , ° , . ; : tally an verti ' 

used ottentimes in the direction Ol monopoly. cally eXpansion 


Phere is another provision in this law about selectior - 

4 . -_ . ; er nm merece rare Pei bef 
of customers. I would not change it if it were within : ai 
— anes ' HEALY-RUFF COMPANY, 770 Hampden Ave. st. Paul, Minn. 
vy powers to do SO), It should be the law because 1t liso Manufacturers of E-Z Lavatory Ha 
is right. It 1s a restatement of existing law that any . 
person has a right to select his own customers, but not 
In restraint of trade, of course. A manufacturer should 
have the right to select his customers. Now, today. mv 
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attention was called to one good point in these questions. 
One question was, suppose a manufacturer in sending 





out his price list upon request places on that price list, 





“Tam not agreeing to furnish to any particular person 


coods at these prices. In other words. he lets every . s 
one who receives the price list know that it is not an Quick Service 


offer to sell. There is a good reason for printing this When you want replacement Push Nipples quickly 


think of Parmelee. Orders shipped the day re 








statement, and that is this: You have a right to select ceived. Complete stock. Push Nipples to fit any 
—— : C . . style, type or size of cast iron radiation ever made 
Vi 1 > . . ‘ at a S » ¢ 
ur customer. If you se nd me a price list offe ring ae coin Ridin Omens Seal al 
tt) se]] Ie Ct “ls nut al certain prices under conditions ple or sketch giving iccurate dimensions. cust 
th; . - resistant finish if desired Also boiler nipples 
that it may be construed an offer to sell and I accept 
your offer, automatically I am your customer. You PARMELEE MANUFACTURING CORP. 
have selected me as a customer, but if vou send me P. O. Box 121 Frankfort, New York 
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A Rexoil Franchise means more 
than just buying oil burners. It 
represents a priceless reputation 
of more than fifteen years of 
friendly, personalized factory co- 
operation plus the finest equip- 
ment that material, time and ex- 
perience can produce. We invite 
your interest in Rexoil Conver- 
sion Burners, Boiler Units, Fur- 
nace Units, and Air Conditioners. 


REIF-REXOIL, INC. 


BUFFALO, N. Y. 
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@ This Recording Thermometer guaranteed sat- 
isfactory to you or your money refunded. De- 
signed and built for easy handling and low cost 
operation. Records air temperatures for 24 
hours on 4-inch chart. Pen and bi-metal ele- 
ment built in door, protected and out of way 
when changing charts. Complete with charts, 
ink, carrying case only $18 net f. o. b. Chicago. 
Write for information on 15 Day Trial Offer. 
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that price list under any conditions and say, “Now Pat- 
man, I am not agreeing that I will furnish you these 
goods according to these prices and terms. Something 
else must be done by you. In other words, Patman, 
you will have to confer with me, the manufacturer, 
about this before you are selected as a customer.” That 
is pretty good language to be placed on a price list. 

In the selection of customers, it is not meant that this 
can be carried on in restraint of trade. However, | 
don’t conceive of a condition now where that could 
possibly be used in restraint of trade; but in selecting 
these customers you can select anyone you want. You 
can select a chain store. You can select an independent. 
You can select both. But the Law is that after this 
customer has been selected you cannot discriminate 
against him; you cannot cheat him. You've got to give 
him the same square deal that you are giving to all 
your other customers. [| think it’s a fair law. I think 
it’s right. I think it’s equally just. 

I know it is not possible for people charged with thi 
administration of law to administer it exactly. But 
people who are in charge of the law can at least in a 
measure administer equal justice under the law. That 
is all we hope for under this Law. If you were going 
to carry this thing down to a fine point of exact justice, 
you would say that a man who weighs 300 pounds 
should be charged more to ride in a railroad passenger 
car than a man who weighs 100 pounds; that it requires 
more fuel to transport him than a small person. You 
would say that one who buys a number six shoe should 
have a lower price than one who buys a number eleven 
shoe, because there 1s not as much shoe leather in the 
number six shoe. You cannot carry these things too far. 


WILL ADOPT A BROAD VIEW 


It is only equal justice under the law that we can 
ever hope to receive, and certainly we will be happy if 
we get equal justice. We have a good Federal Trade 
Commission now. I am very much pleased with the 
attitude of that commission. They are not going to 
be unfair to any branch of business. I don’t believe 
they are going to be petty. I think that an effort will be 
made to administer the Law by adopting a broad view 
and by dealing fairly with those who are making an 
honest effort to carry out the purposes and intent of 
the law. 

If you were a manufacturer and you wanted to make 
sure that you were not discriminating against any of your 
customers, you would consider getting out a price list. 
You would have open prices and publish them to all of 
your customers. Then, if some person thought he was 
being discriminated against, he could bring it to your at- 
tention. No doubt he would do this immediately and if he 
should be right in his contention, you could make the 
proper adjustment and not have any trouble in the future. 
And then, if later on, one of these customers should bring 
suit against you as a manufacturer for damages under the 
law you could show that you furnished him with a copy 
of your price list. You wanted his suggestions. He did 
not say that the prices were discriminating against him 
He made no complaint. I believe you could offer that as 
evidence on the question of intent. It wouldn’t be con- 
clusive, but it would show that you were acting abs 
lutely in good faith and you were trying to carry out the 
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purposes and intent of the Law. I believe that it would 
be helpful in a lawsuit. 

Now under this Law you cannot compel a manu- 
facturer to tell you the prices he is issuing to everyone 
else, but it 1s in his interest to do so. A complaint 
before the lederal Trade Commission would soon cause 
that evidence to be available. If the Commission found 
that this manufacturer was discriminating against his 
customers and a cease and desist order was _ issued 
against this manufacturer, then the one who has been 
discriminated against can go into court and sue this 
manufacturer and use the cease and desist order as 
evidence against him. 

Furthermore, if an injunction has been granted 
against that manufacturer who has been discriminating, 
then any customer can sue that manufacturer and use that 
injunction judgment as evidence in his case for civil dam- 
ages, and if he is successful in his case for civil damages 
he will not only collect the $1,000 or whatever amount 
he is suing tor, but the court will give him judgment 
for three times that, or $3,000, (or if it is a million 
dollars, three mullion dollars). The court costs and 
attorney fees will have to be paid by the manufacturer. 


BITING TEETH IN LAW 


This new Law is not the kind of a law that you can 
pass off with a wave of the hand. It is a law that 
has several sets of good biting teeth in it. A lot of 
these people who think they are going to go through 
loop holes are going to find they are mistaken. ‘They 
are going to find some nooses there instead of ivop 
holes. ‘Loo many people are charged with the duty of 
enforcing this Law, and too many people have a selfish 
interest in eniorcing It. 

One triend of mine wrote- me a letter: ‘““Patman, it 
will take halt the people in every state tu make the other 
halt obey this Law, just like the Volstead Act.” | 
wrote him back that I didn't agree; that the Volstead 
Act was not similar because the people did not have 
the incentive to help enforce the Law as they have in 
this. [very person in business has his business at stake. 
It is in his interest to see that this Law is enforced. 
Therefore, every business man, every wholesaler, every 
manufacturer, every broker is, in a sense, a policeman 
or a detective as tar as this Law is concerned, looking 
for violations; and they will gladly and willingly go 
into court to help punish those who are violating it, be- 
cause their own business happens to be at stake and they 
want to protect that business. 

Someone must render the service that a wholesaler 
or broker renders. You can call them by some other 
name if you wish. ‘That service, being necessary, is a 
service that somebody should pay for. It is in the 
scheme of distribution in this country and is absolutely 
necessary. I believe in the established channels of trade 
and distribution that we have. I would like to see them 
preserved, because with this great industry and system 
that we have, this country has grown to what it is now. 
We don’t want to eliminate private profit; we want to 
encourage private profit. 

There is a great deal of talk about consumer co-ops. 
[ don’t believe they fit in with our competitive set up. 
I do not think that they will ever do any good here. 
sut suppose that worse should come to worst and the 
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Gsovernment should heip consumer co-ops. I[ still don’t 
believe that they would be a serious threat to the inde. 


pendent merchants of this country. People talk about 


the commussion that was sent to lurope to study con- 
| know that some of them say that this 


sumer CO-Ops. 
commission was appointed to study consumer co-ops. | 
happen to know something about that commission. They 
were sent over there to study insurance and banking, 
larm and home credit and industrial development, co- 
One of those things someone 
Sut 
the Government should encourage consumer co-ops. That 
The Gov- 


ernment cannot do it until Congress passes a law allow- 


operative development. 
has construed to mean consumer CO-ODps. Suppose 


doesn't mean that the Government can do it. 


ing them to do it. [ will give you my personal opinion. 
for what 
don't 


You can take it 
it is worth. | 
lieve that Congress would 


he- 


pass such a law. 
But suppose we were to 
CO- 


encourage consumer 


ops and we followed this 








thing to its logical conclu- 
sion, 18 million 
people who are dependent 
on trade and distribution, 


These 





the so-called middlemen, 

would be eliminated. What 

hecomes of them? They if \¢e 

either join the tarmers or rage 

they join the wage earn- | ~ 
ers, or some other class or | Naas 
group, and the per capita Fe | Ai 
annual earning power of ~. a ey 
the class or group they : | a iy 
jom will be reduced in [3 me > te) 
proportion. So that the : nn. 


averegate income of the 
nation retarded i 


rather than helped. There- 


has been 
fore, I say it is in the in- 
terest of the consumers of 
this nation that have 
the recognized established 
channels of trade and dis- 
tribution as we have them today and as we have had 
By doing that, this country will be 
| hear people say that the consumer 
not that 
certain excep- 


we 


them in the past. 
helped the most. 
is entitled to the lowest price, | 


do agree 


statement 1s correct unless you have 


tions. The consumer js entitled to the lowest price 
il Food price to the one who pro- 
the 
The one who produces 


consistent with 
duced the 
ranch, orchard or in the mine. 


The one who converts that 


raw material, whether it is on farm, 
must have buying power. 
raw material into the finished product, the wage earner, 
is entitled to fair wages so that he may buy the com- 
And then the one who dis- 
tributes that produce is entitled to a fair profit. Now, 
with these exceptions, I say that the consumer is entitled 
to the lowest possible price. Without these qualifica- 
tions, if you destroy the price of what the farmer pro- 


forts and necessities of life. 


* Editor's Note \ll readers are invited to submit ideas for cartoons. 
which if suitable, will be drawn and reproduced in future issues. The 
ilea for this month's cartoon was submitted by R.O. D.. Kansas City. Mo 
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“Can you put a sump pump on this horn? 
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duces and you destroy wages in this country, you have 
destroyed this country. 

There 1s another section of this Bill that I will dis 
cuss with you briefly. That is Section 3. 
is not a part of the original Robinson-Patman Law. It 
is known as the Borah-VanNuys provision. It is the 
criminal section. When the Law was before the Senate 
this amendment was suggested as a substitute for the 
Robinson-Patman Law. But instead of accepting it as 
a substitute, it was made an amendment. We had to 
compromise. In order to secure the adoption of this 
law we agreed to insert this provision as Section 5. 
Now Section 3 stands out by itself. The other part 
of the Bill represents a part of the anti-trust law. It 
is part of the Clayton Act. Section 3 stands on its 

own bottom. It provides 
for a heavy fine and im- 


This section 





prisonment. It shall be 
unlawful for one in com- 
merce to discriminate 
among his customers. It 
svi shall be unlawful to charge 
ite, ae a higher price in one sec 
e tion of the United States 
| than in another 
lurthermore, it says that it 
a shall be unlawful for goods 
je to be sold at an unreason- 
ably low price. [I don't 
think that part of the Law 
will hold up. You know 
that this 1s a criminal law. 
A criminal law must use 
language that will inform 
people that they are violat 
ing the law. In 
words, you are entitled to 
know the offense that you 
are charged with. The 
phrase, “unreasonably low 
| price,’ I think is too in 
definite in a criminal stat 
ute. 
now and will have to be 
respected until it is held 





section. 





other 





I'm playing in However, it is a law 


ye 


that it is not valid, if it is ever so held. 

Some people have construed Section 4 of this Bill 
to mean that consumer co-ops are exceptions to this 
They are not. This Bill is not intended to eithe: 
help or harm the co-ops. The co-ops are not involved 
except in so far as they are guilty of practices which 
this Bill is meant to stop. All this Section 4 means ts 
that they can distribute any earnings that they legally 
They cannot ac- 


law. 


acquire, but brokerage is prevented. 
quire their earnings in’ violation of the Law, so am 
earnings that a co-op legally and lawfully acquires can 
he distributed by co-ops under this Law. I believe that 
inany co-ops are going to fail to receive their brokerage 
in the future. 

Summarizing, this law does certain things. 
nates quantity discounts except where justified by « 
it eliminates advertising allowances: 1 


It elimi 


? 


i 


ference in costs: 
eliminates pseudo-brokerage that has been used as 4 
bribe and it permits the lederal Trade Commission t 
prevent monopoly by placing quantity limits. 
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Situations Open 





CREST —- THE SPECIALTIES THAT 

are special—Invites your application 
as salesman direct to Master Plumbers. 
Write fully and confidentially, giving 
your complete selling experience. Ad- 
dress CREST MFG. CoO., 463 48th Ave., 
Long Island City, New York. 


SALESMEN WANTED 


We offer restricted territory, on commission, 
on staple line of plumbing goods to sales- 
men desiring additional lines and selling 
wholesalers and jobbers in New Jersey, 
Long Island, Westchester, and New York 
City. Reply giving complete information 
including present lines and territory cov- 
ered. Address Key 298-D, “Domestic Engi- 
~ ale gl 1900 Prairie Avenue, Chicago, 
inois. 


SALESMEN ACQUAINTED WITH 

heating industry can earn excellent 
compensation in spare time. Will not 
interfere with present employment. Ad- 
dress Key 299-D, “Domestic Engineer- 
ing,’’ 1900 Prairie Avenue, Chicago, I}li- 
nois.,. 





Wanted a Man 

who knows his way around in the industrial 
field, oil companies, etc., to handle the sale of 
pipe, valves and fittings in the New York met- 
ropolitan area. State full particulars as to 
experience, connections, etc. Replies confiden- 
tial. Address Key 291-D, “Domestic Engineer- 
ing,”” 1900 Prairie Avenue, Chicago, Illinois. 





WAN TED—SALES REPRESENTA- 

tives to call on architects, general 
contractors, tile contractors and plumb- 
ing supply trade to sell nationally 
known shower doors and tub enclos- 
ures. Address Key 302-D, “Domestic 
Engineering,” 1900 Prairie Avenue, Chi- 
cago, Illinois. 


Situations Wanted 


TRAVELING SALESMAN WANTS PO- 

sition—several years’ experience sell- 
ing plumbing, heating, mill supplies. 
Will bring you results. Excellent refer- 
ences. Address Key 295-D, ‘Domestic 
engineering,” 1900 Prairie Avenue, Chi- 
cago, Illinois. 


SALESMAN WITH LONG EXPERIENCE 

selling soil pipe and fittings desires 
position in sales organization of manu- 
facturer. Specific territory not essen- 
tial. Address Key 294-D, “Domestic 
Engineering,” 1900 Prairie Avenue, Chi- 
cago, 





Representatives Wanted 


WELL ESTABLISHED MANUFAC- 

turer of complete line of drains and 
selected drainage specialties wants es- 
tablished representatives calling on 
jobbers, architects, engineers in vari- 
ous territories. Commission basis. 
Drawing account to proved producers 
Address Key 301-D, “Domestic FEngi- 
neering.” 1900 Prairie Avenue, Chi- 
cago, Illinois. 


WANTED —- REPRESENTATIVE TO 
call on plumbers, jobbers, architects, 
ete., with established line of old, re- 
liable firm. Real opportunity for right 
man. tive qualifications, experience 
and age in first letter. Address Key 
297-D, “Domestic Engineering,” 1900 
Prairie Avenue, Chicago, Illinois. 





WANTED 


Manufacturers’ Representatives 
to sell line of brass goods, including solder 
tittings, valves, etc. Commission basis. Ter- 
ritories available: Western New York, St. 
Louis, Kansas City, Minneapolis, Denver, 
New Orleans, Texas, Pacific coast. Must 
have established jobber following. Address 
Key 300-D, “Domestic Engineering,’’ 1900 
Prairie Avenue, Chicago, Illinois. 
MANUFACTURERS’ REPRESENTA 

tive familiar with ventilation and 
capable of doing a sales and engineer- 
ing job with an established line of 
Dual-Air Power Fans. Address Key 
264-D, “Domestic Engineering.” 1900 
Prairie Ave., Chicago, Illinois 


Lines Wanted 


Lines Wanted 


New York and New Jersey sales agent desires 
one or two extra lines. Soil pipe and fittings, 
steam fittings, brass and steel pipe, enamel 
ware preferred. Volume sales to jobbers only. 
Can also handle oil burner accessories. Address 
Key 289-D, “Domestic Engineering,” 1900 
Prairie Avenue, Chicago, Illinois. 





For Sale 





FOR SALE—MODERN BRICK FAC- 

tory building 165x50 on railroad at 
Eikhart, Indiana. Loading crane run 
ning full length. Block floor—day light 
roof. Office 35x35, with built in vault 
Frontage 243 feet on paved = street 
Srick garage for truck. Land 243x200 
Address Key 296-D, “Domestic Engi 
neering,’ 1900 Prairie Avenue, Chicago, 
Illinois. 


FOR SALE IN FLORIDA—PLUMBING 

heating-sheet metal business estab- 
lished 17 years. General Electric Re 
frigerators, Oil Burners, Pumps Do 
not reply unless interested in best 
Florida has to offer. Address Key 
282-D, “Domestic Engineering,” 190060 
Prairie Ave., Chicago, Il 


Wanted to Buy 


ONE USED STANDARD POWER DRIVE 

Toledo Mule, A. C. Current Motor 
State price and full particnlars. Ad- 
dress Key 290-D, “Domestic Engineer- 
ing,” 1900 Prairie Avenue, Chicago, Illi- 
nois. 


Books for Your Trade Library 


OIL BURNER HBPATING — DISCUSSES 

oil burner heating problems from the 
sale of the job to the operating instal- 
lation. Every chapter in the book is 
built upon direct questions asked by 
heating men. Testing problems worked 
out show what should be done to test 
efficiency of installation, how to com- 
pare cost of oil or gas heating, how to 
find heat losses, how combustion cham- 
bers are built, what to do when chang- 
ing from gas installation to oil burner, 
how to figure oil consumption for year, 
ete. Can be used on practically any oil 
burner installation, and much of the 
information it contains applies also to 
gas burning boilers and to stokers. 184 
pages, 5%x8%, bound in cloth, price 
postpaid $1.00. 


DOMESTIC ENGINEERING 
Books Sent Parcel Post Prepaid 
1900 PRAIRIE AVENUE, CHICAGO 


PLUMBERS’ 





Miscellaneous 


—_ | WITH 
HAROLD ELECTRIC 
MODEL E THAWER 


Denver plumber in winter of 1929-30 
thawed 300 services, $3,000.00 worth of 
business. A GOOD INVESTMENT. 


Order yours and really make money. 
Order now before the next freeze. 


HAROLD ELECTRIC CO. 
Walla Walla Washingten 


WE'VE GOT THE NAME: WE'VE GOT 
the orgeanization we've got the dis 
tribution channel weve got the plant 


we Ve rat t he engineering ability: 
we Ve grat money Lind we're look 
ine for idea of new developments tn 
heating control oil burner controls, 
stoker controls, or heating or plumb 
ing appliances With vour reply, give 
the nature or description of vour de 
velopment ALddre: Key ae | I), L)a- 
mestic Engineering 1900 Prairie Ave., 
(‘hicago Il] 


PIPE COUPLINGS 


We can turn your old surplus pipe couplings 
into CASH or, if you need pipe couplings we 
can supply you from stock AT A SAVING. 
Write 


Russell F. Kleinman 


$315-17 No. 2nd &t., Philadelphia, Pa. 


BIN LABELS 


Send for samples and prices of card holders, 
bin labels, and free booklets: “‘How to Lay 
Out the Plumbing Shop.”” Haddon Bin Label 
Co., Haddon Heights, N. J. 


Job Tickets, Time Sheets 


Contract Blanks, Estimate Sheets and other 
printed forms for plumbers our specialty. 
Also Letter Heads, Cards, Envelopes, etc. 
Reasonable prices and prompt attention to 


inquiries and orders. Write for samples 


LOUIS FINK & SONS CO. 


Trades Building, Laurel Springs N. J 


USE THIS PAGE TO GET WHAT YOU 

want. If you are looking for compe- 
tent employes; or if you contemplate 
a change in position, have a patent for 
sale; wish to purchase or sell a plumb 
ing and heating business; second-hand 
machinery or tools; form a co-partner- 
ship, etc., your advertisement on this 
page will put you in touch with the 
people you desire to reach. The cost 
of insertion is only eight cents a word 
and may mean many dollars to you. 
Address all classified advertisements to 
The Classified Advertising Department, 
“Domestic Engineering, 18900 Prairie 
Ave., Chicago, Illinois. 
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A Pair of Aces FOR PLANT ECONOMY 














For general plant 
service — Walworth 
Fig. 95 Re-New- 
Dise Bronze Globe 
Valve, 1501b. work- 
ing steam pressure. 


“The correct valve for each specific service” has been 
Walworth’s policy for 94 years. Here is a typical example 
of this policy —a pair of valves for ace-high, dependable 
plant service. ; 

Where throttling is not required, Fig. 95 is ideally adapted 
for general service. Time and trouble in changing discs are 
saved with the lock-on, slip-off dise holder originated by Wal- 
worth. Extra strength in the body bonnet connection is se- 
cured by incorporating the union bonnet throughout the line. 

Where throttling is necessary, Walworth recommends 
Fig. 245-P. The Plug Type Seat and Dise of Sigmalloy 222, 
a hard nickel copper alloy, withstands terrific punishment 
and lasts longer. 

All Walworth Bronze Valves have 
an aluminum marking plate, as 
shown, for the convenience of the 
user. Profit by Walworth’s ability to 
recommend the exact valve for each 
specific need. 





VALVES 
FITTINGS 
and TOOLS 


Backed by 







WALWORTH COMPANY 
60 EAST 42nd STREET, NEW YORK 












94 Years’ Service 








For plant service 
requiring throttling 


Walworth Fig. 


45-P nickel alloy 
plug type dise and 
seat renew able. re- 
grinding Brenze 


Globe Valve. 200 
ib. working steam 
pressure, 





PRE-PROVING 
WALWORTH QUALITY 


The device shown here is the Com- 
parator which magnifies tool, gauge 
and valve details, enabling Walworth 
to check dimensions to ten-thou- 
sandths of an inch. Walworth thus 
predicts the uniform high quality 


of its products, which field perform- 


ance finds unsurpassed. 
sidimameatil 


RT H 


DISTRIBUTORS IN PRINCIPAL 
CITIES THROUGHOUT THE WORLD 
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MORRISON HOTEL’S 
C 4 Engineer Hancock, 
[EF EN G | N é i Q Governor of a small 


city of power equip- 
ment and other ma- 
chinery four stories 
below the Morrison’s 
Ground Floor. 


“Trane Blast Heaters 
Give Perfect Service’ says 
Chief Engineer Hancock 


‘**About five years ago when we built a new section to 
the Hotel we had the problem of distributing evenly 
heated fresh air into the larger rooms. The Architects 
and Engineers got together and decided that for oper- 
ating economy and all around efficiency, Trane Blast 
Heater Coils were the answer.” 


Five Years of Perfect Performance 


*“Now after more than five years I can add my word 
—that the Trane Equipment has delivered perfectly 
without a moment’s trouble of any kind—and I am 
) eee 4 48: confident will stand up equally well for many years to 
ee Wi Baan! wate seid a come.”” Cuas. HANCOCK 

ar Chief Engineer, Morrison Hotel 


TRANE “EXCLUSIVE FEATURE” COILS 


When excess capacity is required these Trane ‘‘Ex- 
clusive Feature”’’ Blast Coils are the choice of leading 
architects, engineers and building contractors—The 
Patented Trane Guide Flange (relieves stress and 
strain), The Patented Trane Process of Bonding 
Tubes to Fins without welding, soldering or brazing 
(permits lighter weight—greater efh- 
ciency). Trane’s line of Blast Coils is 
the most extensive on the market— 
and Trane Bulletins are the most com- 
plete, authoritative and easily under- 
These giant Trane Blast i stood published by any manufacturer of 
Heating Coilsinthe Mor- coils. (Makes selection of exactly the 


rison Hotel have been 4 ; : 
‘athhatiin citi. tdi “pi a right coil for any requirement easy.) 
pered air at low cost for 
more than five years. 











Chicago’s famous Mor- 
rison Hotel at Madison 
and Clark—Home of 
equally famous Terrace 
Room. 





B313732a2% 


The Mirror steht 





ish Room 


You will save time if you 


Gish Thane Fst 


--about all matters pertaining to industrial, com- 
mercial and home air conditioning problems in- 
volving the use of Blast Heating Coils, Unit Heaters, Heating 
Specialties, Cooling Coils, Cooling Units or Product Coolers. 








c | I F Trane manufactures—Blast Coils—Cool- 
ing Coils—Unit Heaters—Unit Coolers 
THESE —Residential Heating and Air Condi- 


tioning Systems—Evaporative Condens- 
FACTS! ers—Vapor and Vacuum Heating Spe- 
cialties—Condensation and Circulating 
Pumps—Schoolroom Ventilators. The Trane Company Branches in all principal cities 
LaCrosse,Wisconsin. (In Canada—Mowat & King Sts.,W. Toronto) 




















